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How top design can boost sales... Money-making ideas in 
commercial building ... New trends in materials distribution 


Looks Like Wood, Feels Like Wood, Costs Far Less. With new 
Kentile Textured Woodgrain Vinyl Asbestos Tile you can offer the 
warmth and appeal of wood without the expense. It’s sure to make 


a deep impact on prospects! Greaseproof, easy to clean. And no 
need to sand or refinish... ever! Check your flooring man today. 
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Homebuilders tap the light commercial market 
Commercial buildings: the frosting on the homebuilding cake. How con- 
struction know-how gives the homebuilder a big edge, with case-histories 


MARKETING 
The distribution dilemma Weser MUT CEE Ce eee Ufo REN 
The New Housing Industry, Part VI; who does what, and at what price, in 
moving products and materials from manufacturer to finished housing? 


DESIGN 


Top-level design as sales tool ......... 0.0 ccc cree ene 106 
A look at three well designed—and successful—communities 


Six of 1963's best-designed custom houses .............. 128 
Award winning houses with lessons for every builder and architect 


TECHNOLOGY 


New ideas in structure, material uses, and finishes ........ 137 
An experimental house with a sprayed-concrete roof, insulated stone walls, 
and a concrete circular stairwell 

Also: Easiest way yet to figure air-conditioning load 


NEWS 
Market changes as housing heads for a near-record ..........6 
Also: What housing can expect from Congress this year . . . Housing indus- 
try is more and more swept into the racial integration vortex . . . Mortgage 


discounts inch upward on the West Coast . . . for complete NEWS index, 
see page 5 
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Marketing roundup ....53 New products .......151 
RON | iSo en apes 73 Publications ......... 177 
Book reviews ........148 Advertising index ....184 


COVER: House in New Seabury, Mass. Architects: Rudolph Bedar and 
Phineas Alpers. Developer: Emil Hanslin. See “Top-level design as a sales 
tool,” page 106. Photo: Lisanti. 
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"Today's best built-for-sale houses—and what makes them sell 


IMPERIAL MUSH DISPOSER MODEL 9000 


IMPERIAL 900 PROGRAMATIC GAS OVEN — GAS SURFACE UNIT SG-31 


(mori AVAILABLE I eccaric) 


IMPERIAL 900 DISHWASHER 
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CHAR-GLO BARBECUE AROILER CG-291 


Word gets around about builders 


These happy people will make sure it does. To all their friends 
and neighbors. About your thoughtfulness and good judgment 
in choosing these Waste King Universal built-in appliances. 
What is the good word? Your helping them buy four products 
with more exclusive and most-wanted features than anyone 
else makes: the most trouble-free, quietest, fastest 
disposer x the easiest loading, largest capacity, 
cleanest washing dishwasher » the first Program- 


exclusive built-in Char-Glo gas-fired barbecue that broils steak 
(and chicken) that never tasted better. Your choice of a com- 
plete built-in kitchen, manufactured and quality controlled 
from start to finish by Waste King Universal, is one sure way 
that the good word about your new homes will really get 
around. Today, tomorrow, this weekend, next month 
and next year. Get the good word from your Waste 
King Universal representative, or write to Waste 


atic oven available in gas or electric x and the King Universal, Dept. H-9, Los Angeles 58, Calif. 


c Li = 3 
Other products by Waste King Universal: Disposers * Dishwashers X Built-In Ranges X Char-Glo Barbecue Broilers 
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More new giants emerge in housing—with growing pains 


The giant new companies which are capturing an increasing share of housing 
(H&H, Jan.) are getting bigger—with an unmistakable quickening of the pace. 

In mortgage banking, two of the nation’s largest companies, Wallace Investments 
and Citizens Mortgage, have just bought out some smaller brothers (see p. 39). 

In home manufacturing there is a continuing concentration of ownership (see 
p. 40)—with a discordant note. 

In materials’ producing, Gulf American Land is trying to follow the same route 
shell maker Jim Walter took a year ago by buying Celotex Co. Gulf American 
has bought 46% of Fenestra Inc., architectural materials producer—but is being 
met by a bristling court fight (p. 40). 

Other storm clouds are gathering for materials’ giants. In Congress, a House 
committee has set public hearings on reports some producers are directly competing 
with their customers by selling through their own wholesale and retail outlets. 
Targets: appliances, plumbing, aluminum storm windows (see p. 14 and 118). 


NAHB considers major changes to reflect apartment boom 


The aim is to revamp the staff organization, membership status, and eligibility 
requirements of the builder trade group (which is now heavily oriented toward one- 
family house builders) into a broader organization embracing the fast-growing num- 
ber of builders doing apartment and light commercial construction. (Rental housing 
has soared from 19% of private nonfarm starts four years ago to 32.5% last year, 
and is still moving up: 37% for the first half of this year. NAHB economists predict 
rental housing will account for one half of what the U.S. builds in the next decade. ) 

Many of NAHB’s 381 local associations have few apartment-builder members, 
even in boom cities like Chicago (where nearly half a dozen builder organizations 
remain unaffiliated with NAHB) and Houston (where apartment builders got former 
HBA Executive Vice President Gordon Nielsen to head a separate apartment group 
after Nielsen quit his NAHB local post in a row with its directors). 

To enroll and keep apartment builders, say veteran NAHB local executives, builder 
locals must undertake at least two services most do not now perform: 1) develop 
accurate, detailed and highly localized market data on rental housing, and 2) put on 
clinics and seminars where builders and other experts can educate each other on 
such fine points as where to put electric meters, where and how to find mortgage 
money. 


FHA volume sinks; private mortgage insurers gain 


Private mortgage insurers are beginning to give FHA serious competition in a 
few states. And their business volume is soaring dramatically while FHA, ham- 
strung by red tape and now clouded with uncertainties over racial integration 
(see page 17), is getting a smaller and smaller share of the nation’s housing. 

Mortgage Guaranty Insurance Corp., Milwaukee-based stock company that 
went into competition with FHA in 1957, now insures more mortgages on one- to 
four-family residences in Wisconsin than FHA does under Sec 203. For half of 
what FHA charges, it insures the top 20% of conventional loans up to 90%. 
MGIC's volume is more than 70% of rHA's in Kansas, is over 40% of rHA's in 
seven other states; Hawaii, Iowa, Illinois, Kentucky, North Dakota, South 
Carolina, and West Virginia. In Indiana, Pennsylvania and Nebraska, MGiC's 
insured loan volume has reached 24% of FHA’s, In all, Mcic insurance written 
last year was about 15% that of FHA in the 42 states (plus the District of Colum- 
bia) where MGIC operates. 

This year through June FHA applications on new and existing homes have dropped 
15% to 105,177 (mGic does not insure multi-family apartments so FHA rental 
applications are here omitted). FHA’s share of private non-farm housing starts 
is sinking even faster. In the first half of this year, FHA accounted for only 13.7% 
of the total, FHA and va together for only 18%. 

Among private mortgage insurers, MGIC does about 90% of the business. It 
has three smaller competitors whose business is growing fast also. One of them, 
Continental Mortgage Insurance Inc. of Madison, Wis., has just voted to tncrease 
its capitalization by $1,700,000 to let it meet the minimum capital requirements 
of all states where it seeks to do business. 


HOUSING MARKET 


Housing climbs to near-record year—and the figures show it 


1g HOUSING TRENDS 
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Private non-farm housing starts showed their big- 
gest rise this year in May, when they reached a 
seasonally adjusted annual rate of 1,663,000, June 
dipped to 1,568,000. The seasonally adjusted rate 
for building permits registered a similar pattern, 
but a slight slump in June is still 13% ahead 
of June 1962, 
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In 1963's second quarter, private builders started 
466,700 non-farm dwelling units, 8.2% more 
than in the same period last year. May set a 
record with 162,000 private non-farm starts. 
Only the Northeast failed to take part in the 
over-all increase through June. The multi-family 
share of starts shrank from 4246 to 3496 


THOUSANDS OF DWELLING UNITS 


FHA-VA SHARE OF STARTS. 
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Rising prices on lumber and clay products, along 
with higher wages, lifted the Boeckh residential 
building cost index 1.2% to 306 in the second 
quarter. Col. E.H. Boeckh s a slight reduc- 
tion in the price of building aluminum may off- 
set labor costs, up 2.3% to $4.09 for seven crafts, 
It is first time Labor Dept. average topped $4. 
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FHA's share of housing starts has dipped close 
to an all-time low. It hit 13.7% in May and 
June. Last year FHA accounted for 18.2% of new 
U.S. housing. va's share, although not declining 
as sharply, is 10% behind a year ago. Likely 
reasons: agency red tape and the executive order 
banning race bias last year. 
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FHA applications for the second quarter are 1.4% 

ahead of last year—but only because multi- 

family applications soared 64% to 25,838 units. 

One-family house applications are off 11.4% to 

58,573, and va houses down 19%, April applica- 

tions spurted as builders sought to beat a fee 
increase, while May slumped. 
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Rental vacancies in metropolitan areas rose a 


little in the second quarter—from 6.8% to 7.2% 
of available units. Homeowner vacancies held at 
1.4%, but were heaviest in the West at 1.8%. 
Rental vacancies were highest in the West at 
10.9%; the South trailed at 8.3%, North Central 
was next at 8.0% and the Northeast cut to 4.1% 
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Rates on conventional loans have slipped Second quarter ratios of loans more than 30 


from a March high of 5.86% to 5.82% for May 
and June. This second quarter reading shows 
corporate bond interest creeping up from a 
March reading of 4.19% to June's 4.22%. Yield 
on FHA minimum-down loans is between 5.43% 
to 5.52% before servicing—up from 5.47% 
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days behind in payment increased a little over 
the first quarter. On 3,041,801 total mortgage 
loans, the overall ratio is up 0.06% for the 
quarter to 3.09%, va shows a 0.06% 


% rise to 


3.51%; FHA a 0.05% increase to 3.26%. North- 
eastern states have the highest delinquency. 
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FNMA's secondary market purchasing fell in 
May, continuing a downtrend. But sales edged up 
still farther to $165.2 million, just below 1958's 
June record. Authorizations slumped to $3.8 
million; purchases to $5.3 million. FNMA sales 
plummeted in June to $61.3 million; and pur- 
chases hit an eight-year low of $3.1 million. 
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Hint of new trend in the housing 
market: one-family homes for rent 


The graphs on the opposite page tell the statistical story of a housing industry now 
heading for a near-record year. It almost certainly will top last year, when 1,429,000 
private non-farm housing starts were fourth best on record. 

Sizing up the mid-year statistics, economists are slightly less bullish about pros- 
pects for the rest of 1963—but they are still optimistic. “This is no boom,” says 
Walter Heller, chief White House economic adviser. “It is a solid but modest 
expansion.” 

Economist Miles Colean notes that the mid-year level of building permits, season- 
ally adjusted, “gives promise of a continued high level of housing starts.” 

Total non-farm housing starts are now 8% ahead of last year, but NAHB notes 
that one-family homes are off 1%. “If this trend continues, starts should easily 
exceed the 1.5 million level in 1963,” predicts the builder group. 


But the 1963 housing market bears little resemblance to the 1962 market. 


For one thing, FHA's and va's share of the market is falling fast. Last year, FHA 
and va accounted for 24% of private non-farm starts. In the first six months of 
1963, they accounted for only 18%. FHA’s drop is especially sharp, down from 
18.2% a year ago to 13.7% now. 

Agency spokesmen blame the drop on the more cautious policy FHA took toward 
new business when foreclosures began mounting in the spring of 1962. They say 
conventional lending has taken a spurt in communities where they clamped down. 

Others blame the slump on the President's order banning race bias in federally- 
aided housing. FHA men reply that FHA’s share of the market began falling last 
August. Builders in some cities like Cincinnati say they are simply so fed up with 
FHA red-tape and slow decisions (a situation FHA Commissioner Philip Brownstein 
is trying to correct) that they have just quit using the agency. National Homes says 
its own units account for about half the one-family homes FHA has insured this year. 

Coupled with the decline in FHA-vA financing comes a 15% leap in conventional 
and all-cash building. So strong is this market that the private mortgage insurance 
companies are now doing nearly as much business as FHA in some states (see p. 5). 
Conventionals are serving a higher-bracket market; average price is $19,800 vs. 
$15,600 for rHA homes. 

Builders are meeting even stronger competition from mobile homes; shipments 
are 19% ahead of last year—and NAHB now estimates the number of mobile homes 
occupied will increase 62% to 1.3 million units by 1970. NAHB blames the growing 
mobile homes market directly on local planners and zoners who do not let builders 
erect small, compact one-family homes. 


Other new forces are now working in the housing market, too. 


The biggest surprise is spotted by Real Estate Analyst Roy Wenzlick of St. 
Louis: 2.8% of new homes built this year are being rented instead of sold. A year 
ago this percentage was negligible. 

Why are builders renting their homes? The trend is so new that answers from 
builders provide no clear reeson. Most builders are renting homes that have re- 
mained unsold for a long while simply to keep them from standing idle. A new 
Census look at house selling shows merchant builders are taking six to seven months 
to sell a home after completion now. 

A new NAHB forecast for housing the rest of this decade indicates the trend to 
one-family homes for rent may continue. Says NAHB: 9.1 million one-family homes 
will be built this decade (including ones already built) but only 7.1 million will 
be sold. The remaining 2 million will either be rented or vacant. NAHB predicts 
demand for rental and sale quarters will be about equal. 

And a new sampling of market prospects among renters shows the rented house 
might be an important sales tool. A survey of 19,000 renters in all 50 states by 
Panelboard Manufacturing Co. of Newark shows many renters are fearful about 
taking on the chores of home ownership and would like trial runs as owners. Some 
want builders to rent homes on trial before buying; others want builders to take 
homes back if families decide to move. 

But the three top items renters say they want in homes they might buy are: 1) 
lower down payments, 2) houses that do not look alike but have unique, standout 
features, and 3) a wider selection of lower-priced homes. 
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* Nearly 95% of homes built by its mem- 
bers are now architect-designed, says the 
Long Island Home Builders Institute. Vice 
President Sidney Posin of Arbor Homes 
in Waterbury, Conn. predicts a bright 
future for scattered-lot building of manu- 
factured homes. His reason: This lets 
buyers satisfy individual tastes (through 
optional design changes) while giving them 
the cost savings of factory construction. 
* A materials producer which got into 
remodeling in 1961 has quietly backed out 
of the field. Armstrong Construction & | 
Supply Co., subsidiary of Armstrong Cork 
Co., sold Linden Lumber Co. of Linden, 
N. J. back to its owner, Les Gottdenker. 
Reason: remodeling volume fell sharply. 
* The Portland (Ore.) Housing Authority 
has just decided to let students move into 
subsidized public housing, even though 
they are not thereby moving out of sub- 
standard. dwellings. 

© Builder William J, Levitt has just hired 
four top-flight architects to design new 
prototype models: Carl Koch, George 
Nemeny, Donald Lethbridge, and George 
Nelson. 


MLS ruckus brings another 
yes-and-no tax-exempt ruling 


For ten years Internal Revenue Service and 
local real estate boards have been feuding over 
whether a board loses its tax-exempt status by 
operating a multiple listing service. Now the 
u. s. Court of Claims has just handed down a 
clear-as-mud ruling which virtually brings the 
issue back to where it was a decade ago. 

In that time two would-be test cases became 
so snarled in legal red tape they were with- 
drawn (News, May, Dec. '59). The new test 
case involves the Evanston-North Shore (Ill.) 
Realtors Board, but the ruling boils down to a 
mere re-reading of a 1959 ins ruling. 

Preliminary study of the court decision 
leads the National Association of Real Estate 
Boards to believe local boards still may oper- 
ate MLS without losing their tax-exempt status. 
Basis: the court ruled that since multiple list- 
ing is not a business ordinarily carried on for 
gain, "the right to an exemption cannot be 
defeated on this ground." Such a ruling does 
not automatically make all such boards tax- 
able just because such a listing service is one 
of their activities, NAREB points out. 

But the court rejected Evanston's claim that 
MLs benefitted the entire group of Realtors, 
another legal test for exemption. Mrs rather, 
"constitutes the performance of a particular 
service for brokers participating in the service." 

The key word is the extent to which a board 
engages in MLS—whether it can be interpreted 
as the board's primary activity or not—exactly 
the point irs stated in 1959 when it ruled a 
board forfeited its tax exemption if MLs was 
its "primary purpose or activity." But the 
Claims Court is no more specific. 

NAREB now says it has decided to ask the 
Claims Court for a rehearing. If the Court 
turns it down (as court attaches believe it 
will) NAREB can still appeal to the u.s. Su- 
preme Court. 

As noted four years carlier, long litigation 
remains ahead. 
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Boom in big Western cities; slowdowns in the East 


That metropolis on wheels that is Los Angeles 
parked in one place long enough to build 
more housing than any other city last year. 

It surged past New York by writing 113,000 
residential permits for a fantastic gain of 20% 
—and the curve is still upward. Metropolitan 
New York issued 94,400 permits in 1962, up 
two tenths of 1%, but the pace has since 
turned sharply down. The situation in five big 
cities: 


Los Angeles: The metropolitan area (Los 
Angeles & Orange Counties) will see more 
new housing units in 1963 than ever before. 
The record is assured, in the view of statisti- 
cians, on the basis of first half building 
permits alone: 


Los Angeles Orange 
County County Total 
1- to 4-family . 13,936 9,960 23,896 
Multi-family .. 39,7224 11,058 50,782 
TOTAL Siesncare iene 53,660 21,018 74,678 


The trend toward apartments has grown 
stronger, In all of 1962, 68.5% of all new 
units were in multi-family structures in Los 
Angeles County; 45.2% in Orange County, 
For the first half of 1963, this ratio has 
risen to 74% in Los Angeles County and 
52% in Orange. 

Overbuilding of apartments is an oft- 
expressed fear—but still not a reality. The 
Apartment Association of Los Angeles now 
estimates vacancies at 8.8%. But figures on 
idle electric meters—considered the best 
gauge of vacancies—shows only 3.59% idle in 
June compared to 3.46% in January and 


4.03% a year earlier. (Figures cover houses 
as well as apartments.) 

But the area seems to be building more 
houses per capita than ever before—which 
could portend a glut, notes John Owens, 
housing statistician with Security First Na- 


tional Bank. During the 50s, housing pro- 
duction was at a rate of one new dwelling 
for every three new people (population gain). 
Now, the rate is running one new unit for 
every 1.5 to 2 new residents, Owens says. 

“It could indicate a tendency toward smaller 
families and households,” he explains. “But 
even so the rate seems out of balance.” 

Homebuilders generally report good sales 
through the first half—though not exceptional. 
Production of single-family houses for the 
year, they estimate, will be up only around 
10% against an overall housing gain of 20%. 

Several builders in the over-$30,000 price 
range report sales well ahead of completions 
in smaller tracts. One reason: notably easy 
terms available on expensive homes—as low 
as 5% down, 


San Francisco: Residential permits jumped 
19% to 15,513 for the first quarter in the 
nine-county Bay Area. 

In Oakland, the time required to sell a 
house dropped from 66 days in "61 to 64 in 
‘62. A Marin County multiple dwelling study 
found a vacancy rate as high as 37% in new 
condominiums and 27% in new multiples, but 
both percentages fell to 2% after the buildings 
had been on the market for six months. 

One of the nation’s most prominent build- 
ers, Joseph Eichler, turned to high rise in San 
Francisco, The 29-story Eichler Apartments 
on Russian Hill will reach higher than any 
other building in the area, towering 73’ above 
the familiar Top of the Mark. 

There are some flickering signs that apart- 
ment saturation may be in sight. Transconti- 
nental Properties, which runs the Mark Hop- 
kins for Louis Lurie, has quietly shelved 
plans for a 19-unit community apartment. 
Vice President John Parsons cautions: 
“There's an appalling number of co-ops being 
built. We figure it will take five years to 
digest them." 


Mechanical core prefab aims at vacation market 


National Homes’ 1964 line of manufactured 
homes—20 new models in all—includes this me- 
chanical-core house pitched at the expanding 
scattered lot and vacation house markets. The 
core consists of two baths, heating, water heater, 
air conditioning, and all plumbing and wiring to 
instai! kitchen and laundry equipment on the 
kitchen side of one wall of the core. Core homes 
will be delivered in a trailer equipped with a 
small hydraulic crane to lift the core and floor 
panels onto the foundation. (All wall and floor 
panels in the house are pre-wired and pre- 
finished. ) 

The 973 sq. ft. house—an exciting demonstra- 
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tion of what today's housing technology can do 
in markets where it isn't hobbled by building 
codes and labor restrictions—is designed to sell 
for $10,990 fob the owner's lot. Terms: $100 
down on a buyer's lot—with a conventional s&L 
mortgage. 

Aiming at another slice of the vacation market, 
National has also unveiled a 384 sq. ft 
man's house priced at $1,499, It includes a living 
room, kitchen, bath and two bunk rooms. Na- 
tional says two hunters can erect it on nine posts 
in two hours. Terms: $75 down and $25.98 a 
month for seven years. Not included: plumbing, 
wiring, heating, and foundations. 
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Houston was the 14th-biggest city in 1950 and 
is now sixth, with 1 million residents. lts 
downtown boom is right behind those of New 
York and Los Angeles and its new $60-million 
space center is equally spectacular. 

First-half residential permits came to a rec- 
ord $95 million, up 1346 over the '62 first 
half, Apartments units are rising three times 
as fast as single-family units, Apartment units 
completed in the first six months ran to 8,062, 
a 25% gain over the same '62 period, and 
City Planning Director Ralph Ellifrit says: 
"There's no indication the apartment boom 
of the last two years is going to drop off." 
Boston: Director Robert McPeck of the 
Home Builders Assn. says people are shopping 
harder for their new homes than at any time 
since World War II. The Greater Boston va- 
cancy rate is estimated at 5% by Director 
Donald Deluse of the Rental Housing Associ- 
ation. And starts for the 72 cities and towns 
in the metro area are down to 3,871 for the 
first five months of '63 (vs. 5,027 for the 
same period last year). Prices are climbing. 
An apartment boom is in the offing through- 
out the state. 

New York may be building itself into its great- 
est apartment glut since the depression. 

Item: A 16-story FHA co-op called East 
River Terrace was completed Dec. 28 at 96th 
Street and 2nd Ave. on New York's upper 
East Side, It offered from three rooms at 
$1,300 plus $111 a month charges, up to 542 
rooms at $5,080 and $260. Three months later 
30% of its 158 units were still yawning for 
tenants and Developers Leonard H. Rapaport 
and Murray Blumberg were offering six-month 
look-see rentals with an option to buy. 

Item: Realty teams of up to 20 salesmen 
are soliciting tenants in rented apartments to 
move elsewhere, using phone calls and home 
movies and offers of several months’ free rent. 
Some offer to pay moving expenses, help deco- 
rate, or even given free maid service (two 
hours daily, three days a week). 

Item: The FHA foreclosed a 106-unit apart- 
ment house in the Riverdale section of the 
Bronx in April and is foreclosing a 171-unit 
building in the central Bronx, These are the 
first such actions Director Ralph Morhard can 
recall. 

In spite of such evidence, a just-released 
Census Bureau survey says New York City 
has only 1.79% vacancy among its "rentable 
apartments." But the survey is already under 
fire. Critics are challenging the veracity of the 
Census Bureau's rate, saying it gives a false 
picture by excluding many categories of hous- 
ing. A drastic decline in construction is al- 
ready starting to show. The city issued only 
21,587 residential permits in the first six 
months, off 44% from the like '62 period. 

The state turned rent control over to the 
city in 1962. State law stipulates that it be 
lifted if vacancies in any category reach 546, 
but rent control has succeeded the 5¢ sub- 
way fare as the city's No. 1 political shib- 
boleth, so Mayor Robert Wagner seems sure 
to recommend in December that the program 
remain substantially in effect. The Metro- 
politan Fair Rent Committee has already 
announced its intention to fight control in 
the courts, saying the Census data cannot be 
considered alone, but must be viewed in 
context with numerous other factors. 
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Lumber prices soar, then sink, in plywood strike-lockout 


West Coast plywood makers have just ended 
a two-month strike-lockout. How much the 
settlement pattern of a 30'44¢ hourly wage 
increase for most plywood workers and 
loggers is going to cost builders—and home- 
bu —remains uncertain. Industry sources 
predict little immediate change from pre-strike 
levels. 

During the shutdown, builders were hit 
with soaring prices as supplies dwindled. But 
with the settlement prices dropped abruptly 
again. Developments during the strike: 

Plywood rose $25 to $85 per 1,000 sq. 
ft., a 40% increase. 

Green fir 2 x 4s went up from $68 to $72 
per 1,000 bd. ft., a 6% rise. 

Builders could still get materials if they 
paid the price, but they had to accept substi- 
tute grades and submit to delays. 

Some postponed construction 
absorb the big markup. 

Canadian plywood producers found the 
competition easy, even in face of a 20% 
tariff. The strike began June 4 when the 
Pacific Northwest's two lumber unions, the 
ex-c.1.0. International Woodworkers of Ameri- 
ca and the ex-a.F.L. Western Council of 
Lumber and Sawmill Workers of America, 
struck U.S. Plywood and St. Regis Paper for 
a 33'46 hourly raise. The unions extended 
their strike to Georgia-Pacific Corp. and six 
members of the Independent Timber Opera- 


rather than 


MATERIALS & PRICES 


Campaign for new 


Proposals to reform national standards for 
light framing lumber to cut both waste and 
building costs have been given a major nudge 
ahead. 

The American Lumber Standards Commit- 
tee has just approved the final wording of a 
new standard calling for 1!2" kiln-dried lum- 
ber with a maximum 19% moisture content 
to replace the 158” standard that now applies 
to both dry and green lumber. 

The change is expected to save builders and 
homebuyers as much as $100 million a year. 
Requiring the same dimension for green and 
dry lumber, as experts agreed at a HOUSE 
& Home Round Table on the engineered use 
of wood in tomorrow's house (H&H, June), 
inflates drying costs, wastes stumpage, adds 
$40 million a year to shipping costs, and 
raises maintenance bills. 

The new standards now go to the Com- 
merce Dept, which will poll its 2,500 to 
10,000 acceptors—a cumbersome procedure. 

Meantime, opposition inside the industry to 
the new standards has been drying up. 

Directors of the National Lumber & Build- 
ing Materials Dealers Assn. who instructed 
their representatives to vote against the change 
at the ALs committee's May meeting, swung to 
a neutral stand at their own spring meeting in 
Washington. Local opposition from southern 
California, the Northwest, and New York 
State has nevertheless prevented the associa- 
tion as a whole from supporting the reform. 
Objections, expectably, come chiefly from pro- 
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tors Council. Four other companies locked out 
their 14,000 employees. But after two months 
they ended the lockout and most of the struck 
companies settled within days with their 
15,000 employees. 


ARBITER KHEEL 
Backer for the 25-hour week 


Five-hour day; not so bad 
as was feared, but costly 


The New York electricians’ controversial new 
five-hour day has produced mixed results. 
Theodore W. Kheel, the industrial arbiter 
appointed a guardian of the public interest in 
applying the agreement, and Efrem A. Kahn, 


chief negotiator for the contractors, assess its 
first ten months of operation this way 

* From 800 to 1,000 new jobs were created, 
as the union intended. The prediction had been 
for 1,600, but a building decline intervened. 

* Overtime spurted for three months after 
the city's 10,000 construction electricians went 
on the 25-hour week July 1, 1962, but this 
was because of failure to adjust vacations. 
Overtime is now below pre-contract figures. 
* Labor costs increased 6% on an average 
apartment unit. Kahn explains that wages 
jumped about 13%, but contractors held down 
the total labor cost increase by using more 
apprentices. 

The same contract that set the five-hour 
day eased the impact for smaller builders by 
establishing 2 secondary wage of $3.25 to 

.50 an hour on one and two-family homes 
and repair work. The commercial rate: $4.96. 


Pro and con. Secretary of Labor Wirtz still 
opposes the shorter week. “It could, in 
great many industries, mean higher prices 
he says, “and these could price many indus- 
tries out of the market.” 

But Kheel contends that the 25-hour week, 
sought by the union to cushion unemployment 
in slack periods, has succeeded. He says it has 
done this without the “drastic effects” on costs 
that were generally predicted when the con- 
tract was negotiated (News, Feb.). 


lumber rules picks up speed 


Ellen Shaffer 


MORE THAN A PINT of water is shipped in an 
undried 2x4, says W. R. Johnston of Weyer- 
haeuser in trying to convince lumbermen to adopt 
dry standard. 


ducers of green softwood lumber who feel the 
change would hurt them competitively. 

They get the back of the hand from Presi- 
dent N. B. Giustina of the National Lumber 
Manufacturers Assn. who pro- 
vincialism unbelievable in this century of busi- 
ness enlightenment." Giustina, himself a pro- 


decries "a 


ducer of green studs, adds: "Too many lum- 
bermen would rather lose their business than 
contribute one thin dime which might, in some 
way, benefit their neighboring lumbermen." 

NLMA itself has steered away from an all- 
out campaign for the new rules, but it is dis- 
tributing a formal brochure backing the idea. 
Instead, Weyerhaeuser—the nations No. 1 
timber producer and No. | producer of green 
lumber—has just started to rally grass roots 
backing among lumber retailers (chiefly), ar- 
chitects, and builders. Retailers support is 
crucial for they dominate the Commerce Dept's 
acceptors list, "It's not our intention to hurt 
the green market," says W. R. (Bob) John- 
ston, Weyerhaeuser merchandising manager. 
"Its a battle for the survival of wood as a 
building material." 

Johnston has been making his point in 
demonstrations that include a telling piece of 
showmanship. Johnston picks up a trick 12" 
length of West Coast hemlock 2x4. He tilts 
it on end. Out pour 1.2 pints of water. Asks 
Johnston: "Why pay for shipping all this 
water from West Coast mills?" 

Before the House & Home Round Table 
was held early this year, the Southern Pine 
Assn. opposed the 112” standard. But be- 
tween then and the time the ALsc met in San 
Francisco in May, Southern Pine shifted its 
stand and voted for the change. The Southern 
Pine Inspection Bureau came around in July, 
is now circulating an attractive brochure back- 
ing the new rules, NEWS continued on p. 13 
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New baseboard heater 


with a built-in fan..B4odgpiet-17 3010 ooo lo) uni 


1. Lineal thermal overload protector 2. Enclosed elements 
3. Cold air intake — 4. Warm air outlets 


THE NEW EMERSON ELECTRIC FAN FORCED BASEBOARD 


Here you see an entirely new Emerson Electric Heat System. A baseboard heater 
... only 4' long, 10" high. Beautiful all over. Dual-Flo—two heat sources plus 
built-in fan make it unique. 


YES — the fan adds many benefits people like: (1) Instant, even heat throughout 
any room. No drafts. (2) Greater safety. Special lineal protector and thermo- 
stat make heater doubly safe. Unit has low surface temperature while in opera- 
tion. (3) Cleaner heat. Air velocity helps prevent wall discoloration. 


Installs quickly. No need to cut or notch studs. No framing... for either re- 
cessed or surface mounted types. Five models (from 1500 to 4000 watts). A size 
for any size room. Beige finish blends with any color scheme. Can be painted. 


Applications . .. for new houses, remodeled homes, breezeways, family-recrea- 
tion rooms, offices, churches, and many others. 


SEE IT NOW-AT YOUR ELECTRICAL DISTRIBUTOR'S SHOWROOM 


EMERSON ELECTRIC, Dept. HH-9, St.Louis 36, Missouri. 


Complete Line Brochure on New Fan Type 
PLEASE RUSH Electric Heat Catalog Baseboard Heater 


NAME 


STREET. CITY. STATE. 
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BUILDER PRODUCTS DIVISION 
EMERSON ELECTRIC + EMERSON-PRYNE « EMERSON-IMPERIAL e EMERSON-RITTENHOUSE 


©1963 Emerson £lectrie Mfg. Co. 
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NOW — Freedom Windows 


of Stainless Steel! 


PRICED FOR EVERY HOME AND APARTMENT! 


Slim, satin finished, forever beautiful windows of stain- 
less steel—the material that behaves most like glass! 
Timeless resistance to dirt, acids, alkali. FREEDOM from 
pitting, corrosion, discoloration, cracking, chipping, flak- 
ing—for life. FREEDOM from painting, peeling, ever, and 
cleanable by washing. FREEDOM from warping, swelling, 
shrinking, sticking; with rugged reinforcement, machine 
mitered corners, built-in permanent waterproofing. 
FREEDOM from heat loss, cold transmission—trapped-air 
framing plus double glazing eliminates need for storm 
windows. FREEDOM to blend with colonial, contemporary, 
or modern architecture—any material or color. Double- 


hung, single-hung, horizontal slider types. Unique, integral 
folding fins snap in place for nailing—removable for 
anchored or mullion type installation. 

For freedom from window worries like you've never 
known before—for freedom from window care for your 
clients—make yours FREEDOM WINDOW, all the way! Write 
for literature, or ask your Republic representative, today! 


REPUBLIC STEEL H 


CORPORATION 
MANUFACTURING DIVISION 


Dept. HO-6238-A ¢ Youngstown 5, Ohio 
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HOUSING POLICY 


What housing can expect from Congress this year 


After seven-plus months, the session of Congress widely advertised as a non- 
housing year is shaping up to produce some significant changes for housing. No 
over-all housing bill or any controversial housing legislation which might stir a 
fight over civil rights is in sight. But Congress so far has: 

* Taken a first step toward revising income tax laws in ways which would both 


help and hurt builders. 


* Approved in the Senate a measure to crimp the flow into the U.S. of cheaper 
lumber from Canada and other foreign countries. 
* Extended for two years the life of FHA Secs. 221d2 and 221d4 housing for 


moderate-income families. 


* Killed any hope for new money for elderly housing and farm housing loans. 

* Backed away from an inquiry into rising FHA and va foreclosures, but scheduled 
an inquiry into how some building materials producers sell their goods. 

* Tackled the explosive civil rights issue in ways which may have far-reaching 
impact on builders and labor unons. (see p. 15). 


Long before the race turmoil boiled into 
Congress this summer, President Kennedy's 
order of last November banning bias in fed- 
erally-aided housing had made it certain that 
Congress would pass little controversial hous- 
ing legislation this year. Reason: two South- 
erners, Rep. Albert Rains (D., Ala.) and Sen. 
John J. Sparkman (D., Ala.), hold the reins 
in the housing subcommittees in both houses 
and neither want to be identified with any bill 
which could give Alabama voters the idea 
they favor integrated housing. 

So only minor and non-controversial exten- 
sions of existing programs are expected to 
emerge from their committees this year. So 
far they have ushered through Congress only 
a bill to extend FHA Sec. 221d2 for sale 
housing and Sec. 221d4 for rental housing 
to June 30, 1965. Republicans assented. 

The two programs give liberal loans to 
moderate-income families and displaced fami- 
lies. Moderate income families can borrow 
the smaller of 1) 100% of appraised value or 
2) 9795 of appraised value or prepaid ex- 
penses, Displaced families can get the smaller 
of 1) 100% of appraised value or 2) 100% 
of appraised value plus prepaid closing costs 
less $200. Loan terms can run to 40 years if 
the borrower cannot meet the monthly pay- 
ments for a 35-year loan. Maximum owner- 
occupant mortgage is $11,000. 

Non-controversial extensions of FHA Sec. 
809 and 810 for civilian defense employees 
and military personnel are expected before 
they expire Sept. 30. 


Slamming the backdoor. But Rains could 
not get Republican support for pumping up 
spending for two other existing programs: 
direct loans (at 356%) of taxpayers money 
to build housing for elderly persons and 4% 
loans to buyers of farm housing. The Admin- 
istration has talked of wanting another $75 to 
$100 million for the aged housing loans under 
HHFA Sec. 202 and another $100 million for 
the Farmers Home Administration. Mentioned 
informally were $25 million each for urban 
planning grants and public works advances. 
But when Rains introduced a bill "for dis- 
cussion"—with the dollar amounts blank—to 
extend authorizations for these programs, Re- 
publicans balked at giving the unanimous con- 
sent Rains needed to keep the bill bi-partisan. 
Reason: the higher spending authorizations 
would let the Administration contract to spend 
money without requiring Congress to appro- 
priate the money—the classic pattern of back- 
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door spending in Washington. Rains is equally 
adamant against putting the programs on an 
appropriated-fund base. He argues with some 
logic that no matter how much his committee 
authorized, the appropriations committee 
would not vote a dollar. 

The upshot: more money for the loan pro- 
grams is virtually a dead letter this year. 
HHFA and Farmers Home say they have 
enough money to keep going until early 1964. 


Tax package. After months of hearings and 
tentative votes, the House ways and means 
committee has finally given the real estate 


WASHINGTON'S MAGNUSON 
Waiting for the right moment 


industry a partial victory in its fight over tax 
treatment of depreciation, 

Farly this year (NEws, Mar.), the Treasury 
proposed ending all fast tax write-off for 
apartments and other real estate, Under pres- 
ent law, profits from resale of a building 
owned six months are taxed at capital gains 
rates (25% now and as low as 21% in the 
new plan) instead of ordinary income rates 
running up to 91%. With fast write-off (dou- 
ble the straight-line method for new buildings, 
150% for existing ones), depreciation can be 
used to offset operating profits, so building 
owners usually could show a bookkeeping loss 
during the first six or seven years they owned 
a building, while pocketing a sizeable return. 

The Treasury urged ending all depreciation 
for a building held less than six years. After 
that owners could pay capital gains tax on 
sale profits a sliding scale increasing 1% a 
month, A building would have to be held 141% 
years before full depreciation benefits could be 
gained. 

The house committee threw out this plan 
in its first tentative look at the Treasury plan 
(News, June), substituting a sliding formula 


based on the number of years a building is 
held. 

Now the committee has just scrapped that 
plan for a third one. Realty lobbyists call it 
a partial victory—even though it would boost 
taxes and raise about $15 million annually. 
The plan the committee is sending to the 
House floor: 

Owners will have to pay ordinary income 
tax rates on all profit over normal straight- 
line write-off if the building is resold within 
20 months. If the building is sold in the 21st 
month, 99% of the profit over the straight- 
line yardstick would be treated as ordinary 
income. This would decline 1% each month 
the building is held after that. In 10 years, 
all profit over straight-line depreciation would 
be a capital gain. The formula would take 
effect in 1964. 

In sending the bill to the floor, the commit- 
tee defeated, as expected, an Administration 
plan to keep home owners from deducting 
mortgage interest and local real estate prop- 
erty taxes on their income tax returns. Realty 
men and builders assailed the plan. The com- 
mittee voted to end deductions for local and 
state gasoline and sales taxes instead. 


Locked-in elderly. The committee revived 
a plan which passed the House last year but 
died in the Senate to exempt elderly persons 
once in their lifetime from paying capital 
gains tax on selling their personal home. 

Builders say that the tax—which may be 
substantial if a home was bought at a low 
price many years ago—keeps some senior citi- 
zens from moving into retirement apartments. 

The committee plan would forgive the capi- 
tal gains tax if 1) the selling howeowner is 
65 or over, 2) he had owned the home for 
five of the last eight years and 3) the house 
sold for $20,000 or less. Over $20,000, the 
ratio of the sales price to $20,000 determines 
the amount of profit treated as a capital gain. 
Example: a home sold for $40,000 with a 
$10,000 profit would pay capital gains on half 
the profit since the $20,000 benchmark is 
half the sales price. 


Lumber marking. Sen. Warren Magnuson 
(D., Wash.) quarterbacked a maneuver which 
won Senate approval of his plan to require 
foreign sawn lumber to be marked with the 
country of origin. This sets up a potentially 
embarrassing moment for President Kennedy. 

Magnuson started pressing his plan in 
March, when the Senate finance committee 
started hearings on a House-passed bill to 
require country-of-origin markings on some 
non-housing items. The committee killed his 
scheme in June, saying it might strain U.s.- 
Canada relations over Canadian lumber. 

But when the Senate started debating the 
House bill, Magnuson waited until only about 
a dozen Senators were on the floor and re- 
introduced his amendment. After brief debate 
it passed by voice vote. At mid-month, a 
Senate-House conference committee was pon- 
dering whether to retain the Magnuson 
amendment. U. S. lumber producers are prod- 
ding the committee to accept the plan. The 
National Association of Home Builders, an 
early foe of the plan, protests it would pro- 
duce an artificial price rise for building by 
cutting Canadian lumber imports. 
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FOR BUILDERS 
THRU IEH 


MR. BUILDER: 


Here, briefly, is the new IEH Pro- 
gram for home builders: 


e A Liberal Mortgage Financing 
Program (as much as 95%) 
thru local Savings & Loan Asso- 
ciations at regular interest rates 
and terms up to 30 years. 


* Architectural and working draw- 
ings of homes ranging from 
$10,000 to $30,000. 


e Engineering Manuals with full 
mechanical and structural de- 
tails, color stylings and speci- 
fications. 


e Costing and pricing summary 
sheets to give you close control 
over costs and profits. 


* A complete sales promotion pro- 
gram professionally designed to 
help you sell these homes. 


YOU, MR. BUILDER can increase 
your home sales by using this 
unique homebuilding service in 
your area. For complete details on 
the IEH Home Building Program, 
see your nearest Bestwall Certain- 
teed Sales Corporation representa- 
tive or write direct to IEH, 120 East 
Lancaster Avenue, Ardmore, Pa. 


m= BESTWALL 


CCERTAIN-TEED 


New rules for producers? The House 
small business committee is scheduling hear- 
ings this month into so-called dual distribu- 
tion systems in the building industry. A Sept. 
16 hearing in Washington on appliances is 
certain. Tentatively, the committee will probe 
aluminum storm windows on Sept. 9 and 
plumbing supplies and fixtures Sept. 26 in 
Los Angeles. 

Rep. James Roosevelt (D., Calif.) and 
Sen. Russell Long (D., La.) want to crack 
down on producers who sell directly through 
wholesale or retail outlets that compete with 
non-captive sellers They would require sepa- 
rate financial reports for these outlets. 

The subcommittee wants to find out how 
much builders buy directly from producers 


PUBLIC HOUSING 


and what effect this has on traditional dis- 
tribution patterns. And it will probe charges 
that some appliance producers sell builders 
models inferior to the maker'sstandard product. 
FHA is taking a crack at builders’ models, 
too. The agency is trying to require hardwood 
plywood to meet the same rigid testing stand- 
ards it now requires for softwood plywood 
used in structural members—exteriors, interior 
members, floors, FHA says some interior ply- 
wood panels have failed. Decision: pending. 
FHa technicians also are toying with setting 
standards for almost everything in the house 
-especially appliances like ranges, refrigera- 
tors, garbage grinders, and air conditioners. 
They say that standards are one way to assure 
that all appliances will perform up to par. 


New face for public housing in ‘64? 


The major overhaul of public housing, which the Kennedy Administration is blue- 
printing for presentation to Congress next year, may include two provisions letting 
public housing compete much more directly with new private housing. PHA officials 
make it clear they hope to persuade Congress to repeal laws which: 


1. Limit tenant eligibility in public housing 
to families with incomes at least 20% below 
the level which can afford decent and sanitary 
nonsubsidized housing. 


2. Tie public housing to slum clearance (an 
appeal that persuaded Congress to enact the 
program in the first place during the 30s) by 
requiring cities that want to build public hous- 
ing on vacant land to wipe out an equivalent 
amount of slum housing within five years via 
code enforcement or demolition. 

Public housers are also promoting the idea 
that the high cost of buying and clearing 
slum land should no longer be assessed against 
any public housing project now that the Ur- 
ban Renewal Administration runs a program 
providing subsidies for this express purpose. 
Under the 1961 Housing Act, URA can pro- 
vide a land write-down for a public housing 
site inside a renewal project. In such cases, 
the required one-third local contribution to 
the land write-down subsidy can be met by 
the 10% of rental income that public housing 
projects pay in lieu of local real estate taxes. 
But projects built outside Renewal areas must 
bear the whole slum clearance cost. Now, 
government housing people want Congress to 
go further, give PHA a device to separate the 
cost of buying and clearing slum sites from 
other project costs. 

This is a reaction to complaints directed by 
foes of public housing at its high cost (e.g. 
$18,000 a unit for recent Philadelphia proj- 
ects, $20,000 a unit or more for recent New 
York City projects—and New York City has 
one-tenth of the federal public housing units 
built, under construction or planned). Na- 
tionally, public housing costs an average of 
$14.105 per unit last year but $4,791 of this 
was for buying and clearing land. 


Background for battle. By next year, the 
federal public housing program will have ex- 
hausted its authorization for new construction. 
The last 100,000 of the units authorized by 
the Housing Act of 1949 are now being al- 
located to cities with special needs, usually 
for relocation. By year end, about 620,000 


federal public housing units will have been 
built since 1937. The Administration is ex- 
pected to ask Congress to vote authority to 
build 500,000 more, perhaps over ten years. 

But public housing supporters concede that 
the whole future of the much criticized pro- 
gram may be in jeopardy. Even many of the 
strongest advocates of federal subsidies to 
house low-income families are critical of the 
present program—as are many of the low-in- 
come families it is designed to serve. (Four 
years ago, more than 33% of low income 
families uprooted by government action chose 
to move into public housing; now, less than 
15% do so.) 


New recipes for old problems. Next 
year's public housing program also will: 

€ Put more emphasis on existing housing. 
But public housing officials caution that reha- 
bilitated older houses would be suitable only 
for carefully picked public housing families. 
"The average run of families in public housing 
would not measure up to such housekeeping 
responsibilities," they say. 

@ Weave public housing in with other pro- 
grams such as FHA's controversial Sec. 221d3 
and increased social services provided by the 
Department of Health, Education, and Wel- 
fare. HHFA and HEW already are trying out 
this approach in St. Louis, where the 12.000 
unit Pruitt-Igoe project developed such a 
record of crime and vandalism that low in- 
come families balked at living there and the 
vacancy rate rose to 15%. PHA officials talk 
about cutting the interest rate on FHA Sec. 
221d3 to 2% so lower and lower income fam- 
ilies could be housed under it—but this notion 
is far from winning official endorsement at the 
higher levels of the Administration. Indeed, 
the law which ties the interest rate on 221d3 
to the cost of government borrowing has just 
forced the FHA to boost the interest rate from 
3V6 66 to 334 66. 


* Propose rent supplements to let selected 
low income families move into privately oper- 
ated apartments. This is being tried experiment- 
ally this year in New Haven and Washington. 
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SEGREGATION 


Negro drive to integrate housing yields more turmoil 


Housing is more and more caught up in the nation’s spreading civil strife over 


Negro efforts to end racial discrimination. 


More mass picketing of merchant builders, more suits under anti-bias laws, and 
in some spots rioting and street fighting are producing patterns of business-crippling 


disturbance in the North and South alike. 


White resistance gradually grows. One southern California town has sued CORE 
picketers and others on the ground they constitute a public nuisance. 

Negro efforts to win more jobs in construction have led to violence in New York 
City, Philadelphia, Newark and Elizabeth, N.J. Nowhere is the mounting tension 
between races better illustrated than in a series of move-ins and attempted move-ins. 


When three families moved into a white 
neighborhood on Chicago's seamy South Side, 
unrehearsed and spontaneous reaction flared 
into a week of ugly mob fighting that brought 
139 arrests. Bullets whined, and a white fire- 
man and his two-year-old son were injured 
when Negroes attacked his car. Nearly 200 
police stood guard for eight nights. 

There were 12 more vacant apartments in 
the 30-flat building at South 57th and Morgan. 
More Negroes were expected—and more 
rioting. 


Attempt in Pittsburgh. When Dr. Oswald 
Nickens insisted on buying a $35,000 home in 
Pittsburgh's Stanton Heights Manor, the city's 
Human Relations Committee ordered Devel- 
oper Francis Totten to sell. His Stanton Land 
Co. went to court. A realty broker testified 
that those persons who are better educated 
and have higher living standards are the least 
likely to accept colored neighbors, and he esti- 
mated that 99 of 100 persons in Stanton 
Heights would reject a Negro. 

The city produced Builder Morris Milgram, 
pioneer developer of inter-racial housing in 
Philadelphia, Princeton, N. J., and elsewhere, 
to testify that "selling to all people is good 
business." Judge Frederick Weir heard argu- 
ments for two weeks and promised a decision 
Oct. 31 in this first legal test of the city's 
fair housing ordinance. No matter which way 
the ruling goes, it will be appealed. 


Negroes picket Levitt. Sixteen marchers 
appeared at the Builder William J. Levitt's 
Belair subdivision in Bowie, Md., outside 
Washington. The company closed the office 
and all model homes in the face of Negro 
demands to buy. Irate white prospects left the 
scene in disgust. Next weekend, 50 pickets 
marched, but salesmen stayed on the scene 
and told visitors the picket-filled sales office 
was “crowded,” 

Negro leaders, still smarting from a bitter 
fight with Levitt over selling to Negroes four 
years ago (News, Sept. 59), have made his 
company a special target. Two Negro federal 
employees this spring asked the President's 
Committee on Equal Opportunity to get the 
Justice Dept. to act against Levitt for refusing 
to sell. So far, Levitt has refused to sell to 
Negroes. His FHA and vA commitments predate 
the President’s anti-bias order, so the agencies 
lack power to compel him to do so. Levitt 
says he follows local custom. He has just 
called on President Kennedy to extend the 
antibias order to homes with conventional 
loans. 

The first va penalty against a builder under 
President Kennedy’s mandate against bias in 
the sale of houses under federally aided pro- 
grams came in Orlando, Fla. The agency said 
it would no longer appraise the property of 
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House and Home Ltd. because the company 
had refused to sell to a Negro in a white 
neighborhood. The company (which has no 
connection with this magazine) would thus be 
blackballed from future use of va. 

In California, Builder Don Wilson turned 
down an application by a Negro attorney 
to buy a $31,250 home in his Torrance tract 
southwest of Los Angeles. Pickets had 
harassed the enclave for weeks (NEWs, Aug.), 
and Wilson had compromised by accepting a 
$500 down payment. He called off the deal 
when the check came back marked "insuffi- 
cient funds." The lawyer then claimed Wilson 
had presented the check while he was trans- 
ferring funds to cover it. Wilson retorted that 
the lawyer's application overstated his bank 
accounts. 

The Torrance council passed an emergency 
ordinance to protect the tract residents by 
restricting the picketing. "It disturbs children 
and upsets our lives," one young mother said. 
But the Congress of Racial Equality went to 
court over the ordinance and the little com- 
munity was again besieged by massed march- 
ers. The city in desperation filed a public 
nuisance suit against CORE, NAACP, and Holly- 
wood personalities Marlon Brando and Rita 
Moreno, who had joined the picketing. 


Builders fight back. Some realty men and 
builders in California are uniting behind an 
effort to block operation of the new Rumford 
Fair Housing Act (News, Aug.), the contro- 
versial measure forbidding racial bias in 1) all 
publicly-assisted one-family homes, 2) all pub- 
licly-aided apartments except duplexes, and 3) 
all apartments—however financed—of four or 
more units. The campaign is led by the Citi- 
zens League for Individual Freedoms. It was 
trying for 292,662 signatures by Aug. 30 to 
throw the issue to a public referendum in 
1964. This would prevent the act's taking 
effect before the balloting. 

The league is headed by San Francisco 
Adman Robert D. Weinmann, who claims a 
membership of 15,000 builders, realtors, and 
lenders. He conceded he faced a Herculean 
task getting the signatures. One reason: Acting 
Gov. Glenn M. Anderson attacked the refer- 
endum plan and the Califronia Real Estate 
Assn. disavowed support. 

California lawmakers this year rejected a 
bill that would have required revocation or 
suspension of the license of anyone licensed 
by the state, including contractors, who dis- 
criminated racially. But Gov. Edmund G. 
Brown, after signing the Rumford bill, pro- 
claimed a fair practices code that does what 
lawmakers refused to do. California now will 
require a contractor to give written notice of 
no-bias commitment to any labor unions with 
which he is dealing. Any breach, says the 
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NEW ARRESTS of pickets troubled Don Wil 
Torrance tract near Los Angeles. Reason: a 
pute over a bad check broke a truce. 


code, “shall be regarded as a material breach 
of the contract.” The code apparently will 
empower the State Real Estate Commission 
to suspend or revoke the license of realty 
men held guilty of violating it. But a member 
of the governor’s staff predicts “fabulous legal 
problems” enforcing the order. 

New Jersey announced that its Real Estate 
Commission plans to adopt new rules to lift 
or suspend broker and salesmen's licenses if 
they agreed to sell for any owner opposing 
the state's law against discrimination, engaged 
in panic selling, or refused to transmit every 
formal offer to buy to the seller. 

Gov. Otto Kerner of Illinois also issued a 
fair practices code. It relies on the state's li- 
censing power to police bias in realty sales. 


War on building trades. Battles between 
Negro leaders and the building trades unions 
went on in Newark—where Negro workmen 
demanded 6545 of the jobs—and in Philadel- 
phia. Pittsburgh rights organizations called 
for mass demonstrations against the building 
industry, although the AFL-cio Building Trades 
Council had just announced plans to open 
apprenticeships to Negroes. 

But it was in New York that Negroes waged 
their bitterest campaign. Mayor Robert Wag- 
ner had anticipated their demands, and a city 
panel of three labor experts suggested a vol- 
untary-compliance program to open jobs and 
apprenticeships. The panel had studied 122 
unions and found that many locals already 
had a large number of Negro members, but 
it proposed a speed-up to let the U.S. Labor 
Dept. instead of the union pass on appren- 
ticeship applications. The panel's report was a 
virtual ultimatum to the trades to open their 
lists. freely to Negroes or face legislative 
action. 

President Peter J. Brennan of the Building 
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Home decorators everywhere 


Undeniable. There's a Kwikset to blend beautifully with any 
fine decorative scheme... contemporary, French provincial, 
regency, Early American, or Early Crayola. It’s marvelous 
what gifted decorators can do with Kwikset's wide range 
of styles and trim rosettes. Maybe that’s why Kwikset is 


still America’s largest selling residential lockset. 


prefer the beauty of Kwikset 


Other things count too, of course. Technical things like 
pin-tumbler security and matchless construction. Builder- 
oriented things like easy installation, trouble-free perform: 
ance and a finish that lasts for years and years. Oh yes, 


makes great clown noses, too. tet UK es 


America's largest selling residential locksets 


KWIKSET SALES & SERVICE COMPANY, A SUBSIDIARY OF THE AMERICAN HARDWARE CORPORATION, ANAHEIM, CALIFORNIA 


and Construction Trades Council said no only 
to the apprenticeship gimmick. 

"We won't give authority to any outside 
group to say who qualifies," he said. "We 
don't need a lot of politicians to tell us how 
to run our unions,” Under pressure from City 
Hall, however, he backed down even on this 
point and offered to let an outside agency 
review any union rejections, 


Reverse bias by quota. Brennan said, for 
perhaps the tenth time, that his 122 unions did 
not discriminate. Any Negro can join any 
union if he's qualified by education and abil- 
ity. His unions unanimously set up a commit- 
tee to pass on qualifications of any Negro 
seeking papers, and Brennan even bowed to 
demands for outright Negro preference. 

"We will have to ask some unions to jump 
them over whites," he said. "I realize this is 
another form of discrimination, but it may be 
necessary." 


Mob in the streets. None of it was 
enough. Pickets lay down in front of cement 
trucks to halt construction at the Downstate 
Medical Center in Brooklyn. Others hung on 
cranes, Rev. Dr. Gardner C. Taylor, a mod- 
erate turned militant with a vengeance, said. 
"Blood may flow in the streets." He demanded 
that a flat 2595 of all workmen on the project 
be Negro. 

Forty pickets were arrested the first day, 


then 250, but the near-hysterical demonstra- 
tions stretched over weeks. Construction 
workers inside the gates pleaded that “plenty 
of Negroes” were already at work, and col- 
ored bricklayers said they had found jobs 
there with no difficulty. The project counted 
210 Negroes among 1,350 workmen and Gov. 
Nelson Rockefeller spoke out against an out- 
right 25% quota system but still the restless 
black tide flowed around the site each day. 
When courts began handing out 60-day prison 
terms, screaming demonstrators chained them- 
selves together and lay praying in driveways 
until police cut them apart. More than 689 
were arrested in three weeks, but the Negroes 
called in the children. A girl of two years was 
gently carried from the path of a truck after 
having been deposited there by her parents, 


Danger signs. The tactics tried the patience 
of almost everybody, but of nobody more than 
the Teamsters, President John J. O'Rourke of 
the Teamsters Joint Council called the demon- 
stration an absurdity, He said unemployment 
was up by 23,000 to 442,000 in New York 
State, and he said its was demagoguery to 
promise non-existent jobs to Negroes, AFL-CIO 
President George Meany snapped: “There is 
not much future in a program of adversity.” 
O'Rourke's warning brought a basic reminder 
to the militants—it is almost impossible to 
shut down a building job without Teamster 
support. 


FHA asks blank check on job bias 


Even before the rules were written, FHA rushed 
out orders demanding that all its builders and 
contractors subscribe in writing to President 
Kennedy's no-job bias mandate on insurance 
commitments issued on or after July 22. 

The President's broad executive order for- 
bids racial bias in employment on any con- 
struction program aided by the government 
via "any grant, contract, loan, insurance or 
guarantee" (NEWs, Aug). FHA's new ruling 
applies to new homes and apartments, and 
to long-range home-improvement loans. Con- 
tracts and sub-contracts not exceeding $10.- 
000 and commercial contracts not exceeding 
$100,000 are excluded. 

The policy is almost certain to slow build- 
ing under FHA programs, already down to 
13% of all starts. 

FHA is officially silent about builder fears 
that FHA might cancel commitments involving 
builders who discriminate in hiring. Attorneys 
familiar with FHA say the most likely penalty 
would be blacklisting violators on future jobs. 
Agency men are extremely reluctant to cancel 
commitments and hence jeopardize the faith 
private lenders put on the agency's promise to 
insure a loan. But commitments can be can- 
celled "for cause" now—and this might be 
used as the ultimate weapon against the most 
flagrant violators, even though in practice com- 
mitments now are cancelled involuntarily only 
for fraud, 


FHA’s order went into effect the same day 
separate operating specifics were to be put in 
effect by the President's Committee on Equal 
Employment Opportunity (headed by Vice 
President Lyndon Johnson), enforcer for the 
anti-bias clause now in all federal contracts. 
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Confusion on code. But the Johnson Com- 
mittee deferred the rules in the face of vigor- 
ous protests from major employer associations, 
including the National Association of Home- 
builders.* The code was bucked back to a 
subcommittee for new conferences with the 
contractors, and the full committee is not ex- 
pected to reconvene for two months. 

The proposed standa were drafted by 
a Labor Dept. civil rights specialist, N. 
Thompson Powers, and had been handed 
to trade associations July 8—with curt in- 
structions to submit views "by the close of 
business July 11.” Powers’ rules: 
Subcontractors. Contractors must require 
periodic compliance reports of all tiers of 
subs, deal with none declared ineligible for 
government work, and impose sanctions 
ordered by the Johnson Committee. 
Contractor associations. Contractors 
would be restricted from "participation in 
contractors' associations for collective bargain- 
ing and apprenticeship purposes” if the 
association did not submit a no-bias statement 
Labor suppliers. Contractors would obtain 
no-bias statement from all unions, apprentice- 
ship committees, and employment or referral 
agencies and deal with none who refused it, 
If under contract to a union, the contractor 
would be required "to seek amendment of his 
legal obligations. . . ." 

Quota hiring. The code required "the 
taking of whatever steps are necessary, in 


Others: Associated General Contractors, Na- 
tional Contractors Association, National Electrical 
Contractors Association, Mechanical Contractors 
Association of America, and National Association 
of Plumbing, Heating, Cooling Contractors. 


United Press International 


TWENTY POLICE were needed to dislodge pickets 
clinging to a crane during a demand for more 
jobs at Brooklyn's Downstate Medical Center. 


acting upon application lists developed prior 
to this time, to offset the effects of previous 
practices under which the dis 
terns of employment have resulted.” This 
s widely interpreted to mean outright hir- 
ing of quotas of Negro artisans. 

Contractors termed such a blue-sky code 
completely unworkable, and they objected 
particularly to the demand that they violate 
referral agreements with unions, They pointed 
out that this would in turn be a violation of 
the National Labor Relations Act. 

Unions, too were approached, The commit- 
tee asked them to fill out questionnaires on 
the extent of membership discrimination in 
their ranks. Some answered, but many simply 
told the committee it had no right to ask. 


Judge bars bias in motel 
in urban renewal project 


A federal district judge in Nashville ruled 
that private business in urban renewal projects 
may not refuse service to Negroes even though 
the land was bought before last Nov. 20's 
ban on race bias in federally-aided housing. 

Dr. Vasco A. Smith Jr., a Memphis Negro 
dentist, sued to desegregate a Holiday Inn 
motel opened in 1960 on property acquired 
from the Nashville Housing Authority. The 
authority bought the land with federal slum 
clearance aid. 

Judge William E. Miller held that the 
government, through the authority, retained 
control over the future use of the property. 
His ruling is the first on applying the anti-bias 
order to business operating in a renewal area. 

NEWS continued on p. 27 
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End your model home tours in the kitchen, where the big name in plumbing can work for you. Your 
selection of American-Standard sinks, fittings and disposers proves that you build for the years as 


well as for immediate beauty and convenience. 


o American-Standard quality is practicable for any 


budget. There are full lines of sinks in cast iron and stainless steel. Three models of disposers. And a 
complete range of fittings, headed by the patented Single Lever Sink Faucet. Ask your American- 
Standard representative for details. Or write American-Standard, Plumbing and Heating Division, 


40 West 40th Street, New York 18, N. Y. 


Standard ond Standard® ore trademarks 
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PLUMBING AND HEATING DIVISION 
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Dark 


for distinction 


There's dramatic appeal in the 


dark finish of Bruce Fireside 


Plank . . . a low-cost solid 

oak floor with charm for any 
home. rnating 2⁄4” and 3⁄4” 
strips create the interesting 
plank effect that is accentuated 
by wide but shallow side 
bevels. Bruce Fireside Plank 
is completely finished at the 
factory for beauty, durability, 
and on-the-job cost savings. 
Write for color booklet. S 

our catalog in Sweet's Files. 
E. L. BRUCE CO. Incorporated 


Memphis 1, Tennessee 


Bruce 
Fireside Plank 
Floor 


Naturally Beautiful 


Furniture by Knoll A: 
Photo by Hedrich-Bl 


.. today's home buyers 
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are electrically- -minded that’s why 
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circuit breakers 


hav tremendous ad 


Moreand more, electrical equipment and 
appliances are being provided and pro- 
moted as an integral part of the home. It 
takes adequate wiring to provide for 
these "built-in" electrical features and 
others that will be added later on. 

You have a real, merchandisable sell- 
ing feature when you install QO “quk- 
open” 
You're providing far more than adequate 
wiring. You're providing a convenience 


circuit breakers in your homes. 


that’s easily demonstrated and readily 
appreciated. In fact, many buyers have 


come to consider circuit breakers “‘stand- 
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ard equipment" in the modern home. 
Thereare no fuses to replace. Even a child 
can restore service, quickly and safely. 
You're providing modern protection 
"shorts." And— 
you're providing for future circuits as 


against overloads and 


they're needed. 
"^^ 
As your electrical contractor can tell you, 
Square D's QO is the circuit breaker that heads 
the list in quality and performance. 
Specify QO ...the finest breaker ever built! 


May we send you the complete QO story? 
Address Square D Company, Dept. SA-20 
Mercer Road, Lexington, Kentucky 
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wherever electricity is distributed and controlled 
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BUILDER HILL 
Law training helps 


Four seek bottom rung on NAHB’s ladder to presidency 


One of the most crowded races 
in recent years is shaping up for 
a spot on the ladder which tradi- 
tionally leads to presidency of 
organized builders. 

The bottom-step job is vice 
president-secretary, and under a 
1961 by-law change only men 
with one year's experience as a 
national officer can shoot for the 
spot. That opens the door to the 
twelve NAHB regional vice presi 
dents, So far, four are actively 
campaigni 

The quartet; Builders Vondal 
Graviee of Birmingham, Ala.; 
Kimball Hill of Rolling Meadows, 
Il.; Siegfried J. Ullmann of 
Stratford, Conn.; and Leon 
Weiner of Wilmington, Del. 

Gravlee, 45, is a trained ac- 
countant who has spoken at NAHB 
meetings on the accounting meth- 
ods he has devised for his 50 to 
75 house yearly operation. Last 


Vincent Finnigan 


BUILDER GRAVLEE 
Accountant turned builder 


year he chaired the small volume 
builders committee. Gravlee be- 
gan building in 1950 after seeing 
the profit potential of the busi- 
ness while doing accounting for 
another builder. Last year he 
built 60 homes and may hit 75 
this year. He sells—mostly FHa- 
va—in two Birmingham subdi- 
visions ($12,000 and $24,000 
price ranges) and two in Hunts- 
ville (one $12,000 to $16,000 and 
the other ,000 to $18,000). 

Hill, 52, is a law graduate of 
Northwestern University who 
says his law training has helped 
him in arguing before planning 
commissions, In addition Illinois 
homebuilders have used him as a 
dollar-a-year man before the state 
legislature, and his experience 
landed him a spot on the com- 
mittee of former NAHB president 
Richard Hughes seeking new 
to house low-income families 


tson Studio 


Ellen Shaffer 


BUILDER ULLMANN 
Pioneer for dry wall 


(News, July “61 et seq). This 
involved Hill in builder reaction 
to President Kennedy's order 
banning race bias in federally- 
aided housing, and last spring 
Hill represented NAHB at a Na- 
tional Committee Against Dis- 
crimination in Housing rally 
(News, June). A builder since 
1942, Hill began developing Roll- 
ing Meadows northwest of Chi- 
cago in 1953 and has built about 
3,500 homes and apartments in 
the town now grown to 11.500. 

Ullmann, 49, entered building 
in 1938 as a subcontractor pio- 
neering the use of dry wall. Ten 
years ago he set up his own 
homebuilding operation, now 
builds between 75 and 100 homes 
yearly all over Connecticut. He 
has subdivisions going in Newton, 
Ansonia, and Milford. His homes 
run from $14,200 to $21,000, 
and about 90% are sold FHA. 


Horne replaces Williams on Home Loan Bank Board 


Pressure from the White House 
staff has forced out John E. 
Horne, 55, as small business 
administrator. 

He has been confirmed by the 
Senate as one of the three Home 
Loan Bank Board members at a 
$1,000 cut in salary (to $20,000). 
In his new post, he replaces 
Joseph J. Williams Jr., an Eisen- 
hower appointee whom President 
Kennedy refused to rename when 
his term expired June 30 (H&H, 
Aug.). 

Chairman A. Willis Robertson 
(D., Va.) of the banking com- 
mittee, and a friend of Williams, 
and Sen. John Sparkman (D., 
Ala.) who gave Horne his first 
political job by hiring him as ad- 
ministrative aide, say openly they 
wanted Horne kept at ssa. He 
was supported by the chairmen of 
both the Senate and House small 
business committees, 

But Horne, a Navy war hero, 
had irritated White House staf- 
fers, and the Administration 
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HLBB'S HORNE 
Shuffled to a new post 


shifted Horne and brought in 
Eugene P. Foley, 34, close friend 
of the ultra-liberal Senate Major- 
ity Whip Hubert Humphrey (D., 
Minn.) and deputy to the Secre- 
tary of Commerce. 

The President is also expected 
to nominate Joseph Walker Barr, 
45, an Indiana Democratic Con- 
gressman defeated for reelection 
in 1960, as the $20,000 chairman 


of the Federal Deposit Insurance 
Corporation. Barr is now a Treas- 
ury staffer—and the Administra- 
tion wants someone in the bank 
regulating agencies who can carry 
its philosophy to the industry. It 
is an open secret in Washington 
that the Presidents — anti-bias 
executive order was not extended 
to conventional lending because 
former FDl-Chairman Earl 
Cocke opposed it. That could 
change now. 


ASSOCIATIONS: David Gillogly 
has shifted from associate direc- 
tor of NAHB’s economics depart- 
ment to private economics con- 
sulting with Economist Robinson 
Newcomb of Washington. Step- 
ping up to Gilloglys place is 
Michael Sumichrast, formerly 
with Builder Ernest Fritsche in 
Columbus, Ohio. Norman Farqu- 
har has been named assistant. 
The American Institute of Ar- 
chitects has three new department 
C. Henri Rush of 


directors: 


H&H staff 


BUILDER WEINER 
An economist's eye for land 


Last year he built 65 apartments 

Born near Kiel, Germany, UII- 
mann came to the United States 
at the age of seven. He studied 
accounting and law. 

Weiner, 43, has been a pusher 
behind Nans efforts to get better 
land planning and zoning tools 
for builders, He has chaired 
NAHB's joint committee with the 
Urban Land Institute for the past 
two years. Weiner's interest in 
land stems from his study of 
economics at the University of 
Pennsylvania. He builds in four 
Delaware locations. He started 
400 units last year, will build 
between 150 and 200 houses rang- 
ing from $11,000 to $40,000 this 
year. Weiner is also contractor 
for part of Philadelphia's East- 
wick renewal project (the nation's 
largest with 2.500 acres) and 
heads a group building Wilming- 
ton's first renewal apartments. 


Washington, head of institute re- 
lations; John F. Dawson of Ann 
Arbor, Mich.. head of state and 
chapter affairs, and Ben H. 
Evans of College Station, Tex., 
head of research. 

Albert W. Noonan has quit 
after 28’ years as executive di- 
rector of the International Asso- 
ciation of Assessing Officers. He 
has joined the board of assessors 
in Detroit. 


ELECTED: John E. (for Ed- 
ward) Bohman, as president of 
NAHRB's executive officers confer- 
ence, succeeding Herbert Des- 
hong of Dallas. The veteran E.O. 
from St. Paul (Minn.), whose 
almost-white crew cut tops a 
youthful more suited to his 
43 years, came from the ad spe- 
cialty house of Brown & Bigelow 
to the builders in 1952, has dou- 
bled the St, Paul membership (to 
320) since taking over. Bohman 
won in a four-man race. 
NEWS continued on p. 30 
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een anything li lectric heat for cutting 
rs, shown here in front 


g on quality at the same time,” says Verne Egg 
now under construction. A similar build- 
s already a waiting list for this new unit. 


f one of his electrically heated apartment hous 
put up last year has proved so popular that there 
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“AS A BUILDER AND A LANDLORD, 
I'M SOLD 100% ON FLAMELESS ELECTRIC HEAT” 


Builder-owner Verne H. Eggers of Macomb, Illinois, tells 
how using electric home heating in his new apartments 
helps him construct and rent them faster 


“Whether I’m building a rental apartment or a resi- 
dential home, I’m convinced that there isn’t anything 
around that can beat flameless electric home heating,” 
says prominent Illinois builder Verne Eggers. 

“First of all, electric heat is faster and easier to install 
than any other type of heat I’ve ever worked with. In 
fact, even allowing for taking extra care in insulating, 
my installation costs are down as much as 40%, And 
since I can apply this saving to building in extra value 
and sales appeal, this puts me in a strong competitive 
position. 

“Of course, electric heat itself is a tremendous sales 
feature, judging from the way it’s helping me rent my 
apartments. And since I’m a landlord as well as a builder, 
I sure like electric heat’s dependability and low main- 
tenance, 

“For me at least, it’s pretty clear that flameless electric 
heat is what more and more people in this area are look- 


ing for. That’s why I figure that I’m way ahead by being 
in a position to offer it to them now.” 

Verne Eggers is typical of the growing number of build- 
ers all across America who are discovering how well it 
pays to build and promote electric heating in their new 
homes and apartments. Already, more than a million 
homes are heated electrically, and this year it is estimated 
that 20% of all new homes will be heated electrically. 

Why not find out how you can profit more by using 
flameless electric home heating on your jobs? First chance 
you get, talk it over with your local electric utility company. 


THE TOTAL ELECTRIC HOME that 
displays this Gold Medallion* 
helps you to capitalize on the 
fast-growing customer prefer: 
ence for total electric living. And 
because a Gold Medallion Home 
uses 
heating, cooling, lighting and 
power, you will profit more. 


a single source of energy for 


*Certification mark-NEMA 


LIVE BETTER ELECTRICALLY * Edison Electric Institute, 750 Third Avenue, New York 77, N. Y. 


INDIVIDUAL ELECTRIC METERS for each apartment let tenants pay 
only for the heat they use themselves. Comments Eggers, *When 
tenants are paying for their own heat and still have no com- 
plaints on comfort or costs, you know the heating system has 
got to be good,” 
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SPACE-SAVING ELECTRIC BASEBOARD UNITS like these help Eggers 
to speed construction and save on installation time. First, his 
electrical contractor puts in the heating circuits at the same 
time he puts in other wiring. Then after plastering, final hook- 
up is quickly accomplished. 


29 


NAHRO'S ROBBINS 
Top spot for a veteran 


NAHRO picks a public 
housing veteran 


The National Association of 
Housing & Redevelopment Offi- 
cials has just nominated one of 
public housing’s most outspoken 
leaders to be its president for the 
next two years. 

He is Ira S. Robbins, 63, vice 
chairman and member since 1958 
of the New York City Housing 
Authority, whose sprawling (121- 
000 units now occupied) empire 
is public housing's largest. If 
elected at NAHRO's annual meet- 
ing later this month in Denver, 


he will be one of the very few 
men ever to head both the 
National Housing Conference, 
(public housing’s No. 1 lobbying 
group) and NAHRO (which in- 
cludes urban renewal and code 
enforcement officials as well). 

In picking Robbins, the NAHRO 
nominating committee passed 
over three divisional vice presi- 
dents—as it has done in all post- 
war years except the last election 
in 1961. 

Nominated as new divisional 
vice presidents are: for housing, 
Executive Director Frederic A. 
Fay, 52, of the Richmond, Va., 
Housing & Redevelopment Au- 
thority; for renewal, Executive 
Director Robert B. Pease, 38, 
of Pittsburgh’s Urban Redevelop- 
ment Authority; for codes, Jack 
E. Taylor, 45, building and hous- 
ing administrator of Oakland, 
Calif. 


General Development 
changes presidents 


James L. Rankin, 50, who re- 
signed in 1962 as president of 
Foremost Dair is the new 
president of General Develop- 
ment Corp., the huge Miami- 


GD'S RANKIN 
A salesman for a sales job 


based development company pro- 
moting the land and house sales 
in four Florida communities 
totalling 190,000 acres. He suc- 
ceeds H. A. Yoars, who resigned 
unexpectedly after leading the 
corporation through two years 
of financial reorganization. 
Company spokesmen did not 
explain Yoars’ departure but 
noted that Yoars, former vice 
president for real estate of First 
National City Bank of New York, 
was primarily a financial author- 


May, Charles H. Kellstadt, re- 
tired chairman of Sears, Roebuck 
& Co., became chairman and in 
place of Yoars, chief executive 
officer. Gardner Cowles, pub- 
lisher of Look magazine, stepped 
down from chairman to vice 
chairman. 

General Development lost 
$515,892 in 1962, Yoars’ one full 
year as president, but cash in- 
come topped spending for the 
first time. The company earned 
$6,868,612, or $1.05 a share, in 
1961. Sales fell from $68,400,752 
in 1961 to $54,245,895 in 1962. 
The company blamed the Cuba 
crisis and the midyear stock 
market selloff for the drop. 


‘Profit or close,’ vows 
new boss of Briggs 


Financier Milton J .Stevens, who 
was elected chairman and chief 
executive only last April, has oust- 
ed Paul M. Corp as president and 
chief operating officer of Briggs 
Manufacturing Co., Warren, 
Mich., plumbingware maker. Stev- 


ens, whose Republic-Transcon In- 
dustries is one of the industry's 
biggest appliance makers (water 
heaters, dryers, disposers, air con- 


ity, while Rankin's principal ex- 
perience has been in sales. 

It was GD's second major man- 
agement change this year. In 


STYL-O-MAT C new Crawford automatic _ 


garage door makes your garage as modern 
and convenient as the rest of your home 


* Styl-o-matic AUTOMATICALLY OPENS and CLOSES 
at a touch on a control button—located in your moving 
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car or in your garage. 


* Beautifully styled IN-YOUR-CAR CONTROL operates 
your Styl-o-matic by radio. Portable; NO permanentinstal- 
lation—move it from car-to-car or have one for each car. 


* Styl-o-matic AUTOMATICALLY TURNS ON 


GARAGE LIGHTS as it opens; 
lights your way safely into your 
garage after dark. 


* Styl-o-matic AUTOMATICALLY ALLOWS YOU UP 
TO 24 MINUTES to go from the garage into the 
house AFTER the door has closed; switches lights off 
automatically when you are safely inside. Switches off 
lights automatically if door is left open. 


* Styl-o-matic AUTOMATICALLY REVERSES TRAVEL 
if it meets an obstacle. 


* Styl-o-matic can be INSTANTLY CONVERTED to 
HAND OPERATION in case of power failure in your 
area; you are never "locked in". 


Styl-o-matic comes as a complete budget-priced pack- 
age, sold, installed and warranted by Crawford Door Co., 
world's largest builders of garage doors, It includes the 
famous Stylist Flush-both-sides Door (single or double 
width) and the sensational New Magi-matic Door Oper- 
ator with automatic remote control. 

This matched combination gives you the beauty of the 
newest flush-panel door and, the wonderful convenience 
of automatic control—being able to drive in and out of 
your garage in any weather, day or night, without leaving 
your car and without having to raise and lower an old- 
fashioned door by hand. Whether you are modernizing 
or building, ASK YOUR CONTRACTOR, about Craw- 
ford Styl-o-matic or call your local Crawford Dealer 
(listed in the Yellow Pages under DOORS). Or, write for 
free literature to CRAWFORD DOOR CO,, 20263-49 
Hoover Road, Detroit 5, Michigan. 


HOUSE & HOME 


ditioners), took over as president 
of Briggs himself. 

Republic-Transcon got control 
of Briggs last winter, now holds 
35% of its stock. Stevens, who 
works out of offices in New York 
and Beverly Hills, says he will 
commute to Warren alternate 
weeks. He promoted Charles W. 
Betz to executive vice president 
and named him boss of day-to-day 
operations. 

The Briggs plant, which has 
been in the black only one of the 
past six years, "will either show a 
profit or I'll close it,” says Stevens. 
Briggs had a loss the first quarter 
of 1963 — but rising sales turned 
this into a first half profit of 44,- 
539—or 44 a share (vs. a $356,- 
755 loss for the first half of 1962). 

Says Corp, who has been presi- 
dent of Briggs since 1961: "My 
primary purpose when I went to 
Briggs was to wrench it out of a 
sick-house and get it in a solid 
condition again. I feel this pri- 
mary job has been accomplished." 
He blames policy differences for 
his departure. Corp plans to de- 
vote full time to Advance Village 
Housing Co., Oak Park, Mich. de- 
veloper of garden co-ops of which 
he is president. 


Automation expert 
heads Westinghouse 


Donald Clemens Burnham— 
variously described as an intense 
fellow with coattails flying, per- 
haps the most cost-conscious 
executive in the company, and 


WESTINGHOUSE'S BURNHAM 
Nine years to the top 


as "Mr. Automation himself"— 
is the new president of Westing- 
house Electric Corp. Burnham, 
48, succeeds Mark W. Cresap 
Jr., who died in July (see below). 

Like Cresap, Burnham did not 
spend his entire industrial life at 
Westinghouse. He left General 


Motors' Oldsmobile Division only 
nine years ago, and his former 
associates say his quick rise to 
WE president came as no surprise. 

Picked as vice-president in 
charge of Westinghouse’s indus- 
trial group in 1962, Burnham 
turned a sluggish division into 
one of the company’s most profit- 
able operations. 

Close sources expect no sharp 
change in Westinghouse policy. 
They expect Burnham to continue 
Cresap's "province system" of 
autonomous divisions. 

In the same change that 
brought Burnham to top post, 
the Westinghouse board of direc- 
tors moved John K. Hodnette, 
formerly executive vice president, 
to vice chairman of the board. 
Gwilym A. Price continues as 
board chairman. 


DIED: Mark W. Cresap Jr., 53, 
July 28 in Pittsburgh, two weeks 
after resigning as president of gi- 
ant Westinghouse Electric Corp. 
A forward-looking management 
consultant, Cresap took over 
Westinghouse at the age of 48. 
He gave the company's far-flung 
divisions more autonomy to push 
them into closer contact with 


their markets. He died after an 
operation for a stomach ailment, 


DIED: Vice President Carl W. 
Bahr, 62, of Pacific Lumber Co., 
was killed in a 50-foot fall from 
a cliff while on a hunting trip 
near Scotia, California terrain. He 
was chairman of the American 
Lumber Standards Committee 
and president of the California 
Redwood Association. In 1933-34 
he helped draft the National Re- 
covery Administration's NRA code 
for the lumber industry. 


DIED: Lionel Wachs, 76, Oak 
land realty man and former in- 
structor in real estate at the 
University of California, July 16 
in Oakland, Calif; Auvergne 
Blaylock, 53, partner in the de- 
velopment company of Brown & 
Blaylock, July 20 in Memphis; 
Logan Billingsley, 80, real estate 
developer who served on Mayor 
James J. Walker's planning com- 
mission for New York City in the 
1920s, Aug. 4 in Mount Kisco, 
N.Y.; J. Alston Adams, 59, 
former (1948-53) HLBB member 
and president since 1953 of the 
San Francisco Home Loan Bank, 
Aug. 7, in Menlo Park, Calif. 
NEWS continued on p. 37 


STYL O-MATIC Crawford's new, low-cost Door-and-Operator 


package . . 


home-buying prospects buy and read 


RNIZING 
UIDE 


This year, home-buying prospects will be reading about STYL-O- 
MATIC, the beautifully styled, fully automatic door that makes the 
garage as modern, as convenient, as enjoyable to use as the rest 


of the modern home. 


And, with all other appliances in the house automatic, why should 
a buyer be satisfied with anything less than STYL-O-MATIC? 
The garage door IS the largest and heaviest piece of moving 
equipment in any home; it makes sense to make it automatic. 
STYL-O-MATIC puts on a wonderful demonstration. Hand the 


wife the little transistorized remote control unit and let her enjoy 


the thrill of operating the STYL-O-MATIC from away down the 
driveway. That alone makes ordinary doors seem old-fashioned 


and that's just one of its features. 


And, there's a complete merchandising kit to help you dramatize 
STYL-O-MATIC at point-of-sale. Ask your local Crawford Dis- 
tributor, or, write us direct. Crawford Door Company, 20263-49 


Hoover Road, Detroit 5, Michigan. 
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COMPLETE INSTALLA- 
TION by factory-trained 
Crawford men. 


here's the STYL-O-MATIC package 


CRAWFORD STYLIST DOOR: single 
or 2-car size; flush-2-sides; honey- 
comb core; lifetime warranty on 
panels. 


advertised to millions in the home-building books that 


CRAWFORD MARVEL-MATIC GARAGE DOOR OPERATOR: 
5-year warranty on mechanical parts; 1-year on radio parts 


PURSE-SIZE RADIO. 
REMOTE CONTROL 
UNIT: operates door 
and lights from mov- 
ing car. NO electrical 
connections. Clamps 
to car dash by mag- 
nets. 


PUSH-BUTTON 
WALL CONTROL for 
in-garage use. 


WARRANTIES backed by 
Crawford and Crawford dis- 
tributors. Centralized re- 
sponsibility and service. 


COLORFUL MERCHANDIS- 
ING KIT and hand-out liter- 
ature with space for your 
imprint. 
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LUXAIRE LIVING COMFORT SYSTEMS: 9 WAYS TO ADD 
COMPETITIVE SALES VALUE TO EVERY CUBIC FOOT YOU BUILD 


Time-saving, cost- utin predact design. .compact, versatile apipnen.. .practical even on low-cost models. 


Good comfort is never out of style: cooling is in greater demand 
every day: electronic air-cleaning is a new attention-getter. Only 
your local Luxaire representative is so well-prepared to help you 
cash in... with design help, promotion support and new product 
knowledge. See him today and ask for the Luxaire Builder Brochure, 
or write direct. The C. A. Olsen Manufacturing Co., Elyria, Ohio. 


LIVING <+ ; 
COMFORT SYSTEMS 


ERBRERRRI 


NOW. 
GERAMIG 


STYLON VB combines the permanent beauty of ceramic tile with vinyl's 
underfoot comfort. Each 12” square contains 144 real ceramic stones, 
embedded in pure vinyl. These panels set quickly in Stylon VB 

adhesive, contour over uneven areas; have no dirt-catching grouting. Install 
Stylon VB flooring to add lifetime beauty and sales appeal, at no extra cost, 
in your kitchens, bathrooms . . . in any room. Available in quantity, in rich 
blends, from your local building supply, tile or resilient dealer. 


VINYL BOND CERAMIC TILE 


v Stylon ceramic tile n scratches, dent , fades 

Stylon give Over 125 wall and floor 

for ols é colors harm z 1 other and with leading bran f plumbing 
e touch around fireplaces for half-walls, room dividers. fixtures. Many es and textures, with matching trim shapes. 


p— 


STYLON HELPS YOU CLOSE SALES 8 WAYS 


| Get the facts! — right in your model homes, Stylon helps you 
SELL with TileColor Wheels, Color Planners, Giveaway Literature, 
Idea Booklets, Design Award Plaque, Outdoor Shingles, Proven 
Ad Mats plus pre-selling full-color ads in top consumer mag- 
azines! Mail coupon today: Stylon, Dept. HH, Milford, Mass. 


Name. 
Firm.. 
Street. 


City.. 


A PRACTICAL TIP 
: FOR HOME BUILDERS 


. ., GOOD COOLING SYSTEMS BEGIN 
7^ WITH THE FURNACE SELECTION! 


CARRIER WEATHERMAKER FURNACES 


OIL-FIRED: ES 


te 


In modern split systems that provide cooling 
for homes and garden apartments, the furnace 
is the cornerstone of the air distribution system. 
And first-class air distribution is absolutely es- 
sential to the success of any kind of year-round 
air conditioning. 

The furnace fan must have enough muscle to 
handle the bigger air quantities that the cool- 
ing cycle demands. It must be able to do this 
quietly. And the fan assembly must have the 
guts to operate in all seasons, year after year, 
without complaint. 

But that’s not all. Any furnace that becomes 


Horizontal Flow Output Upflow Output capacities Downflow Output capacities Loboy Upflow Output capaci- 
capacities 85,000 to 85,000 to 250,000 Btuh. 85,000 to 250,000 Btuh. ties 100,000 to 250,000 Btuh. 


335,000 Btuh. 
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a part of an air conditioning system should have 
appropriately big air passages. And the heat 
exchanger should be of a type that withstands 
constant contact with moisture-laden air during 
warm weather. 


Carrier Weathermaker® Furnaces meet all 
these requirements, and then some. Carrier fur- 
naces and their controls have been designed to 
match the companion Carrier cooling coils and 
outdoor condensing units that complete year- 
round split systems. They are compact. And 
they are available in an extremely wide range of 
capacities—note the selection below. 


Equally important, they are sold, installed 
and serviced by Carrier Dealers schooled in air 
systems—people capable of helping you with duct 
design, equipment location, wiring and controls. 


So when you begin thinking about cooling for 
your homes and apartments — start thinking about 
the furnace. Then reach for the phone book and 
look for your nearest Carrier representative. 
You'll be glad you did. Carrier Air Conditioning 
Company, Syracuse 1, New York. 


e Carrier) Air Conditioning Company 


GAS-FIRED: 


Horizontal Flow Belt drive—in- 
put capacities 105,000 and 
125,000 Btuh. Direct drive — 
80,000 to 125,000 Btuh. 
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to 120,000 Btuh. 


Upflow Belt drive — input 
capacities 80,000 to 360,000 
Btuh. Direct drive — 70,000 


k^ 


Downflow Belt drive—input 
capacities 80,000 to 300,000 
Btuh. Direct drive — 80,000 
to 120,000 Btuh. 


BETTER HC 
& GAR 


GUARANTEES 
YOUR MONCY BACK OR REPLACEMENT. 
IF MERCHANDISE 15 NOT 
AS ADVERTISED THEREIN 
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the private enterprise cure for 


home financing problems 


600 Marine Plaza * Milwaukee 2, Wisconsin * 414-272-8060 


MGIC is not licensed to do business in Alaska, Connecticut, Maine, Maryland*, New Hampshire, New Jersey, New York, Rhode Island, 


Texas* or Vermont (*available through surplus line brokers). 


MGIC/63/E 
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MORTGAGE MONEY 


Discounts inch higher on West Coast; 
Fed rate cut promises a flat market 


Builders on the West Coast are paying !2-point more discount for FHA Sec. 203b 
minimum down, 30 year loans now. Mortgage men in the booming Los Angeles 
and San Francisco markets—where 15% of all U.S. housing is built—now want 
142% discount for handling loans. A month ago some loans were moving at only 
1-point discount. And builders are wondering what happened. 

In a nutshell, some West Coast mortgage men were giving builders smaller dis- 
counts than they themselves could get when they resold the loans to Eastern inves- 
tors. They absorbed the difference as a cost of keeping business volume high. 

Now, West Coast originators are finding more resistance to prices yielding in- 
vestors 5.06% after servicing—the market since May. East Coast investors are 
talking 5.12% now—although evidence that the general market has climbed this 
high is miniscule. But West Coast mortgage men have quit giving builders the ex- 
tra margin. Says one Eastern investor: "They're coming into line with the U.S." 


The Federal Reserve's hike of its discount rate is producing a stalemate. 


Since West Coast mortgage discounts increased at about the same time the 
Federal Reserve Board increased its rediscount rate on loans to member banks from 
3% to 3⁄2% (a move to keep U.S. gold from flowing overseas), some observers 
blame one on the other. Such is not the case. Mortgage men in House & HoME's 
monthly survey of the market in 18 cities say other forces in the market were al- 
ready nudging yields upward. 

For one thing, a scattering of small local investors, notably West Coast S&Ls, 
some commercial banks on Long Island and elsewhere, and even some mortgage 
companies began selling loans they were holding in portfolio or warehousing. Why? 
Some s&Ls wanted money to put into higher-rate conventional loans. And some 
mortgage bankers became convinced—with the added evidence of the Fed’s action 
—that mortgage prices had reached a peak. 

Most of the sales were small—some went as high as $30 million packages— 
and not enough in themselves to turn the market. But at the same time mortgage 
volume picked up "beyond what we had expected" in California, Texas, and mis- 
sile areas like Cape Canaveral and northern Alabama. 

"Supply is tending to balance demand," says President Robert Morgan of Bos- 
ton's 5¢ Savings Bank and representative of the Massachusetts Purchasing Group 
of savings banks. "With this you have to look with a fine tooth comb to find any 
changes in the market," he adds. "It's really a reversal of psychology, a change in 
attitude that means you won't reach for deals you might have made 90 days ago." 

Others agree: “Flat, flat, flat," says one. "The rate increase should not bring 
increases in mortgage interest rates during the next six months," predicts NAHB. 


But the Fed may have triggered higher rates on construction loans. 


Since last spring officials of the Home Loan Bank Board have been trying to 
persuade S&Ls to cut dividend rates they pay shareholding depositors (News, May 
et seq). Some went down, but some also went up to as high as 4.9% in California 
on July 1. 

But the Fed, in a second and little noticed part of its move, let commercial 
banks boost the interest they pay on time certificates and other time deposits from 
90 days to one year from 342% to 4%. They already can pay 4% for longer-term 
money. One reason for the change: despite a record torrent of $3 billion in personal 
new savings in the first half of the year, commercial banks are running 10% behind 
their record 1962 growth rate. 

Few banks have moved up quickly behind the Fed’s lead—but already the 
wraps are being taken off competing investors. New York’s giant savings banks— 
shackled at 324 % for money less than one year and a maximum 4% % for money 
over that—got the green light to go higher on short-term money. One mortgage man 
predicts they will go to 444% across the board in the next few months. 

One result: by boosting the interest rate on short-term money, mortgage men 
foresee higher rates on construction loans. Short-term lending by mortgage bankers 
to warehouse loans may also cost more. 

Now, the Home Loan Bank Board is quietly talking about letting s&s offer 
split-level dividends like commercial banks. The idea: make it easier for s&Ls to 
cut their high dividends. But U.S. s&t League men say the Fed's action instead 
only makes it harder for s&Ls to cut dividends. 
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à DOWNPAYMENT AFFECTS DEFAULTS 


VA SOURCE:HHFA 
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A OF FORECLOSURES 
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NE 1:55 GRAOVER — 
DOWNPAYMENT AS % OF PURCHASE PRICE 


FORECLOSURES were primarily cases where 
home purchase involved 1% to 5% down (59%). 
For va cases, no downpayment predominated 
(65% ). 


Foreclosure study reveals 
how much low downpayments, 
Negro buyers boost default risk 


An exhaustive HHFA survey of a year's mort- 
gage foreclosures affirms the economic truism 
that an owner loses his home most often be- 
cause he loses his income. But the study's 
hard look at other reasons behind the rising 
tide of defaults discloses some more remark- 
able items.* 

The sampling in six metropolitan areas 
(Chicago, Dallas, Detroit, Los Angeles, New 
York, Philadelphia) found 63% of all FHA 
and 93% of all va foreclosures involved no 
downpayment or a payment of 1 to 5%. 
Conventional loan foreclosures generally in- 
volved higher downpayments, but Dallas con- 
ventional defaults involved primarily no 
downs and Los Angeles foreclosures were pre- 
dominantly 1 to 5% cases. 


Negro loans risky? In four of the six 
areas, the Negro foreclosure rate was much 
higher than among white owners. In New 
York, 35% of FHA and 31% of va fore- 
closures involved nonwhite own Philadel- 
phia's foreclosures among Negroes accounted 
for 26% of its FHA and 42% of its va cases. 

“These percentages . . . were well above 
the percentage of non-white mortgaged home 
ownership indicated in the 1960 census of 
housing,” says HHFA. In the 1960 census, non- 
white owners had 5.6% of FHA mortgages in 
New York, 3.8% of va mortgages. In Phila- 
delphia, non whites had 5.5% of FHA mort- 
gaged homes, 15.4% of va. 

HHFA found a similar pattern in Detroit 
and Los Angeles, but not in Chicago and 
Dallas. 

Among va foreclosures, 62% of the Negro 
homes had no downpayments, a percentage 
identical with that for white families. 


Small homes lost. Of rus and va homes 
foreclosed, 24% were below $10,000 in price, 
and 59% of the va and 63% of the FHA 
defaults were in the $10,000-$14,999 range. 

Housing expense-to-income ratios of 30% 
or more represented 33% of the FHA and 
41% of the va foreclosures. They also ac- 


* The survey, Mortgage Foreclosures in Six 
Metropolitan Areas, cost $65,000, It 1s “not yet 
available for general distribution,” but may be 
seen at HHFA's Washington office. 
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QUALITY PRE-SEASONED LUMBER FROM WESTERN PINE ASSOCIATION MEMBER MILLS 


TERT 
TIN WEIGHT COLOR 


PRE-SERSONED PONDEROSA PINE 
LODGEPOLE PINE > 2.2c2en. 


Lodgepole Pine produced by Western 
Pine Association mills. These woods are exceptionally easy to work with... from carrying to cutting to 
toe-nailing! And homebuyers love to see bright, clean-looking lumber when they inspect a home during 
construction. Western Pine member mills pre-season these woods for stability, and then carefully grade them. 


The homebuyer's search for satisfaction . . . and your search for homebuyers . . . will be rewarded when you 
use pre-seasoned WPA grade and species marked lumber from Western Pine Region mills. 
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„a WHO HOLDS THE LOANS? 


SOURCE; HHFA 
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PERCENT 
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OF 5,048 VA DEFAULTS 


e 
| 
R OF 5,048 VA DEFAUL 
F OF 2,706 FHA DEFAULTS. 


OTHER COMM, MORT. 
SAVINGS COS. INS.COS, SAV. 


s&Ls held half the conventional loans foreclosed 
in Dallas and Detroit, two thirds in New York 


LIFE FED. MUT. S&L's 


SAVINGS. 


and 90% in Chicago, Philadelphia and Los 
Angeles. The survey says this reflects the high 
percentage of loans made by sais and not 
necessarily a higher relative frequency of fore- 
closures among S&L loans.. 


counted for half to two thirds of the conven- 
tional foreclosures in three cities, one third in 
two and one fifth in the other. 


Junior financing perils. Three fourths of 
the foreclosure cases involving conventional 
first mortgages were found to have seconds 
and in some cases thirds at the time of origina- 
tion. About a third of the survey's conven- 
tional loan foreclosures in Dallas and New 
York also had junior mortgages. FHA and va 
foreclosures involved relatively few seconds. 

A wide variance was evident in explana- 
tions given by lender and borrower. The 
borrower blamed curtailment of income— 
from unemployment and wage cuts—as the 
primary cause in 35% of cases, followed by 
death and illness in 22% of the cases. Buyers 
generally felt they could have saved their 
homes, and preferred to do so, if they had 
not become jobless. 


Urge to merge still strong 
among mortgage bankers 


A new wave of mergers and sales is creating 
à few new giants in mortgage banking. Items: 

In Detroit, Citizens Mortgage Corp. has 
bought Union Mortgage Co., pushing Citizens 
servicing portfolio to $420 million. Purchase 
price was not disclosed by President Stanley 
M. Farp. 

Wallace Investments of Dallas paid $5 mil- 
lion (through a subsidiary) for Lomas & 
Nettleton of New Haven. Addition of the con- 
cern’s mortgage servicing, plus insurance busi- 
ness, gives Wallace an estimated $712 million 
servicing. Wallace also paid $2.5 million for 
Admiral Fire Insurance Co. of Houston. 

Union Bank of Los Angeles became the first 
big California commercial bank to buy a 
mortgage company. For a reported $1 million, 
it acquired Cooly Mortgage Co. ($50 million 
servicing), whose owners, John L. and Ted 
Cooly, are retiring. Last year, a Union deal 
to buy Winter Mortgage Co. collapsed. 

The new Associated Mortgage Cos. (Nr ws, 
Feb.) of Washington says it is negotiating to 
buy another company to add to its $400 mil- 
lion servicing. And six-year-old Mortgage As- 
sociates Inc. of Milwaukee (servicing $156 
million) has asked stockholders to approve 
its sale to an undisclosed buyer. 
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MORTGAGE MARKET QUOTATIONS 


(Sale by originating mortgagee who retains servicing.) As reported to HOUSE & HOME the 


week ending Aug. 9, 1963. 


Conventional Construction Loans" FHA FHA FHA 
Loans" 207 220 203^ 
Comm. Interest -|- fees 
banks, Savings | Banks, Ins Firm Min. Down 
Insurance | banks, Cos. & | Savings banks, Firm Commitment 35 year 
city Cos. S&Ls | Mtg. Cos. IS &Ls | Commitment | — 35 years Immed 
Atlanta 5¥a~6 534-6 64-2 6+2 a 97V2-98 
Boston local E ET 514-534 514-534 a a " 
out-of-st. a a 9714-98 
Chicago 5-6 $34 GTi — $9a-6VA-klVa-2 | 9BVe-par  98Va-par 97-98 
Cleveland 5v? $va-6 61 6*1 99-par 99-parh 97V2-98V2 
Dallas 5Va-53a — 6) 6331 6+1 "| 9910 a 98-992 
Denver 5v2-6 5Va-6Va etim 6-1-2 99 a a 
Detroit SMa-SVa — SVa-SUs 6-0 6-F0 —. | 99Vz-par — 99Vs-par —— 98-98Us 
Honolulu | 6-612 6-7 6--1-2 643-1-2 CE a __ 
Houston E 5Va-6¥™4 eti -98-99 gana 98 
Los Angeles 52-6 5346.6 6-14 -6.6 2-3 9815-99 99 98V; 
Miami SVa-5Ya — 5Va-6 53-6 -Va-1 Sobel | 99 a 97s 
Newark SVa-5Xa — SVa-6 6*1 6*1 99-995 99-992 —— 981; 
New York 512-6 SUar-6r 6+0-1 534—6* 99-par 99va-par 99-par 
Okla. City 512-67 534-612 6+1-2" o+1-2 a a - 97V.-9Bvah 
Philadelphia SYa-6 52-1 534-1 | 9905 par 99 = 
San Fran, 546.5 5¥a-6+1-12 6-6.64 112-3. 99-9912 — 9914-9934 98 
St. Louis SVr-6VA SoFi 5-6 1-2 a à a 
Wash. D.C. SVa-53a — $Ma-534 — Sa 641 par Par-Va 99 
FHA S!4s (Sec 203) (b) VA S!';s 
New Construction 
New Construction Only. Existing? Only 
FNMA | Minimum Down* 10% or more down Min Down (FNMA | No down 
Scdry | 30 year 30 year 25 year Scdry 30 year 
City Mktty | Immed Fut | Immed Fut Immed — |Mktr^ — | Immed Fut 
Atlanta 9714 98-98/; 98-9813 9B" 9g" 9712-982 | 97:a 98-9812 98-9812 
Boston local 98V. par-101 —— par-l0l —— par-i01 par-101 ^ par-101 9BV« — par-101 —— par-101 
out-of-st. — 97-98 97%2-98 a "NN 9712-98 — 97-98 97V3-98 
Chicago 97V. 99-par Va 982-99 —— 98-99 99-100 97:4 98-99 — 98-99 
Cleveland 97V. 9812-99 99-par 9812-99 98-9812 9734 972-98 97a" 
Dallas gria 98-992 972-982 98-99V2 — 98-9912 7 972-99 "9714 98-992 972-982 
Denver geya 96-99 970-982 98-99 97-98 98-99 9634 972-982 9702-9842 
Detroit 96% 9812-99 a 99-par a 98-99 3 814-99 a 
Honolulu 79634 972 972 98 975 91-972 — 97 
Houston “ara 98-99 — 98-9819 99 a 98 98-99 98-99 
Los Angeles 963a 9812 98 — 98v" 981a 98172" 96Xa 982 98 
Miami 9714 98 a 99^ a 98 a 97a 98 a 
Newark 97Y4 99-par 99 par 99 par 97% 99 98-99 
New York 98V. 49-par 99-par 99-par 99-par par 98V. 99-par 99-par 
Okla. City 9674 98-99 98-99 98-992 a 9712-99 9634 9712-99 9712-98120 
Philadelphia 9734 par par par par 9915 [9 9914 991; 
San Fran 963a 98% 98-9859 99 985 98-981; | 9634 9812 98-9802 
St. Louis “97¥4 97-99 97-99 9712-99 972-99 — 97-99 “97¥4 95-98 95-98 
Wash. D.C. 9734 99 39-991, — 99-991. 99-99 . 99 79744 99 99-9914 
* 3% down of first $15,000; 10% of next $5,000; 25% of balance 
Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc. Footnotes: a—no activity. b—limited activity. c—for local 
Boston, Robert M, Morgan, pres, Boston Five Cents Savings portfolios. d—on spot basis. e—FNMA is only purchaser. 


Bank; Chicago, Robert Pease, vice pres., Draper & Kramer Inc.; 
Cleveland, David O'Neill, vice pres., Jay F. Zook Inc.; Dallas, 
Aubrey M. Costa, pres., Southern Trust & Mortgage Co,; Den- 
ver, Allen C. Bradley, asst. vice pres, Mortgage Investments 
Co.; Detroit, Harold Finney, exec, vice pres., Citizens Mortgage 
Corp.; Honolulu, Howard Stephenson, asst. vice pres., Bank of 
Hawaii; Houston, Everett Mattson, exec. vice pres., T. J, Bettes 
Co.; Los Angeles, Christian Gebhardt, vice pres., The Cowell 
Co.; Miami, Lon Worth Crow, Jr., pres., Lon Worth Crow Co.; 
Newark, William W. Curran, Franklin Capital Corp, New 
York, John Halperin, pres., J. Halperin & Co.; Oklahoma City, 
M. F. Haight, first vice pres, American Mortgage & Invest- 
ment Co.; Philadelphia, Robert S, Irving, vice pres., First 
Pennsylvania Banking & Trust Co. St. Louis, Sidney L. 
Aubrey, vice pres., Mercantile Mortgage Co.; San Francisco, 
E. L. Tagwerker, vice pres., Bankers Mortgage Co, of Calif.; 
Washington, D.C., James C. Latta, vice pres, Frederick W, 
Berens, Inc. 


g—depending on location. h—limited 6%. j—some 51⁄2 and 
534 available, k—for 25 or 30 years. m—no fee if permanent 
loans included, n—limited 5%. p— point differential has 
generally disappeared, r—depending on % of loan. s—no fees 
to 1%. w—interest charged to borrower. x—FNMA pays v2 
point more for loans with 10% or more down. y—plus 1% 
stock purchase figured at sale for 75¢ on the $1. z—on 
houses not over 30 years old of average quality in a good 
neighborhood. 


* Immediate covers loans for delivery up to 3 months, future 
Covers loans for delivery in 3 to 12 months. 


* Quotations refer to prices in metropolitan areas, discounts 
may run slightly higher in surrounding towns or rural zones. 


* Quotations refer to houses of typical average local quality 
with respect to design, location and construction, 


NEW YORK WHOLESALE MORTGAGE 
FHA, VA 5Yas 
Immediates: 97-98 Futures: 97-97%/2 


Note: prices are net to originating mortgage broker (not nec- 
essarily net to builder) and usually include concessions made 
by servicing agencies. 


MARKET 


FHA, VA 514 spot loans (On homes of varying age 
and condition) 
Immediates: 9612-98 
Prices cover out-of-state loans, reported the week ending Aug. 
9, by Thomas P. Coogan, president, Housing Securities Inc 


NET SAVINGS DEPOSIT CHANGES 


(in millions of dollars) 


% change 
from ^ Vearto % change 
June'63 — June'62 date ^ from 1962 
Mut sav banks"... — $407 —4 $1621 19 
S&Ls" Baska o 17 6,143 34 
Commercial banks". — 600 — —17  — 8,400 10 
"—National Association of Mutual Savings Banks. "—U. S 
Savings & Loan League projections, "— Federal Reserve Board. 


CONVENTIONAL LOANS 


(combined averages) 


Apr. May June 
New Homes . 5.84 5.82 5.82 
Existing homes .... 5,99 5.95 5.94 


(interest charged by various lenders, new homes) 


S & Ls 5.97 5.95 5.94 
Life ins cos e 5,51 5.57 5.53 
Mortgage companies. 5.63 5.67 5.69 
Commercial banks ______ 5,72 5.65 5.67 
Mut sav banks ~~- 5.57 5.58 5,58 


Source: Federal Home Loan Bank Board. 
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STOCK MARKET 


Materials producer resists takeover by land developer 


Gulf American Land Corp. of Miami is locked 
in a complex court battle with officers of 
Fenestra Inc. over control of the Detroit- 
based maker of building products and auto- 
mobile springs. 

The fight is a new type for the housing 
industry—and a kind that promises to become 
more and more common as the industry 
moves into an era of mergers and consolida- 
tions. 

Gulf American, through a wholly-owned 
subsidiary, G.A.L.C. Co., charges that Fenestra 
and six of its 11 directors headed by Presi- 
dent Orren S. Leslie want to pay $2.2 million 
—"substantially in excess of the reasonable 
value"—for a farm-implement company. Gulf- 
Anterican's reason for concern: it has just 
bought 46% of Fenestra's stock and claims 
the purchase would "substantially and irrep- 
arably lessen the value" of its stock. 

Fenestra charges that Gulf American en- 
tered a "plan, scheme and conspiracy" with 
five dissident Fenestra directors headed by 
Harry Brainin to help Gulf American gain 
control of Fenestra, and afterward use Fenes- 
tras $10.9 million of liquid assets to pay 
Gulf American's "huge, pressing, and fast 
maturing obligations." Fenestra says the ul- 
timate plan is to merge Gulf American and 
Fenestra so that "the payment of such pur- 
chase price would be unlawfully financed, di- 
rectly or indirectly, with funds of plaintiff 
[Fenestra]." 

To date: a Wayne County (Detroit), Mich. 
court has temporarily enjoined Fenestra offi- 
cers from buying the farm implement com- 
pany, Freeman Industries Inc. of Peru, Ind., 
and restrained Gulf American and the five 
Fenestra directors from voting their stock or 
buying additional shares. 


Behind the battle. Fenestra is an old-line 
manufacturing company in the throes of di- 
versification. In 1904 it started making steel 
window frames and casements for factories, 
and did well until the late 1950s, when ex- 
truded aluminum windows began to give 
Fenestra strong competition. 

In December 1961, deciding the concern 
was slowly slippng on one product—and faced 
with a 1961 loss of over $4 million—Fenes- 
tra's directors hired Orren Leslie, manufactur- 
ing vice president for Fairbanks Morse Spring 
& Wire Co., as president, and told him to seek 
mergers or acquisitions so Fenestra could di- 
versify. 

Under Leslie, Fenestra began getting into 
the ballooning market for fabricated steel in 
building construction and now makes steel 
decks and building panels, a load-bearing steel 
curtain (Fenmark) used in building enclos- 
ures, steel doors for homes and apartments, 
porcelain enamel architectural panels, and 
automobile leaf springs. 

Under Leslie the company earned $70,000 
last year and says it earned $198,000 in June, 
its best month in many years. 

But in mid-1962 Fenestra's principal owner, 
wealthy investor Frank Wyman, sold 123.190 
shares to Brainin and his associates. In July, 
1962 Brainin and two associates were elected 
Fenestra directors. Later a third associate 
joined the board. Fenestra charges Brainin's 
group accumulated 293,682 Fenestra shares. 

Brainin's group and other Fenestra direc- 
tors, including Leslie, soon begain feuding 
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DEVELOPER LEONARD ROSEN 
To boost cash flow, buy? 


over the company's future. Several contem- 
plated acquisitions were vetoed. 

Meanwhile a family group headed by Jay 
Pritzker of Chicago bought 8,400 Fenestra 
shares and sought a director's seat. Refused, 
Pritzker suggested Fenestra merge with sev- 
eral unlisted corporations controlled by his 
family. This was refused. 

At this point, with the Fenestra board split 
6-5 over Fenestra's future, the Leslie group 
now charges the Brainin group went looking 
for a buyer of their stock—and found Gulf 
American. Gulf American agreed to pay $21 
—well above the stock price on the market 
of between $14 and $17 in June and July. 

And, says Fenestra, Gulf American and its 
two principals Julius and Leonard Rosen, who 
together own two-thirds of its stock, borrowed 
the $6 million to buy the Fenestra stock. Fen- 
estra points to a Gulf American statement 
filed with the American Stock Exchange 
(where its stock is traded) showing: 


e Gulf American borrowed $1,750,000 (giving 
a $1,995,000 note) during June from Atkin- 
son Corp. and Vice President Julius Rosen 
pledged 1,203,100 shares of his stock holdings 
as collateral. Fenestra charges: Atkinson 
Corp. is controlled by the Pritzker family, and 
the note covered the $1,750,000 cash payment 
for Fenestra stock plus "a bonus of $245,000, 
or 1446 of the $1,750,000 loan." 


e Gulf American borrowed $4,417,322 from 
Argus Corp. at 6% interest, for which Presi- 
dent and Chairman Leonard Rosen pledged 
500,000 shares of his Gulf stock. Fenestra 
charges: Brainins group controls Argus. 


e “For services rendered to procure the fi- 
nancing referred to." Gulf American issued 
a note payable to the bearer and pledging 
300,000 shares of Julius Rosen's stock as col- 
lateral. Fenestra charges the note was given 
"to a person not known or disclosed in Gulf 
American's report" and "represents a bonus 
of 32% of said $1,750,000 loan obtained 
from Atkinson Corp. Adding thereto the 
$245,000 bonus to be paid to Atkinson Corp. 
. . . Gulf American agreed to pay aggregate 
bonuses of $845,000, or 46% of said loan, 
. most unusual and extraordinary." 


Appetite for cash? Fenestra and Gulf 
American are also at odds over the soundness 
of Gulf American's land development opera- 
tion on the west coast of Florida. 

Fenestra calls it an "extremely specula- 
tive, extra hazardous business based upon 
promotional selling of lots . . . Approximately 
68% of the purchasers do not see the prop- 


erty before signing the land contract to 
purchase." 

The business of buying, draining, and other- 
wise developing land (54,000-acre Cape Coral 
near Ft. Meyers, an equal tract called Golden 
Gate Estates near Naples, and 42,000 acres 
in Polk County) created "great, continuing, 
and insatiable demands and requirements of 
Gulf American for cash," says Fenestra. The 
company "has been required to pay usurious 
rates of interest of between 12% and 15% 
per annum . . . Pritzker and their family- 
controlled company, Atkinson Corp. have 
loaned . . . approximately $4 million at the 
usurious interest rate of 12% per annum." 

Fenestra charges that even before borrow- 
ing to buy its stock, Gulf American owed 
$10.7 million, "all but $900,000 maturing 
prior to Jan. 16, 1964." 

President Leonard Rosen of Gulf American 
indirectly confirms some of Fenestra's charges 
in his public statements. "Last year we ran 
short of cash somewhere in the neighborhood 
of $11 million. In other words our cash outgo 
was $11 million more than our cash income." 
But Rosen thinks Gulf American has turned 
the corner; he points to acquisition of Con- 
gress International Inc., a motel franchise 
operation, and increasing interest income from 
$125 million of sales contracts as means of 
bolstering cash flow. "This year—and 1 refer 
to calendar 1963—we should run about $1 
million or $1.5 million on the plus side. We 
can easily boost the sales of land whenever 
we want." 

But Gulf American's latest earnings report, 
for the nine months ended May 31, shows 
company sales are down 7% to $52.9 million 
and net income down 33% to $5.2 million. 


More mergers—and some 
of them fray tempers 


Two former leaders of the Home Manufac- 
turers Assn. are at odds over the stock in- 
terest one has just bought in the other's 
company. 

President Charles Kurtz of Inland Homes 
Corp. promises to fight any takeover attempt 
following purchase of 30% of Inland's stock 
by President Hamilton Crawford of Crawford 
Corp. (NEWs, Aug.). Kurtz brands the Craw- 
ford holding "inimical to the best interest of 
Inland and its stockholders." 

Another prefabber, General Homes of Fort 
Wayne, is wrapping up a deal in which its 
50% owner, Koppers Co. of Pittsburgh, will 
nominally become its full owner. The move 
puts Koppers' aaa credit rating behind Gen- 
eral—but Founder-President William Hall 
says he still retains 50% control through 
stock options. 

And Consolidated Mortgage & Investment 
Corp., New York City real estate and build- 
ing company, has acquired a majority interest 
of 576,894 shares (of 1,024,600 outstanding) 
in shell-home builder Outdoor Development 
Co. of Augusta, Ga. Consolidated got 400,000 
shares in exchange for $500,000 of Outdoor's 
8% debentures and bought the rest from 
other shareholders. Consolidated President 
Chester M. Goldman and an associate have 
been elected directors, along with Outdoor 
President William R. Mills and two associates. 
Five other Outdoor directors have resigned. 


HOUSE & HOME 


Big housing companies seek listing on little board 


More and more of the stronger building and 
real estate companies are going on the big na- 
tional stock exchanges. Listing serves to sepa- 
rate them from the over-the-counter stocks, 
tends to create more investor confidence in 
them, and simplifies the job of raising capital 
in the future. 

Newcomers who have just started or have 
been approved for trading on the American 
Stock Exchange: Levitt & Sons, Louis Lesser 
Enterprises, and Del Webb Corp. These moves 
mean 23 of the 113 housing stocks in House 
& Home's table are now listed. 

Four publicly-held housing companies show 
handsome gains for their fiscal years just end- 
ing, but two others report losses. 

Net income of Levirr & Sons, former Long 
Island builders now building in France and 
Puerto Rico as well as three U. S. locations, 
zoomed 58% to $1,389,000 in the year ended 
Feb. 28. This was a turnaround from a 
$763,000 deficit in fiscal 1961. Predicts Presi- 
dent William J. Levitt: “Next year’s sales and 
earnings should be even better." As in past 
years, the company does not report the num- 
ber of homes sold, but says real estate and 
land sales climbed 25% to $39 million. The 
company has begun trading on the American 
Stock Exchange. 


KAUFMAN & BROAD, with the fastest growth 
of any publicly held building company since it 
went public in 1961 (H&H, Apr.), reports sales 
of $11,970,743 for the six months ended May 
31, a 25% gain over $9,519,443 for the same 
period a year earlier. Net after taxes was 
$330,370, up 35% from $245,184 in the same 
period of 1962, 


Disc Inc., Washington-based land develop- 
ment concern, says net income rose 32% to 
$1,079,450 in its fiscal year ending Feb. 28. 
The company owns 2,500 acres in Prince 
Georges County, Md., for a planned commu- 
nity called Northhampton. It also owns 1,032 
apartments, 793 homesites, and six vacant sites 
near Washington, 120 apartments near Los 
Angeles, and four Florida tracts. In Mel- 
bourne, Fla., nearest city to Patrick AFB, 395 
acres have just been zoned for 1.400 apart- 
ments and 582 homes. At Ft. Pierce, 774 
waterfront homesites are underway. 


ADVANCE MORTGAGE Corp. of Detroit shows 
income up 51% to $628,648 for the year end- 
ing April 30. Advance's mortgage originations 
of $144.4 million were almost double its 1962 
pace. The company now services $406 million, 
and has 13 offices in southern California, I- 
linois, Ohio, Indiana, Wisconsin, and Pennsyl- 
vania. 


UNITED IMPROVEMENT & INVESTING of New 
York City reports a $415,853 loss for 1962, 
compared to $491,000 profit the year before. 
The company's mortgage banking arm orig- 
inated $94 million in mortgages and now 
services $15 million. 

GENERAL DEVELOPMENT CORP. turned in a 
"disappointing" $515.892 loss on sales of 
$54.2 million, down 20.6%, says the annual 
report. Gp sold 1.123 homes and 29,077 
homesites in calendar 1962. Cancellation of 
customer contracts increased unexpectedly in 
the year, and as a result the reserve for can- 
cellations was increased $6.4 million to $14.4 
million. Contracts due now total $133.7 mil- 
lion, and for the first time GD's cash flow ex- 
ceeded cash spending—by $1,855,000 the com- 
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pany reported. Long term debt fell $7 million. 


House & Home's index of housing stocks 


Here are House & Home's averages of selected 
stocks in each housing group: 


$ a June July Aug. 
slipped a miniscule 0.01 from 10.45 to 10.44 5 5 7 
while the Dow-Jones industrial average sagged Building 632 621 
1% 703.92. ati ation Bu- Bea A cos v 
3 to 70 The National Quotation Land development .... 5.16 525 
reau average for over-the-counter stocks was Sel s Fi 
S&L's ane 22.53 
up 0.4% to 137.75. Mortgage banking 1148 — 1146 
à onk tod 2605 e 4 
Mortgage banking stocks fell 4.2%. Real Realty investment 5.68 5.86 
estate investment trusts rose 4.3% and build- REITS. .... 9.02 10.40 
ing companies advanced 3.9%. A big sat Prefabrication ....... 6.00 628 
gainer was First Western Financial, up 8% Shell Homes . 9.34 9.40 
to 4694, AVERAGE . 10,33 10.45 
HOUSING'S STOCK PRICES 
June 5 July 5 August 7 June 5 July 5 August 7 
Company Bid Ask Bid Ask Bid Ask Company Bid Ask Bid Ask Bid Ask 
BUILDING MORTGAGE BANKING 
Adi e 9 LU 1 V m Ye 
Adier-Built Inc. sn 200. 306 206 25¢ 25¢ 356 Associated Mtg Cohan. ao wt Try em 
captal eg a 37s 3v2 3//m 3/o 3 340 Charter 234 21» 2s 2% 2% 238 
ons Bldg (Can - Wa Qa 914 9X) BV; 85e 
Dev. Corp Amer *» 1 ws Ys Ye Sk cual n 1, N% eve 37. 18 
Dover Const SM b 4M. Sio AX Si Pena 924 95a 88 — 91 B8?» 917» 
" , : Er e 27 — 27V2 2634 27a 2538 2534 
Edwards Eng e» Da. 5h» ane m. n Palomar 534 6¥e 5X4 6 — 5X» 5X4 
Eichler. Homes 9 qa B Q9 Q9 gy, stockton, Whatley 10v; 113410 11 10 10% 
First Natl Rity® 3 ab is a- Wallace Invests 7 Ta 7V« Bve 72 7%» 
Frouge : 234 3a 2a 3X» 2*3» 2% š 
General UAS $ io n "Syn 34 REAL ESTATE INVESTMENT TRUSTS 
Hawaiian Pac Ind Aa 4X. Me 3 2*5 275 American Rity Trust... 10% 10% 9X4 10Ve& 9% l0Vs 
Kavanagh-Smith Aa Am Aua Va 4  4Ve Conti Mtg Inv 11y% 12v 14⁄4 15a 14% 15% 
Kaufman & Broad! 27% 2814 2914 First Mtg. Inv s 10 — 11 13% 14% 14% 153% 
Louis Lesser Ent....... gi; Qia Bua 8% 930" First Nt s 7X4 Bla Byz 8X. 9%% 10%» 
Levitt ava 5e 5a 53a 5b Liberty € 7% 7 TY Ow 7n 
Lusk li; 1*4 1V2 1% 1 V% U.S. Realty Inv....... 9 9% Ba 9%2 Ba Qa 
Pacific Cst. Prop" 10% 1015 1034 
U.S, Home & Dev. % lva 13a 19» li» 2 
Del E. Webb 11v» 12 10v? 11s 1212 13v; PREFABRICATION 
Webb & Knapph = Me Me Va Admiral Homes lve 1% 1v» Me 1% 1% 
Crawford 4a 45 334  4Va 3X4 Aa 
i Great Lakes Homes. 5Xs 5a 7a 7% 5Y& 54 
S&L 
" . v, qoa Harnischfeger 167s 16% 1614 161" 
American Fin, se 172 188 16 — 16% 182 19% Hilco Homes 1 19 1 d 3 
Brentwood 12 pe 12% Inland Homesh 10% 10%% 11 10% 
Calif m LC ack ic a — PES Mr llu 1215 13 14 121) 1314 
Empire Fin 2 a ati Homes 57a 6sm 51a 5% 5% 63» 
Equitable S&L 322 3314 3234 3214 32% 32Vs Richmond Homes 234 3X. Aaa  4Ya 5ye 57a 
Far West Fin l9 21 2234 24% 21 224%: Seaboard Homes D 1% 3 A Mw o» 
Fin Fed“ 5334 54 Steel Crest Homes 5 5X. 5X. 5% 5 Su 
in 373 9 39% 
Firat Fin West 1»à 13% 1338 13% 13% 13% 
First Lincoln Fin 182 19% 17% 19 17  183e LAND DEVELOPMENT 
First Surety 18 1914 183 1914 17 18s All-State Props T sis 3 
First Western Fin... 36% 38% 37% 39% Ieva 487 American Land Le 1X» lie 1% ls 1% 
Gibraltar Fin 2914 28 2 Amer. Rity & Petè... dua guad 4 gigd 35 
Great Western Fin" 1934 1974 po a Arvida Sus Sye 5% 6V Sin 6 
Hawthorne Fin Sag 2" Lo Atlantic Imp léV. 17v» lba 17 15⁄4 16% 
iym Fin EE bva CKP, Dev. ; 11% 11% 1334 13¥2 134^ 
Midwestern Fin! k Canaveral Intl" 4v bve 534 
3an Diego Imp 15 145 157% CONS, Dev .... 1 13» 14 2*4 lva 2 
Trans-Cst Im... a = 1^ 15% Coral Ridge Prop. 19» 1% lv% 1% 1M 1% 
Trans World Fin Ya 0 a. YA qu, Cousins Props aie 
soa Sees ET. 8% oe 87e 2434 ^ ^ Clvistiana O. Corp." 
nited Fin of Calif" fe M Fla Palm-Aire .... 2 
Wesco Fin" 46Vs 4334 ae Forest City Ent 
Garden Land 5Vs 
SHELL HOMES Gen Devel”... 
Albee Homes u 878 93a 85» 7ye sva 6ye Guf Ametican 
Modern Homes Const... 59» 6 4Va 458 53» 5Y. y EA 
Morris Homes Corp. va M e r Ve (€ Morizon Land Sv 
Nationwide 1 1X» 1% 1% 1% 12 Laguna Niguel ps 
U.S. Finance 79& Bə 7 72 64 Ta volor ip h 
Jim Walter . 197% 21! 20% 22 24 251? 
Western Shell . Ya Va a % Va Yn Mies s = ca 
ajor y 
14¢ 
REALTY INVESTMENT alte & iuis H 29%% 
Brookridge Dev tis Ma e Su e (y Sunset Int. Pet" 
Disc lnc 4 a 4 aa 35» ava United Imp. & Inv.^ 
Gt. Amer. Rity 356 506 va v Ve Ye i 
Herman & Appley.-...... 3v 4 342 4 3% 4a a—stock newly added to table. b—closing price (ASE), —— 
Income Props 3v. 3Vz 33% 334 3vz 3% closing price (NYSE). ‘—not traded on date quoted. "—n» 
K Cons . Ya Ya Ya Ya Vea Va bids. '—no offer. 
Urso pene ^ 9 955 Sources: New York Hanseatic Corp., Gairdner & Co., Ameri 
Mensh Inv & Dev. 12 13 12% 13V. 12 13 can Stock Exchange, New York Stock Exchange. 
Presidential Rity 758. T4 8 8 Listings include only companies which derive a major part of 
Rity Equities... 6%" 63s 62" 6% their income from housing activity and whose stocks are either 
listed or actively traded, 
PROFITS AND LOSSES NEW ISSUES REGISTERED 
Fiscal 1963 % change % change Proceeds Oftering 
year revenues from 1963 from to price of 
Company ends (000) ‘62 net ‘62 |Date Company company securities 
Amer. Fin. Corp .. June30 NA — — $778* 17 [July 25 Uris Buildings Corp. ... $1,025,000 $20.50 
Amer. Rity & Pet,- Apr. 30 $14,602 24 2,615 2 
Dover Const. Co... Mar. 31 8,972 42 59 
Great Lakes Homes. June 30 9,500" 37 339^ 34 |—— : 
Madway Main Line June 30" 4,849 12 110 13 [|"—estimated. "—six months report. 
Trans-World Fin... June 30" 7,269 22 1442" 0.6 before appropriations to general reserves. 
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Rigid vinyl parts used by Andersen are made 
by Crane Plastics, Inc., Columbus, Ohio. 


B.EGoodrich Chemical 


BEGoodrich 


REASONS WHY 
ANDERSEN 
WINDOWS 
SWITCHED TO 
RIGID GEON 
VINYL 


Actually, there are many reasons why Andersen now uses rigid Geon vinyl 
for jamb liners and weather stripping in their newest Narroline 
double-hung windows. Most important are these three: 1. Rigid Geon PVC 
holds its shape. If bent or twisted accidentally during installation, it snaps 
right back. 2. Windows open and close more easily because of the smooth 
surface and low friction of Geon vinyl. 3. The amount of maintenance is 
reduced. For example, the built-in color eliminates the need for painting— 
a most troublesome cause of sticking with double-hung windows. 

In windows and in many other products for construction, Geon vinyl is fast 
becoming a basic building material. It offers strength, color and long life 
It is easy to keep clean, won't stain, resists fire, and is easy to work with. 
For more information on Geon vinyl, write B.F.Goodrich Chemical 
Company, Department CJ-4, 3135 Euclid Avenue, Cleveland 15, Ohio. 
In Canada: Kitchener, Ontario. 


a division of The B.F.Goodrich Company 


HQUSE & HOME 


More thicknesses to choose from- 


AND 


ROOF DECKINGS 


BY HOMASOTE 


Don’t confuse Homasote with all-about-the-same fibreboard deck- 
ings! With Homasote you get all three: strength, insulation and a 
selection of finishes for exciting new, open-beam interiors. “Easy- 
ply” 2’ x 8’ panels are available with washable, white kraft paper 
and vapor barrier—or with primed, natural, wood-grained, striated, 
painted or cork surfaces. All *Easy-ply" is weatherproof, termite 
and fungus protected. 

Write for samples and bulletins. 


ONLY WITH 


TE for 48” 


1 3/8" 


Approved by B. O. C. A. (254-15) 
and S. B. C. C. 


SEE NEXT PAGE FOR ANOTHER DOLLAR-SAVING DECKING ... 


In this one operation... 


| a 


| | a 


ET MORE > 
===, SOUND DEADENING 


MORE 
UNDERLAYMENT 


MORE 
WEATHERPROOF PROTECTION 


Three-ply, wood-fibre construction makes Homasote “4-Way” 
SUPER STRONG for sub-flooring. You can nail each 2’ x 8’ 
panel directly to floor joists and set partitions right on top. No 
additional fitting and cutting of underlayment. Homasote’s re- 
siliency makes it a perfect base for wall to wall carpeting. This 


same resilience cuts down noise transmission, makes “4-Way’ 
especially attractive for garden apartments and motels. Greater 


density and weatherproof construction of *4-Way" provide con- EXPANSION JOINTS 
stant resistance to moisture, dampness and air penetration—ter- by HOMASOTE 
s dignis y 
mite and fungus protected, too! Write for samples and bulletins. Tough EE EEE A E PEN 
ASK YOUR HOMASOTE REPRESENTATIVE FOR DETAILS pp A A 
OR WRITE DIRECT TO DEPT. J-5 Light weight, easy to handle and cut. 


Sizes: lengths to 14’ and widths from 
2" to 48” and thicknesses from 1⁄4” 
HOMASOTE COMPANY inii 


TRENTON 3, NEW JERSEY 


Form 3-286 


7E AT FIRST SIGHT 


We have a real romance going with home buyers and our builder buy. The kitchen pictured above is Kemper s Traditional Kitchen 
customers are "cashing in" on it. If you haven't considered in a warm, rich fruitwood finish. See this and other beautiful 
Kemper Kitchens in your homes we urge you to do so. Kemper kitchens in Kemper's new full line catalog . . . ask your Kemper 
is the most competitively priced quality wood kitchen you can Dealer for a free copy 


KEMPER BROTHERS, INC. RICHMOND, INDIANA 


Heres news 
of factory-primed "mi | 
siding that cuts, 


shapes, fastens, 
finishes, and sells 


FASTER... 
all because it's n a P! = 
Iierks 


PIN. 


— the extraordinary primed siding 
made from 100% pure pine fiber — 


"Universal Grout—2 components 


This tops them all! Now, a new kind of grout 
makes ceramic tile countertops even better sales clinchers ior you. 


Yes, now there's a new kind of grout that's just as stain- A\ effect the grout becomes a part of the tile. Adds more 
proof, just as "hot pot" proof, just as easy to keep , beauty e long-range economy—more sales appeal 


clean, just as permanent as the ceramic tile itsel to real tile than ever. A These manufacturers are 
It's new, epoxy-based UG-II*, developed by Tile marketing UG-Il: Cambridge Tile Manufacturing 
Council of America especially for kitchen counter Company; International Pipe and Ceramics Cor- 
tops. A New UG-II is exceptionally resistant to N poration; Hydroment, Inc.; L&M Tile Products, 
food and household chemicals—and scorchin > Inc.;and The Upco Company. For further infor- 
^u mation write: TILE COUNCIL OF AMERICA, INC., 

800 Second Avenue, New York 17, N.Y. 


American Ole ridge Tile Manufaeturin Carlyle Ti 
eral Tile Company/ e 
ci-Cel a Inc / Mos: 
Inc /Toxer amies 


Capitol Music Center, Baton Rouge, La., A. Hays Town, AJIA. 


Camillo's Restaurant, New Orleans, La., Paul. Mouton, Architect - 


A new freedom of design and economy in commercial buildings with *SPA Southern Pine. 


Camillo’s lends a cordial atmosphere for leisurely dining. 
The design takes full advantage of the structural values 
and beauty of SPA Southern Pine. Unique columns, 
solid roof decking and laminated beams form a highly 
efficient two-story frame. 

SPA Southern Pine is ideal for modern engineered 
construction, because of high stress values, full length 
grading and dimensional stability. 


Capitol Music Center creates a feeling of spaciousness 
in a small area. Graceful laminated beams and solid 
decking of Southern Pine, warmly beautiful with high 
acoustical value, create an inspirational setting. 

Send for free copy of "New Dimensions of Design” 
with color illustrations and descriptions of new tech- 
niques for many forms of building. Address: Southern 
Pine Association, HH-9. Box 52468, New Orleans 50, La. 


SOUTHERN PINE 


—Pre-Shrunk- for greatest. structural streagth- 


FROM THE: MILLS OF- FHE-SOUTHERNA 


E-ASSOCIATION 


M ies x 


She has her eyes on you 


And her wonderful, story-telling eyes are saying that there are a great many people, a lot of them 
helpless youngsters, who are desperately in need of your help. Some of them are sick, some are 
handicapped, and many are homeless. There are puzzled teen-agers in need of a guiding hand, 
troubled families in need of counseling, and people who are too old to work but too young to sit 
around doing nothing. When you look into this little one’s eyes, we hope you will get the message— 
from the many people whose only hope for help is the once-a-year pledge you make 
to your United Fund or Community Chest. One gift works many wonders/GIVE THE UNITED WAY 


Space contributed as a public service by this magazine 
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On this page there’s a built-in or slide-in range for all 
the homes you build-in the right size, at the right price 
and with more of the features your customers want! 


3c Slide- In Ranges (30" x 36" x 25") 20” (209i x 86" x 244") 


I 


ECONOMY MODEL RB-321 DELUXE MODEL RB-341 TOP MODEL RB-381 MODEL RB-120 


has exclusive Throw-Away Oven Lin- comes with automatic oven timer, features automatic surface cooking also provides Throw-Away Oven Lin- 
ings, multiheat broiling, lift-off oven clock and minute reminder that ad- and rotisserie, plus all the features ing, recessed top, multiheat broiling 
door, automatic oven light. justs front to back for back-splash. listed for the other models. —plus hinged, lift-up surface top. 


24” Ovens (ROUGH-IN DIM. 21%" x 25%") 


ECONOMY MODEL RO-320 STANDARD MODEL RO-340 DELUXE MODEL RO-360 TOP MODEL RO-360R 
has exclusive Throw-Away Oven Lin- also includes an automatic oven adds a window in the oven door, plus combines a deluxe rotisserie with the 
ings, multiheat broiling, fast preheat, timer, clock, minute reminder and an oven light with both automatic multiheat control for the finest pos- 
drop-down door. automatic oven light. and manual control. sible broiling. 


27” Ovens (ROUGH-IN DIM. 25° x 24%" 


ECONOMY MODEL RO-520 STANDARD MODEL RO-540 DELUXE MODEL RO-560 TOP MODEL RO-560R 
has exclusive Throw-Away Oven Lin- adds an automatic oven timer, clock includes window in oven door and provides a deluxe rotisserie com- 
ings, multiheat broiling, lift-off oven and minute reminder for easy, care- oven light with both automatic and bined with multiheat control for finest 
door, automatic oven light. free baking. manual control. possible broiling. 
rr 
27” Double Oven 
(ROUGH-IN DIM. 25' x 44%") Surface Tops «ocovwx2w x 3%") 


DELUXE MODEL RS-331 TOP MODEL RS-331A 
has exclusive Throw-Away Lining under units, infinite- features automatic surface unit that makes an automatic 
heat switches, raised rim around top. pan out of any cooking pot or skillet. 
MODEL RO-560D 
comes with two full-size ovens with Send for specifications and prices today! Slide-In ranges come in four colors and 
top features in upper oven and menensnersinnnneniensentnnasinnrisimennssitineamesianesnceneen — ———— white; builtin ranges are available in 
economy features in lower oven. five colors, white and brushed chrome. 


Kelvinator 


Division of AMERICAN MOTORS CORPORATION, Detroit $2, Michigan 
Dedicated to Excellence in Rambler Aulomobiles and Kelvinator Appliances 
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Three taste makers from the consumer magazines 


1. Better Homes & Gardens shows 
a glass-walled contemporary 


Eichler Homes is the builder and Claude 
Oakland the architect of this house in San 
Raphael which will be BH&G’s “editor’s choice” 
for October. True to the spirit of California 
living, it has two big outdoor living areas: 
one in the rear (see photo) open to the 
living room and master bedroom, and one in 
front off the family room, screened from 
the street by a high masonry wall. The house 
has 1,713 sq. ft. of living area, and its price, 
without land, is $20,950. 


d20-e' 24+0" a 


PLAN provides maximum privacy by turning 
garage and blank garden wall (top) to the street 


2. ... and a hip-roofed traditional 
ranch with a fresh plan 


Designed by Architect Kenneth Scott and 
built by Frank Walser of Raleigh, N.C., the 
house is featured in the September issue of 
BH&G. Behind its shuttered facade it has 1,605 
sq. ft. of living area laid out in a completely 
contemporary plan. Both the living and fam- 
ily rooms open to the rear yard; the living 
room through a 200-sq. ft. screened porch. 
Price of the house without land: $20,000. 

Presented as part of BH&G's Better Homes 
for All America program, this "editors' 
choice" house (and the one shown above) is 
getting strong promotional support from the 
magazine, including newspaper and radio ads, 
brochure layouts, and suggested landscape and 
decorating plans for buyers of repeat models. 
Also included in the magazine's marketing 
package: suggestions on how salesmen should 
demonstrate the house, and research question- 
naires to help the builder make his own cus- 
tomer preference surveys. 


PORCH 
9*e" x 220" 


| 
| 


Living 
4546" x 2240" 


PLAN centers on a large front entry which sets 
up good circulation, eliminates cross-traffic. 
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REAR ELEVATION integrates indoor and outdoor 
living areas with a wall of sliding glass. Deep 


"itd 
overhang shades windows from glare, lets doors 
stay open in rainy weather, 


CLEAN FACADE opens only the living room to 


the street, while bedroom wing at right opens 


b 


only to the side yard. Strong eave line helps 
make the house look longer. 


For the third consumer magazine house, see page 55 
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only a whisper in the night... 


AIR CONDITIONING « HEATING 


Yet, in sales and profits it speaks clear as a bell. The rush 
and roar of yesterday’s cooling is gone. Simplified design 
makes Lennox Air Conditioning whisper-quiet, easiest to 
install, low in cost (and low in power consumption). 


The new Lennox RFC™ system provides you with the short- 
est, most direct route to making home air conditioning as 
common as the kitchen refrigerator—and just as affordable. 
An integral part of this system is the metered refrigerant 
line which we call the Freon Freeway. It not only cuts 
installation costs to a minimum but eliminates the causes 
of many operational troubles to assure years of trouble-free 
cooling. This combination of design and engineering features 
make it practical and affordable for you to include Lennox 
year ’round comfort in your homes and apartments—of any 
size. Find out how easy it is to put these Lennox sales 
features to work for you. Write LENNOX, 20 S. 12th 
Avenue, Marshalltown, Iowa. 


LENNOX 
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starts on p. 53 


3. Good Housekeeping shows 
an unusual split-level 


The entry is on the lowest level, and the 
mid-level (living room and kitchen) is just 
three steps up, so the house looks and lives 
as much like a two-story as a split. The house 
appears in Good Housekeeping's September 
issue as its all-gas promotion house. It was 
designed by Architect Herman York for 
Kingsberry Homes, which offers it as one of 
its standard manufactured models. 


PLAN has four bedrooms, three baths, family 
room, kitchen with bay-window dining counter. 


FRONT ELEVATION has a covered walkway from 
the garage (right) to the front door, a big bay 


window in the living room, King-Williams Co. in 
Smyrna, Ga. offers it for $23,000 without land. 
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One man can do it using the new 
) DeVilbiss high-production 5-gallon 

portable airless spray outfit. It's cosy 
€ 


. Painters can spray all surfaces 
while the paint pail stays on the ground. 


It's . You don't need a truck to 

nli ] move compressor and pump from job 
| to job. It —two ways. By 
"— - spraying house paints at a rate of 


better than 5 gallons an hour. By 
eliminating elaborate masking (airless 


| spray cuts a clean edge). It € 
| because overspray and spray 
rebound are almost nonexistent. Call 


the DeVilbiss representative nearest 
you and ask for a demonstration of 


j & 
i | airless spray outfits. See firsthand how 
: you can trim painting time on your 
jobs. The DeVilbiss Company, Toledo 


1, Ohio. Offices in principal cities. 


3 | 
i | = FOR TOTAL SERVICE, CALL 


DeViLBiss 


ls 


a day!" 


Paint application time for average one-story 6- 
room house—single color over siding and trim. 
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NEW PATTERNS IN OUTDOOR LIVING — casual or 
formal—are easily achieved with concrete. The pool serves 
as the focal point of activity, complementing a warm spec- 
trum of colors and textures in the patio and garden 


HANDSOME APPROACH TO A MODERN HOME is this 
distinctive concrete driveway. Concrete offers custom-de- 
signed smartness, opporlunily for imaginative color and 
design treatments. Concrete is durable; the beauty lasts. 


Out of the Horizon Homes Program . . . these exciting 
new ideas in modern concrete 
help builders sell homes 


Outstanding home design from 1962 Horizon Homes Program features concrele slump block for beauty and lezlural interest. 
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MODERN CONCRETE SCULPTURE by Charles Clement 
sels the theme for this smartly contemporary western gar- 
den. Precast or cast in place, concrete gives landscape 
architects unusual opportunity for patio and garden design. 


Dramatic uses of concrete in and around new homes 
are exciting enthusiastic response from home buyers. 
Good evidence of this are the outstanding success 
stories reported by builders who have participated 
in the annual Horizon Homes Program, sponsored 
by the nation’s concrete industries. 

Concrete, today, opens a whole range of fresh 
home-building ideas. It offers new, vital structural 
elements, intriguing decorative effects that improve 
quality and appeal. No other basic material is so 
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CONCRI MASONRY DIVIDER is laid in a dramatic 
pattern and painted in two tones, providing a tropical 
molif for this house designed in the style of South Seas 
architecture. Here is a gracious, easy-lo-care-for interior. 


versatile or provides so many ways to build in‘sell.”” 
In its many forms,concrete offers virtually unlimited 
colors, textures, patterns and shapes. 

Concrete’s "new look" provides builders with a 
real opportunity to attract and sell discriminating 
home buyers. Plan to enter the 1963 Horizon Homes 
Program, designed expressly to help sell homes. 


Portland Cement Association í 
A national organization to improve and extend the uses (i9 
of porlland cement and concrete 
Better living begins when you own a new home 


Baa rim 


ORIZON 
HOMES OF 
MODERN 
ONCRETE 


ete a EL SNDUDS OS 
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Find out how the 


RCA WHIRLPOOL 


appliance 
“package” plan 
can cut 
your building cost 
and paper work! 


The unique RCA WHIRLPOOL appliance “package” plan gives 
you a full line of both gas and electric appliances from one RCA WHIRLPOOL set- 
source. You deal with a single supplier to equip your homes with in ranges provide a con- 
design and color co-ordinated kitchen and laundry appliances tinuous counter-top line 
your prospects know for quality. You cut procurement costs without custom cabinetry, 


e z = Many have drawers to help 
and red tape because you place one order, pay one invoice. UEM Uem 


And you enjoy longer discounts when you buy in quantity ments. All are easy to service 
from a single source. Let your distributor show you how the and easy to clean. Gas and 
RCA WHIRLPOOL appliance "package" plan can help you cut electric models available, 
eosts while you inerease the value of your homes. Join up! Model RKE3700 


. it's easier to sell homes with RCA WHIRLPOOL appliances 
than sell against them. 


Your greatest asset 


<= is our quality performance! 
——— hgoot CORPORATION 


Contract and Builder Sales Division, Administrative Center, Benton Harbor, Michigan 


Manufacturer of RCA WHIRLPOOL Automatic Washers « Wringer Washers 
+ Dryers « Washer-Dryers + Refrigerators « Freezers + Ice Cube Makers - Ranges 
» Air Conditioners + Dishwashers « Food Waste Disposers + Dehumidifiers 


Use of trademarks & ond RCA authorized by trademark owner Radio Cerporotion of Americo 
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Model RKE2700 


RCA WHIRLPOOL food 
waste disposers have extra- 
hard stainless steel grinding ele- 
ments to size and shred wastes 
quickly and quietly. Easy one- 
man installation. Continuous or 
batch feed models available. 
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Other set-in ranges 
combine the good looks of 
built-ins with the installation 
economy of free-standing 
types. Compact unit shown 
is counter-top hung, requires 
no special bracing or pedes- 
tal. Takes only one connection. 


Model $JD-40 


New Connoisseur ranges 
feature popular eye-level ovens 
and pull-out cooktops in free- 
standing ranges that look built 
in. Gas models in 30" and 39” 
sizes, electric models in 30". 
Accessory base cabinets and 
vent hoods also available. 


Upgrade your homes “outside” too! 


cunomauex eicere SION” 


Give your homes 
that extra touch 
with automatic snow 


and ice removal 


Imagine the sales appeal to new 
homebuyers — automatic snow 
and ice removal from sidewalks 
and drives! Yet you can offer 
this “extra touch of luxury” 
easily and economically with 
Chromalox electric Snow-Bar in 
the homes you build. Metal- 
sheathed Snow-Bar installs right 
in blacktop pavements as they 
are laid; takes little extra labor 
or wiring; melts snow at the flip 
of a switch. 


© Metal sheath takes tough 
handling 

© Preformed units fit most jobs 

_ © Lowest installed cost of any 

system 


, Send for Bulletin M 60103 


It details application and 


ra] 


literature. 


HP 


a CHROMA LOX driveways and other areas. 
"" electric SNOW-BAR Edwin L. Wiegand Co. 


Employing square tubes, PLAN HOLD has engineered 
a new file for rolled plans and drawings that makes fil- 
ing fast and easy. Saves space, too. The steel units can be 
used singly on a desk or stacked into master files. In 3 
tube sizes: 2%”, 33%” and 41⁄2” with 36, 16 or 9 tubes 
respectively per unit, and in lengths to 44”. Price per 
unit is the lowest ever for a complete engineering file. 
Ask your engineering supply dealer to show you the new 
PLAN HOLD Square Tube File or write for specification 


installation data for Snow- 
Bar in blacktop sidewalks, 


wm-338 7770 Thomas Blvd. Pittsburgh 8, Pa. 


PLAN HOLD CORPORATION 


21613 Perry Street, Torrance, California 
253 South River Street, Aurora, Illinois 


World's largest 
manufacturer of plan filing systems 
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Wordless signs identify community areas 
and facilities . . . Can you read them? 


Like road signs throughout Europe (though not for the same reason: 
language differences), these signs use simple symbols* to identify—at 
a glance—neighborhood functions in Reston, a satellite city being 
developed 18 miles west of Washington, D.C. 

The signs, 24" on a side and mounted on 7’ posts, are !&" aluminum 
with a maintenance-free enamel finish. Each is two-color—white sym- 
bols on a background color that relates to the subject of the sign 
(purple for churches, deep blue for sailing, bright red for schools). 

The idea for the original signs was developed by Victor Weingarten 
Co., public relations and sales promotion counselors to Reston's de- 
velopers. The signs were designed by Robert P. Gersin Associates, 
design consultants. 

Reston itself, 6,800 planned acres in Fairfax County, Va., is 
scheduled for completion in 1980. By 1965, its owner-developers— 
Simon Enterprises—hope that a junior complex of homes, industry, 
recreation facilities and commercial buildings will be filling out the 
master plan developed by Architects Whittlesey & Conklin. Housing 
will be designed by a number of different architects—including Geddes, 
Brecher, Qualls & Cunningham; Charles M. Goodman Associates; Sat- 
terlee & Smith; and Whittlesey & Conklin—to create variety and design 
interest through the project. 


*If you didn't get 10 out of 12, you should be ashamed of yourself: 
1) Park. 2) Church. 3) Community center. 4) Riding stable and 
bridle path. 5) Swimming pool. 6) Playground. 7) Residential area. 
8) Walkway. 9) School. 10) Tennis court. 11) Golf course. 12) 
Yacht club. 
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Announcing 


the greatest technical 
advance in STRUCTURAL 
LUMBER history! 


*KELECTRO-MECHANICAL 
STRESS RATED 


o— 0 Vo. | LENGTHENS SPANS 


| ; WIDENS SPACING 
Electro-mechanical stress rating | ‘i R E D U C E S S l Z E S 


(machine grading) increases the 


availability of lumber strength | Machine grading of structural lumber is rated by 


grades, simplifies grade stand- $ strength . . . not by appearance or species. Now, for the first 


GESUCHT e TE eh oh time wood can be used as a real engineered product and can 


guesswork out of stress values. . " n " ^ 
compete with other engineered material on even terms. 


And it ends the need to build-in a à 7 . c 
EMSR Lumber (2" dimension in widths of 4", 6", 8", 


big safety margins to allow for | ; 
10" and 12") is electro-mechanically tested and rated by the 


error in visual grading. | 
PFI Continuous Lumber Tester. Each piece is stamped for “E” 


SOURCE: Round Table Report on "Engineered | T " H 
Use of Wood in Tomorrow's House," June, $ and the related “f” value. EMSR Lumber meets FHA Directive 


|| 1963, House and Home. Fi 
No. 1930 and is now appearing on architectural specifications, 
TAKE A NEW LOOK AT POTLATCH in both residential and commercial construction. For all facts 


and governing span tables, mail coupon for EMSR Manual. 


Architect [] Builder O Dealer C Wholesaler C) Other C1 Bradley-Southern Division: Warren, Arkansas 


Lumber Service Manager, Dept. HH-350 l 
Potlatch Forests, Inc., 2590 E. Devon Avenue, Des Plaines, Hlinois l 
pono peng information on Potlatch EMSR ! Look to Potlatch for Everything, in Lumber... 
NAME l i | 
nn. | dd 
ADDRESS | POTLATCH FORESTS, INC. s since 1906 
CITY. ZONE. STATE. | National Sales Offices: 2590 E. Devon Avenue, Des Plaines, Illinois 

l 
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Specify the very latest 
for safety and convenience 


Chere reer ers oese reser sss ereeeeeseeereseesepesesesee 


ely CONCE — 


To use— grasp knob and 
pull out cord — then 
hook knob in retainer 
plate on opposite wall, 


Concealed 
BATHROOM 
CLOTHES LINE 


UP TO 10-FT. WHITE NYLON CORD 
GIVES EXTRA DRYING SPACE 


This new Hall-Mack clothes line provides 
added convenience for all bathrooms, service 
porches and kitchens—for apartments, 
motels and hotels. Attractive and small, the Wall 
chrome-plated case is easily mounted on any Retainer 
wall surface. A strong nylon cord is fed out Plate 
or retrieved by a spring concealed inside. 

Simple installation over the tub furnishes 

ample space for overnight drying of nylons, 

lingerie and other items, 


r^ HANDY — ATTRACTIVE — EASILY INSTALLED 


Mme fealines q! AL MACK 


fersah Aoke— 


INSTALL 


GRAB BARS 
Hall-Mack grab bars add 


safety and convenience — 
are easily installed in 
many practical positions 
to protect grown-ups and 
children from nasty falls 


COMBINATION 
MIRROR AND SHELF 


For guestrooms, 
washrooms or toilet 
rooms — wherever a 
mirror and shelf is 
needed. Easily 
installed. There are 
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Homebuyers' clinic spots 
three common complaints 


Thirty women invited to a Washington idea 
clinic sponsored by NAuB and House & Gar- 
den magazine agreed on these three points: 


1. They want the pantry back. All of the 
women agreed that they needed more kitchen 
storage space than they had in their houses. 
Said one: "Give us as much (storage) as is 
humanly possible.” Said another: “I'd like to 
go backward and have an old-fashioned pan- 
try"—a statement that won quick support. 
The conferees agreed it should be à walk-in 
space, with shelves on all sides. (For one 
example, see H&H, May, page 139.) 


2. They want a bigger master bedroom. 
The idea of a master bedroom large enough 
to accommodate a work desk rated high with 
the group. One woman complained that 
her husband takes work papers to the bed- 
room and uses the dresser as a desk. Said she: 
"Our next master bedroom will be big enough 
for a desk and a lounge chair—a place to 
work and to escape to read the newspaper in 
peace and quiet." 


3. They don't want front lawns. During a 
discussion of outdoor living areas, one par- 
licipant commented that "front lawns are 
ridiculous for most of us in the suburbs. They 
require maintenance but do not provide pri- 
vacy." This comment was seconded by many 
of the group, who agreed they'd like less open 
space in front of the house, more in the back. 
Trouble is, of course, that most suburban zon- 
ing laws force front setbacks, making the 
front-lawn almost inevitable. But the light is 
dawning. 

The clinic was the first of six, all on the 
subject of how homeowners think their houses 
could be improved. The others are to be 
held in Boston, Cincinnati, Fort Worth, Los 
Angeles, and Portland, Ore. 


Texas builder offers 


in tub or shower. There 20-year warranty 


are no limits to the 
combinations possible 


no obstructions to 
prevent easy, efficient 
cleaning by house- 


Just two months ago (H&H, July) Columbus 
Builder Ernest G. Fritsche began offering a 


with Hall-Mack grab bars. 


new ideas— 


ON BATHROOM 
PLANNING 


Hall-Mack's colorful new 
brochure, “Accent on 
Accessories" is full of 
original bathroom ideas 
designed and produced 
by Hall-Mack. Write 
for your free copy today, 


keeper, maid or 
janitor. The 5” wide 
stainless steel shelf is 
permanently attached 
to mirror back. 


Pee eres ere ree sere sseersessseses 


. Available in two sizes— 
L 16” x 23%,” and 18"x 27%.” 


HALL-MACK COMPANY 
a (extron! company jHH-963! 
1380 W. Washington Blvd., Los Angeles 7, Calif. 


Please send your "Accent on Accessories” 
brochure to — 


Name —— 
(PLEASE PRINT) 
Address 
City. Zone — State 


Sold by leading plumbing, tile and hardware dealers everywhere. 


62 


10-year warranty on the structural parts of 
his house. Last month (H&H, Aug.) Houston 
Builder Downey Bros. announced a 10-year 
warranty. Now, Dal-Mac Climax Inc. of 
Plano, Tex. has announced a 20-year war- 
ranty. Like other builders who have extended 
their warranty period far beyond the one- 
year FHA-VA requirement, Dal-Mac makes 
clear that the warranty covers structural parts 
only. Dal-Mac’s warranty is actually made 
by its supplier, Irving Lumber Co. of Plano 
and in turn guaranteed by Weyerhaeuser Co. 
The houses are merchandised as "Weyer- 
haeuser registered." 

Dal-Mac began issuing warranties only 
three months ago. So far, nine houses have 
been completed under the program, four of 
them models. The other five were sold on 
contract. Says Sales Manager James R. For- 
rester: "We think the 20-year warranty in- 
fluenced the sale of all five contract jobs and 
we know the sale of at least two was largely 
attributable to it." 


Letters start on p. 73 
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time saver! 


sts money! VANGUARD 


Every tick of the clock co 
ey. Takes less time to 


saves you time and mon 


install; reduces your installation costs. 


VANGUARD'S smart design and smooth opera- 
tion start selling prospects right at the front 
door; keep on selling all through the 
house. This is solid quality.. .depend- 
ability . . -lasting performance. 


You profit on every door. Install 


VANGUARD by Weslock now. 


does more for every door! 


Huntington Park, California 
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Why this sign 
will help you sell 
more homes! 


When your homes are Blue Star Homes, things happen. 


American Gas Association's million dollar-plus Blue Star promotion goes 
to work for you. Powerful advertising, both national and local, is beamed at 
potential home buyers. A complete kit of tested selling tools is placed at your 
disposal. 


House hunters are told and sold on the extras found only in a Blue Star 
Home . . . they're made familiar with the Blue Star Home sign . . . they're 
reminded in ad after ad to “look for this sign of a quality home." 

House hunters are pre-sold on the advantages of the modern Gas appli- 
ances they will find in a Blue Star Home. 

Your local Gas company representative will give you full details about 
how the Blue Star Home promotion will help you sell more homes. Ask him. 

AMERICAN GAS ASSOCIATION 


GO MODERN-GO GAS 
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Home buyers’ favorite . . . 
GAS HEAT! 


8 out of 10 new home buyers across the U.S. 
choose economical, quiet, efficient, clean, modern 
Gas heat . . . enjoy lower fuel bills, proved per- 
formance. More than 2614 million satisfied home- 
owners use Gas heat. Gas units can be planned to 
usc the same ducts for both heating and cooling, so 
that Gas cooling easily can be added at any time. 


Home buyers' favorite . . . 
GAS COOKING! 


Gas ranges . . , built-in, wall hung, free standing, 
or slide-in . . . are far and away the most popular. 
Cost you less to install, too. And they feature 
modern advances like the Burner-with-a-Brain * 
that turns itself up and down automatically to hold 
the correct temperature. No finer ranges are 
made than those built to Gold Star standards. 


Home buyers' favorite . . . 


GAS WATER HEATING! 


With economical, dependable Gas, homeowners 
arc sure of all the hot water they need, when they 
need it. No wonder a Gas water heater is pre- 
ferred, And a Gas dryer is faster, more economical, 
leaves clothes soft and fluffy, white and bright. 


~ 


parus , 
*A.G.A. Mark ©Am. Gas Assoc, Inc. 


Í L US these modern features that make your homes more appealing to prospects: Smokeless, 


odorless Gas incinerators climinate daily garbage and trash carrying, place your home in a 


cleaner, quieter, more modern setting. Gas refrigerators cost less to run, have le: 


moving parts to break down, give new convenience in ice making with no trays. 
Outdoor Gas Lights add beauty, warmth, distinction to your driveway, patio, 
yard, doorway . . . impress prospects coming and going. 


ONLY HOMES OFFERING BUYERS 
THE ADVANTAGES OF MODERN 
GAS APPLIANCES CAN BE 
CALLED BLUE STAR HOMES. 
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Blue Star Sign means 


home buyers can 
LIVE MODERN 
FOR LESS 
WITH... 
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rere BAST oa 


JUMBO WOODTEX 300 


SUPERIORITY 


PART OF 
OUR PRODUCT 


Certain-teea 


BUILDING PRODUCTS 


the “Crown Jewel of Roofing” ... has been created by the 
expert hands of Certain-teed, the company which has pio- 
neered practically every new breakthrough in the manufac- 
ture of asphalt roofing products. Examples: felt produced 
from fresh wood fibers, the Millerizing process of saturating 
felt with asphalt, automatic controls for uniform granule 
application, the Walton device for blending colors and 
abolishing pattern monotony. Now, Certain-teed presents 
the finest asphalt shingle available today .. . Jumbo 
Woodtex 300, with vivid new shadow line, distinct texture, 
and unique color styling. This heavy, rugged shingle carries 
the UL label and is backed by 25-year bond to give the 
ultimate in protection from wind, rain, sun and fire. Give 
your customers this superior product that will add to your 
reputation. Certain-teed Products Corporation, Ardmore/Pa. 


PLANTS AND OFFICES 
THROUGHOUT THE UNITED STATES 


Only from Roper... a full line... gas or electric 
eye-level Charms, counter built-ins, and built-ins 


completely interchangeable 


When you build for a Roper you can meet any customer 
preference...with no carpenter call-backs ever! 


You'll never have to change a cabinet dimension when the size and shape of cabinet cutouts. 

you plan for a Roper. Comparable models in gas or One more big advantage. No matter which fuel your 
electric have exactly the same dimensions. And features customer prefers, there's no change in Roper quality. 
can be varied in matching models without affecting ^ Gas or electric, it’s obviously better. 


Gas and Electric Ranges by Roper 
C —— 
C5 ROPER 
p n c RN 


Four generations of America's smart homemakers have relied on Roper George D. Roper Corporation, Kankakee, Ill. 
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THESE 
HOMES 


Air Conditioned |= 
by 
YORK 


E 


PROBLEM 


Provide quality air conditioning 
for project homes and 
garden apartments 


SOLUTION ... THE YORK 


that gives you application flexibility — 


Here's a builders’ package that 
makes it easy to install air condition- 
ing in homes, apartments and small 
stores! It’s the York Flex-O-Metic 
. .. the compact, versatile air condi- 
tioning system that assures low cost 
installation and customer satisfaction. 


Application flexibility! The 
Flex-O-Metic system gives you a 
wide choice of location for cooling 
coil and furnace: in a closet, alcove, 
basement, utility room, attic or crawl 
space. Flex-O-Metic heat exhaust 
section is located outside the home, 


on a slab; or it may be installed on the 
roof where it is completely out of sight. 


Teams with any furnace! The 
York Flex-O-Metic system may be 
installed with a matched Borg-Warner 
Furnace —or may be adapted to any 
warm air heating system, using the 
upflow type cooling coil. And, for 
1963, there is a duct coil that 
lends itself to space-saving attic, 
alcove or crawl space installations. 


Easy, trouble-free installation! 
Flex-O-Metic systems feature famous 
York Quick-Connect Couplings; tub- 


ing that connects heat exhaust section 
to cooling coil is pre-charged. Just a 
turn of the wrench makes the connec- 
tion, with no field charging, no braz- 
ing, no field assembly of several parts. 


Quality cooling! The York Flex-O- 
Metic is an ideal system for builders 
who want to offer year-round comfort 
at competitive prices. The system is 
simple, flexible and compact; yet it 
offers true York quality. Available in 
two sizes —24,000 BTU/hr and 34,000 
BTU/hr —the new Flex-O-Metic sys- 
tem meets the builder's need for a 


With furnace installed in basement, upflow type coil Rooftop location of heat exhaust section 
is used. Flex-O-Metic heat exhaust section is located is widely used for garden type apartments. 
outside home, on a ground level concrete slab. Furnace and coil are in closet or alcove. 


Many ranch type homes 
have horizontal furnace, 
located in attic. 
Flex-O-Metic duct coil 
is used, with heat ex- 
haust section located on 
slab outside, 


This symbol of the Air-Conditioning 
and Refrigeration Institute means 
that the equipment bearing it 

will render full performance under 
the ARI Standard. 


easy, low-cost installation! 


versatile air conditioning system for conditioning systems for builders, 
homes, garden type apartments and see your nearby York Sales Office; or 
small commercial buildings. write directly to York Corporation, 

York, Pennsylvania. In Canada, call 
Want more facts? For complete or write Shipley Company of Canada, 
information on the York Flex-O-Metic Ltd., Rexdale Boulevard, Toronto, 
and other advanced residential air Canada. 


CORPORATION 

Subsidiary of Borg-Warner Corp. 

YORK, PENNSYLVANIA & 
© 


THE QUALITY NAME IN AIR CONDITIONING AND REFRIGERATION 


Fully weatherproofed Flex-O-Metic 
heat exhaust section of zinc grip steel 
is finished with baked-on enamel for 
outdoor installation. 


BORG-WARNER 
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Your home-buying and home-building prospects are learning about this window . . . and the advantages of welded insulating glass... through 
Continuing advertising in the pages of LIFE, BETTER HOMES & GARDENS, AMERICAN HOME, HOUSE BEAUTIFUL, and HOUSE & GARDEN. 


d 
NEW! ANDERSEN NARROLINE WINDOW 


Give your customers these O Removable grilles for easier cleaning! 
,, 44 n Another exciting Andersen 
benefits of a care-free extra with built-in customer 
] appeal. Custom-made snap- 
double-hung windo W... on grilles of Implex "pop out" 
e , ’ / for easy window cleaning. 
at no premium ín price. They simply “plug-in” to 
small grommets located in the 
sash. When installed without 
griles, a touch of paint or 
stain covers any trace of the 
For the first time in a double-hung design, you can offer grommet. Grilles take paint 
your customers the extra convenience of welded insulating readily (but never have to 
glass. Eliminates the bother of storm windows forever. No have it), won’t warp, and can 
washing, handling or storing. It’s so weathertight, there’s be wiped clean with a damp 
no compromise in fuel-saving economy. Yet the Andersen cloth. Available asa horizontal 
Narroline with insulating glass costs no more than an bar or in a variety of divided- 

ordinary window with a combination storm window. light patterns. 


O No more struggling with storm windows! 


HOUSE & HOME 


AW 


Two fewer glass surfaces to clean! 


indow washing heads the list as the household chore that 
ousewives like least! With Andersen Narrolines and in- 
ulating glass in your homes, there aren’t any storm 
indows to clean or handle...and you have a selling 
oint that’s bound to be a hit! 


size for every job—With the new Andersen Narro- 
ine, you can offer the design options of a custom-made 
nit! They come in 44 standard sizes . . . can be used as 
ingles, multiples, or in combination with one of nine 
atched picture windows. 

The new Andersen Narroline . . . today's greatest 
indow value for you and your customers . . . offering 
mooth operation, weathertightness, and convenience never 
efore found in a double-hung design. 

Seeit today at your Andersen lumber or millwork dealer. 
r send coupon for complete descriptive information. 
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FOR THE FIRST TIME... 
A DOUBLE-HUNG WINDOW SO WEATHERTIGHT 
THAT WELDED INSULATING GLASS IS PRACTICAL 


(Andersen welded glass is Thermopane* or Twindow*) 


THIS SIGN IN YOUR WINDOWS PUTS EXTRA SALES APPEAL IN YOUR HOMES 


d 
AVAILABLE WITH WELDED INSULATING GLASS 


YES! | WANT MORE INFORMATION ABOUT 
THE NEW NARROLINE. 


Send size tables, details, and price information. 


Name 


Firm Name 


City. Zone. State. 
Andersen Corporation + Bayport, Minnesota 


Andersen Windowall 


TRADEMARK OF ANDERSEN CORPORATION 


... America’s Most Wanted Windows 
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Now save up to *100 per home 
with ABS pipe and fittings for DWV 


x 


Easiest on-site 
assembly! 


HEAVY DUTY ABS PIPE POLYMERS 


Jimply multiply $100 by the number of homes 
you will build and see why it is so important for 
you to specify ABS pipe for DWV! Yet saving 
dollars, on materials and installation, is only one 
important advantage offered by ABS DWV. 

Profit-wise builders should consider that skilled 
workmen can install ABS pipe and fittings made 
of Cycotac brand HEAVY DUTY POLYMERS 
faster than copper or cast iron. On-site assembly 
requires only an ordinary saw, a brush and a can 


MARBON CHEMICAL bvision WASHINGTON, WEST VIRGINIA 


of solvent cement. One man easily lifts an entire 
basement assembly and attaches it in position. And 
heavy duty Cycotac ABS actually out-performs 
conventional materials in DWV systems. It’s smooth 
and chemical resistant... won't corrode, resists 
build-up, and is unaffected by hot drainage water. 

Get all the facts, now, from our new “ABS Pipe 
Manual, Book IV" ... just off the press. Write for 
your free copy on your company letterhead. Please 
address your letter to Dept. HH-963. 


CYCOLAC IS A REGISTERED TRADEMARK OF BORG-WARNER 
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CHEMICAL 


BORG-WARNER 


LETTERS 


Federal housing policies . . . Market research .. . Rx for more townhouses 


The many-fingered federal puppeteer 


H&H; Your two stories on our federal govern- 
ment's housing programs [June and July] are 
most interesting, educational, and frightening. 
When programs designed to help special in- 
terest groups fail, the people demand a dif- 
ferent approach. This approach, fostered in 
hysteria, generally undoes what good has been 
done and brings complete government dom- 
ination with its waste and confusion. Private 
enterprise has made the U.S. the No. 1 
nation in the world. Why should we abandon 
it in housing? 

Henry A. Buss, past president 

U. S. Savings & Loan League 


H&H: No one in the mortgage banking busi- 
ness can disagree with your thoughts. We 
strongly oppose the creation of a new cabinet 
post for housing, as was attempted by the 
Administration and defeated by Congress last 
year. FHA and its market-oriented activities 
should be divorced from nura and should be 
allowed to operate independently as a pri- 
vately supported instrument with the primary 
purpose of developing a better home mortgage 
market. This would tend to reduce the cost 
of housing as it is affected by financing, and 
should let HHFA concentrate all its efforts on 
special programs and socialized housing, as it 
apparently desires to do. 

Carton S. STALLARD, past president 

Mortgage Bankers Assn. 


H&H: ... I agree with almost every line you 
wrote. Not only that, but it has never been 
so well said. I only wish the solution could 
be stated as clearly as you put the problem. 
I am concerned that the housing industry 
has been hooked on the narcotic of financing 
gimmicks for so long it couldn't survive the 
shock of sudden withdrawal. 

The builder hasn't profited from that rising 
cost curve you show. Average margins are 
much lower than in 1948, but as long as 
houses are bought on the basis of down pay- 
ments and monthly payments instead of price, 
builders and buyers won't bring pressure for 
the basic reforms that are needed. One of 
the greatest needs is for sensible and uniform 
codes. There is so much code variation that 
true mass production is impossible. 

I have been fascinated by the idea of a 
single land tax for years. It seems reasonable 
to believe that it would help keep land prices 
down. It certainly would minimize leap- 
frogging in land development. To the extent 
that a man would not be penalized by higher 
taxes on improvements, it would encourage 
higher standards in housing and maintenance, 
and could be one answer to the urban re- 
newal problem. 

IrvING Rose, president 
Advance Mortgage Corp., Detroit 


H&H: I read “The many-fingered federal 
puppeteer” avidly when it came out. I'd been 
having trouble getting the many fingers dis- 
tinguished. You did a grand job. 

I agree with your general position. I would 
quibble over whether interest is not also a 
cost, and a very important one, but that is 
just a matter of choice of words. Certainly 
it has been easier to subsidize housing through 
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lowering this cost than attacking others, and 
the result is, as you say, to encourage in- 
flation of other costs. 

A minor point you bring out is quite 
important: Today's glut of mortgage money 
is a result of sticky federally manipulated 
interest rates. The glut is misleading, Actu- 
ally this is a period of credit stringency, with 
interest rates at 30-year highs, and much real 
estate being liquidated to get cash. Money is 
abundant only at very high rates and in 
certain markets. 

MASON GAFFNEY, chairman designate 
Economics Dept. University of Wisconsin 
Milwaukee 


H&H: You did a real service in putting 
together in one place the story of how housing 
got that way, what the situation is now, what 
it portends for the future. I like the way you 
did it. The excessively easy terms authorized 
and encouraged by government agencies are 
the primary if not almost the sole cause 
of the present trend in the foreclosure rate. 
This in itself should be a warning signal for 
the future. But I fear that here again we 
learn that we do not learn from history. 

Oscar R., KnEUTZ, past president 

National League of Insured Savings Assns. 


The new housing industry 


H&H: Congratulations on the excellent series 
"The new housing industry." You have drawn 
on a wealth of background information, sup- 
plemented by investigation and anal 
expressed pointed and thought-provoking ob- 
servations. My thinking concurs with yours 
that there is a real cost problem in housing 
and credit has too often blocked its solution 
[The many-fingered federal puppeteer]. 

We should not overlook, however, that 
much progress has been and is being made, 
although there is still much more to be done. 
While the gains may seem scattered and 
small, they reflect intensive research and 
development, which we can document for our 
company. There is always the desire to 
achieve dramatic breakthroughs; indeed, this 
is a never ending goal. In practice, progress 
comes more through evolutionary changes 
which take cognizance of housing's complex 
political, social, and economic environment. 

WaLrER E. HoapLey, vice president 
Armstrong Cork Co., Lancaster, Pa. 


Market research 


H&H: Excellent article on research [*Market 
research: Housings most neglected selling 
tool" n&H, July]. Thorough, to the point, 
and graphic. Some readers might misconstrue 
my position on the importance of marketing 
research—or market investigation as I like 
to call it. It’s true that builders call me in 


to put out a fire, which they think can be 
done with a magic bucket of marketing facts 
when the fire really needs revision in man- 
agement practices or personnel. But these are 
the exceptions. Some of the most colossal 
pratt-falls in the business could have been 
avoided with a minimum of investigation— 
wrong styles, wrong prices, wrong type of 
housing, over-diversification, unreal forecasts. 

Put me in the camp that exhorts builders 
to spend time and money to approach a risky 
business in a business-like manner. I've been 
preaching this for eight years—and I'm 
not discouraged. Progress in inches is better 
than none at all. 

James H. MILLS 

Home Facts Research Inc., New Canaan, Conn. 


H&H: I hope it will open some eyes, There 
is only one point that you omitted: market 
data being made available to builders by 
their local associations. As research consult- 
ant to the Houston Home Builders Assn. and 
the Houston Apartment Assn., I have tried to 
make my analysis and reports meaningful to 
the majority of members of each of these 
groups. But those who need my work most 
seem to use it least—small builders who can- 
not afford to lose a dime and larger builders 
who lose too many dimes and get in financial 
trouble. The younger, more progressive 
builders make very good use of the reports. 

ELIZABETH GREGORY. MORGAN 

Morgan Research Associates, Houston 


Patio townhouses 


H&H: I hope the homebuilding industry can 
apply the patio house concept [“L-shaped 
patio townhouses: fresh answer to high land 
costs,” H&H July] in this country as success- 
fully as it is done abroad. Two things more 
are needed: 1) zone residential areas at a 
density between free-standing and garden- 
apartment housing and 2) standardize the 
core components of the big L-shape to allow 
a variety of interior living arrangements. 
The potential appeal of patio-house living in 
town may help bring us nearer to both. 

WILLIAM K, WiTTAUSCH, housing manager 

Stanford Research Institute 

South Pasadena, Calif. 
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THE MAGIC OF 
SANTA ROSA 
TRANSFORMS 
APARTMENT 
HOUSES 

INTO HOMES - 


Palco Santa Rosa saw- 
textured redwood brings 
warmth and beauty to gar- 
den apartments. Used in- 
side and outside, itachieves 
a comfortable, friendly atmosphere. And Santa Rosa is the 
recommended California redwood product for natural 
finishes. Its textured surface weathers better. And holds 
finishes longer, with less maintenance! Manufactured to 
Palco's exceptional standard for "Architectural Quality”, 
and wrapped in plasticized paper to protect sales appeal. 
Two folders offered: (1) Recommended Exterior Redwood 
Finishes and (2) Redwood Design Ideas for Apartments. 
Write today. 


PALCO SANTA ROSA REDWOOD 


Architectural Quality Redwood 
THE PACIFIC LUMBER COMPANY 


San Francisco: 100 Bush Street, GA 1-3717» Chicago: 35 East Wacker Drive, RA 6-3622 
San Marino, California: 2540 Huntington Drive, CU 3-9078 


HOUSE & HOME 


Basic building materials for houses that sell! 


The walls are up. The roof is on. The 
floors are down—but not done until they're 
carpeted. 

That’s the way most women feel about 
new houses. To them, carpeting gives every 
room a more finished, more luxurious look. 

That’s why you'll build houses that sell 
faster when you finish them—with carpeting 
of 100% Caprolan® nylon pile. Makes every 
room look more expensive. But it doesn't 
have to be more expensive. 

Instead of investing in finished floor- 
ing, have your local carpet retailer install 
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carpeting of Caprolan nylon over plywood 
subflooring. 

By working with a retailer, you can 
give your customers their choice from the 
widest possible selection of colors and pat- 
terns. (And you're not bothered with inven- 
tory, installation, or call-backs.) 

By featuring Caprolan nylon carpets, 
you get all the extra sales-power Caprolan 
builds into famous-name carpeting. Beauty 
to match the homes you sell. Color that's 
deep-dyed to stay brilliant. Ruggedness to 
stand up to heavy traffic, year after year. 


So to build homes that sell faster, in- 
clude carpeting of Caprolan nylon in your 
basic building materials. And include it in 
the purchase price. It makes a package that 
no woman can resist! 

American, Bemporad, Callaway, Lewis, 
Loomtex, Roman and | 
Trend are just a few of the 
many fine mills making 


carpet of Caprolan nylon. 
Fiber Marketing Dept., 261 Madison Ave., N.Y. 16, N.Y. 


caprolan nylon 
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How did Perl-Mack sell 


58 air-conditioned 
homes on a day like this? 


‘We did it because central air conditioning 
helps sell homes in any kind of weather," 
answers Sam Primack, Perl-Mack Homes, 
Inc.Thissuccessful Denver,Colorado,com- 
pany had a snowstorm the day they un- 
veiled 10 model homes in their ‘‘North- 
glenn” development — but they went right 
ahead with their opening anyway. A Sun- 
day newspaper ad drew 8,000 people to 
thesite, and 58air-conditioned homes were 
sold on the spot. During the five-month 
period following the opening, over 600 net 
home sales were made. 
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Point is: You, too, can boost sales by in- 
cluding centralair conditioning as a stand- 
ard feature in your homes. Besides Perl- 
Mack Homes, many other builders have 
done just this through promotions such as 
the “Crowning Touch." For complete facts 
on centralairconditioning,send thecoupon 
for our free booklet. 

Address to: Du Pont, 

FREON? Products 
Division, N-2420, — 
HH7, Wilmington 98, gener Tings 
Delaware. thro 


Better Living 


SEND FOR FREE BOOKLET 

Du Pont Company 

Freon Products Division, N-2420, HH9 
Wilmington 98, Delaware 

Please send booklet on central air conditioning. 


Name 


Title 


Company. 


Address. 
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In this cross sectional photo, edge of ceiling tile has been cut away to show how new BOSTITCH Gyplok Tacker places 
two staples through ceiling tile into gypsum lath or gypsum board. Second staple is driven over first—and flares out 
for extra holding power. Spring crown of first staple holds tacker in position for accurate driving of second staple. 


APPLY CEILING TILE 
DIRECTLY TO 
GYPSUM LATH 

OR GYPSUM BOARD 
WITH THE 

NEW BOSTITCH 


GYPLOK TACKER 
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To make a big saving in both time 
and material costs. 

Especially developed by BOSTITCH, 
this entirely new principle involves two 
staples—the first one is driven straight, 
then the second is driven over the first 
and flares out to furnish the required 
holding power. The spring-crown shape 
of the staple and the design of the 
driver make it easy to locate the second 
staple accurately. 

This forward step in fastening ceiling 
tile to gypsum lath or gypsum board 
eliminates mastics, produces holding 
power well above acceptable minimums. 

You get a really clean, owner-pleasing 
job that saves you time, money, and 


manpower in installation. This is one 
more example of how BOSTITCH leads 
the way to help you get better profits 
through faster fastening methods. 

For all the up-to-date facts, call your 
BOSTITCH representative. He has the 
latest list of ceiling tile manufacturers 
who have approved this new method for 
use on their products. Call him soon. 


Fasten it better and faster with 


BOSTITCH 


STAPLERS AND STAPLES 


529 Briggs Drive, East Greenwich, R. |. 


A NEW ALAL IN HOME DESIGN 


Ladies Home Journal’ s 
Add-On House of 1963 


Ladies Home Journal's Home of the Year, designed 
by John Brenneman, AIA, Home Building Editor, 
now brings within reach of almost any couple a 
handsome home of long-lasting quality at a reason- 
able price. Called the "Add-On House," this home 
is built in stages as the family and its income grow. 
Yet at all times it's a complete living unit. Built by 
The Crawford Corp. in Baton Rouge, Louisiana, the 
house will be distributed by a nationwide group 
of homebuilders. 


SEASON 83 AINE electric 


comfort conditioning system 


Season-Aire comfort conditioning was selected for 
the Journal's Add-On House for its new all-electric 
all-season approach to whole house climate control. 
Season-Aire heats and humidifies in winter; cools 
and dehumidifies in summer; provides clean, fil- 
tered mountain-fresh air everyday of the year. For 
full details—write for Season-Aire Bulletin R20101. 


Smooth-Air Baseboards or Floor Drop-  Central-Air Unit mounts in basement Cool-Air Chiller installs outdoors; 
In Units distribute preconditioned air;inte- or crawl space; supplies base heating pumps refrigerated solution to cooling 
gral electric heating elements provide and cooling load, electronic filtering, coil in Central-Air Unit; provides cool- 
room-by-room heat control. humidification and deodorizing. ing and dehumidification. 


C chromalox ELECTRIC heating/cooling 


Edwin L. Wiegand Company, 7770 THOMAS BOULEVARD, PITTSBURGH 8, PA. 
WR-55B 


This nine-room home is crowded with distinctive features, including a sunken living room highlighted with a fireplace that nearly covers 
one wall. Pre-wiring provided for Home Interphone service, which lets the owners talk room to room and answer the door by phone. 


In Dayton, Ohio, this home sold for 558,900 


(**...and features like concealed telephone wiring demonstrated its quality," says John E. Duckro) 


"Before I built my first house 
eight years ago, I went to the 
telephone company to find out 
about the latest telephone con- 
veniences," recalls Mr. Duckro, 
president of John E. Duckro, Inc. 
“T’ve been sold on concealed tele- 
phone wiring ever since. 

“My buyers feel the same way. 


There's no tearing up walls or 
harming the beauty of a room 
later on as telephone needs change. 
I have built-in telephone outlets 
placed in every room, including 
bathrooms, laundry rooms and the 
garage and patio. 

“Concealed wiring should be in- 
stalled as a matter of course by 


any responsible builder. I wouldn't 
build a home without it." 


NEC NES 


Call your Bell Telephone Company Archi- 
tects’ and Builders’ Service for help in 
telephone-planning your homes. Also, see 
Sweet's Light Construction File, 11c/ Be. 
For commercial installations, Sweet's Archi- 
tectural File, 33a/ Be. 


BELL TELEPHONE SYSTEM 


Why is thinwall drainage tubing 


Tus 


... BECAUSE BIG BUILDINGS CAN'T 
RISK PLUMBING DRAINAGE FAILURE! 


In commercial and community buildings, stores, hospi- 
tals, schools, offices and other high traffic buildings, you 
rarely find DWV copper tubing used for drainage piping. 
Most likely, it's cast iron soil pipe— chosen for demon- 
strated dependability. This is a most significant fact to 
home builders, architects, building materials specifiers, 
as well as home buyers. 

'There can be no thought of compromise with drainage 
piping dependability where the personal health of one 
person or thousands is involved. 

Beginning with a comparison of wall thickness...the 


known performance of cast iron soil pipe under exposure 
to acids and chemicals in ordinary sewage...and along 
with other advantages shown at right... DWV copper 
cannot begin to substitute for modern € cast iron soil 
pipe. 'These facts are worth remembering when you 
ainage piping for homes you build. 

You can use iron soil pipe to help sell your 
homes. Its very appearance suggests durability and 
quality, and freedom from costly maintenance. Our two 
new folders will give you all of the important selling 
facts. Get them today. Mail the coupon! 


choose plumbing 


HOUSE & HOME 


so rarely used downtown’? 


Cast iron soil pipe—a rugged nominal wall Cast iron soil pipe is nailproof! Accidental Cast iron soil pipe resists corrosive bathroom 
thickness about four times that of soft, thin- puncture of drain lines or stack can't happen wastes that attack thinwall DWV copper 
wall DWV copper tubing. You can See... with cast iron soil pipe. Plumber's "snake" drainage tubing—as demonstrated by actual 
Feel...and Hear the Difference! does no damage from inside the pipe. experience. (Ask to see the evidence.) 


Cast iron soil pipe takes household chemicals No embarrassing bathroom noises! Thick- Cast iron soil pipe gives long, long service. 
in stride! Detergents and drain cleaners walled cast iron soil pipe muffles gurgling It is not unusual to find cast iron soil pipe 
have little corrosive effect on cast iron soil water sounds, quiets vibration noise—the installations which have served through three 
pipe—even after many years of use. sign of a quality plumbing installation. Thin- generations—about 100 years. 


wall DWV copper tubing amplifies sounds. 


Modern 10-foot lengths of cast iron soil pipe q symbol of top quality. This insignia on Cast iron soil pipe under the floor and to the 

save installation time and cost. Fewer joints cast iron soil pipe and fittings guar- street sewer gives maximum protection 

are needed in any drainage system in the antees these products are American-made, against infiltration, root penetration, crush- 

house and to the street sewer. and meet the rigid specifications adopted ing, pipe-joint failure. No substitute drain- 
by the Cast Iron Soil Pipe Institute. age piping can match it. 


Cast Iron Soil Pipe Institute, Dept. K. 
205 W. Wacker Drive, Chicago 6, III. 


Gentlemen: Please send the two helpful folders: "Cast Iron 
Soil Pipe or Thinwall Copper Tubing?"'...and "Why the Sewer 
Line From Your House to Street Should be Cast Iron Soil Pipe." 


Firm name. 


Your name, Title 


Address 
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Marlite paneling is used throughout the new Akron Orthopedic Clinic designed by Wagner and Luxmore. 
The corridor features beige Plank; treatment rooms are paneled in various colors of Marlite Plank, 


Specify Marlite for clean, modern interiors 
...its practically maintenance-free! 


Any interior takes on a beautiful new look — and stays 
that way for years — when Marlite paneling is installed 
on the walls. That's because Marlite's soilproof baked 
finish resists heat, moisture, stains, dents. Marlite goes 
up fast, never needs painting or further protection 

. and most important, it wipes clean with a damp 
cloth . . . pushes maintenance costs to a new low! And 


Marlite gives your clients a wide choice of distinctive 
colors, patterns and authentic Trendwood® reproduc- 
tions for creating beautiful wash-and-wear interiors— 
anywhere. For complete information, see your building 
materials dealer, consult Sweet's Files, or write Mar- 
lite Division of Masonite Corporation, Dept. 922, 
Dover, Ohio. 


e ® 
Marlite plastic-finished paneling 


ANOTHER QUALITY PRODUCT OF MASONITE” RESEARCH 


MARLITE BRANCH OFFICES AND WAREHOUSES: 204 Permalume Place N.W., Atlanta 18, Georgia * 18 Moulton Street, Cambridge 38, Mass. * 4545 
James Place, Melrose Park, Illinois (Chicago) * 8908 Chancellor Row, Dallas 7, Texas * 1657 Powell Street, Emeryville, California (Oakland) * 3050 
Leonis Blvd., Los Angeles 58, California * 39 Windsor Avenue, Mineola, 


L. L (New York) * 2440 Sixth Avenue So., Seattle 4, Washington 
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“Which heating system 
can sell more homes for you?" 


NOFI's expert, Mike Reed, gives you the answer on the following page. 


“The only reason you should plan 
on a particular type of heating in 
the homes you build is if—and it’s 


a mighty important if—that sys- 
tem gives you more selling advan- 
tages than any other. Look at it, 


cold turkey, and there’s only one 
conclusion. In most areas—the 
great majority of areas in the East 
and Midwest — Oil gives your 
houses more sales appeal. 

"Granted, the installation cost 


for other fuels may be a bit lower. 


You may think only of that and be 
apt to say, That's for me: But you 
want to sell more homes. So think 
of this: The public is generally not 


aware that an Oil heating instal- 


Mike Reed, NOFI'S advisor to the 
building trade, takes a cold 
look at the selling advantages 
Of different heating 

systems for new homes. 


lation has a higher cost (it’s only 
a dollar a month on the average 
mortgage). But they do know Oil’s 
reputation for safe, even, depend- 
able heat—and that in many areas 
it has a lower operating cost. 
They'll buy quicker, pay more, if 
your house is heated by Oil. 

“It's a strong inducement when 
you offer them this quality item. 
And, | repeat, the lower operating 
cost of Oil in many areas is a pow- 
erful additional selling weapon 


for you. 

“Other advantages: With Oil, 
you control job progress. You don’t 
have to depend on the extension 
of mains or laterals to get houses 


ready for delivery as you do with 
other fuels. When you depend on 
a utility, weather and other haz- 
ards can intervene, causing delays, 
hiking costs. And, when houses 
are built during winter, they fre- 
quently must be kept heated. Here 
Oil can save you $40 to $50 per 
house over other fuel. 

"|'m anxious to show you how 
you can profit with Oil heating 
systems. Let me hear from you. 
I'm always at your service." 


Mike Reed 


NATIONAL OIL FUEL INSTITUTE, INC. 
60 East 42nd St., New York, N.Y. 


How much easier can you 
sell a house that could look 
new for 15, 20, or 25 years? 


Investigate a new Du Pont 
film finish called TEDLAR 
and find out. 


"a 
"n 
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Location: Baton Rouge, La., Architect: John Brenneman, A.I.A., Home-Building 
Editor, LADIES' HOME JOURNAL. Builder: Crawford Corp., Baton Rouge, La. Build- 
ing panels by United States Plywood Corp. are surfaced with TEDLAR. 


THE LADIES' HOME JOURNAL uses TEDLAR* PVF 
film as the finish for building panels on its first 
unit house (above). Completely modern in design, 
construction and materials, this house is planned 
as a whole, but can be built in stages. 


Building panels like these, surfaced with TEDLAR, 
have already been on test houses for five years. 
They still look like new. TEDLAR is extremely 
durable: the plywood panels on the Unit House 
could stay new-looking for 15, 20, perhaps even 
25 years. So could the houses you're building 
now. Turn the page to find out more. 


u Pont registered trademark for its PVF film. 


TEDLAR- a film, not a liquid 


TEDLAR* is a film, not a liquid or a spray. 

Du Pont checks it for color, uniformity, thickness 
and quality, and sells it to building-product 
manufacturers who bond it—with special 
adhesives—to siding, roofing and other building 
products. This bond is so good that TEDLAR 
becomes a part of the material it protects. 


TEDLAR is weather-proven 


On racks like this in Florida, Arizona and 
New York, samples of TEDLAR bonded to 
metal and wood have been weathered for up 
to six years. They haven't noticeably faded 
or chalked. 


On test houses, products surfaced with 
TEDLAR have been up for five years. 
They've resisted chipping, crazing and 
blistering. Through rain, wind,cold, humidity, 
even sandstcrms, TEDLAR looks new. 


TEDLAR lasts 


Chances are the lap siding with TEDLAR 
on this new house won't need refinishing 
for at least 15 years, maybe much longer. 
TEDLAR can offer this same long-term 
freedom from refinishing on your homes. 


Today's buyers are deeply concerned about 
low maintenance and resale value. With 
TEDLAR you'll have a meaningful sales plus. 


*Du Pont registered trademark for its PVF film. 


TEDLAR resists on-site damage 


Normal scuffing and marking have little effect 
on surfaces of TEDLAR. You save time, money 
and material, and have fewer call-backs to 

cut your profit. 


Your buyer is happy with the looks 

of the finish on his house from the day 
he moves in...and, quite possibly, 

till the day he moves out. 


TEDLAR cleans easily 


Because it’s tough and smooth, TEDLAR is hard 
to stain. On-the-job stains can be removed 

with anything that’s appropriate—water, 
gasoline, kerosene, chemical cleaners. None of 
them will harm the finish. 


This cleanability is a sales appeal, too! 
Even the kids’ crayons come right off 
with a little soap and water. 


TEDLAR helps you sell 


Once they've decided they like your basic 
house, your prospects start looking for extras. 
With TEDLAR, you can offer a house that will 
look good longer, need less work and cost less 
to keep up than a house with conventional finish. 


And many of the key features of TEDLAR 


can be demonstrated by your salesman 
right in the model home. 


TEDLAR is available now 


TEDLAR* comes in white and colors on plywood 
and aluminum lap siding, boards and batten strips, 
prefabricated built-up roofing, gutters, down- 
spouts, doors, windows and reinforced plastics. 


Take a look at the building benefits they offer 
you—and especially the selling benefits. For 
samples, a list of products and a more 
complete story, write the Du Pont Company, 
Film Department, Building Materials Sales 
Division, Box 63, Wilmington 98, Delaware. 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


*Du Pont registered trademark for its PVF film. 


Homeowners prefer floors that stay young 


Floors of solid Oak just don't wear out. Unlike synthetic floorings and carpets, Oak is a 


lifetime floor with lifetime beauty. Most home buvers know this because thev have lived 
on Oak Floors and already appreciate their fine quality. You don't have to sell prospects 
on the extra value of Oak Floors in vour homes built for the market. You get immediate 
buyer acceptance instead of resistance often created by non-wood floors. Yet this plus 
value costs very little. Even over concrete slabs vou can install lifetime N.O.F.M..N. Oak 


Floors economically, using an easy installation method recently developed. Write for data 


N-OF-M-A SZ OAK FLOORS 


Insist on N.O.F,M.A. Oak Floors... produced to 
rigid quality standards by over 8O members of the 
National Oak Flooring Manufacturers' Association, 
814 Sterick Building, Memphis 3, Tennessee. 


Especially wide entryway utilizes Noyolam Beams as 
headers and posts for maximum strength and dramatic 
architectural effect. 


Noyolams permit freedom of form in A-frame design 
plus the aesthetic and practical appeals of naturally 
durable redwood. 


Noyolam Beams as exposed roof members provide an 
uninterrupted span from interior to exterior. 


Speciality structures such as this poolside cal 
a natural for dimensionally stable, maintena 
Noyolam Beams. 


INTRODUCING 


What's so special about Noyolam? Exterior to 
interior exposure of the same beam thanks 
to superior waterproof glue (meets Fed. 
Spec. MIL-A-39-A). One inch or more lamina- 
tions for greater strength, greater interest. 


CRA BUILDS DEMAND 
To keep your customers and 
clients sold on Redwood, 
Union Lumber Co., as a pio- 
neer member of the Cali- 
fornia Redwood Association, 
sponsors national advertis- 
ing in leading consumer and 
business magazines. 


NOYO LAM from 5 to 20 lami 


REDWOOD BEAMS 


FOR THE BEAUTY AND 
STRENGTH OF KILN 
DRIED REDWOOD 
IN SIZES NEVER 
BEFORE POSSIBLE 


Available from 3 x 4 to 11 x 16, incorporating 
ions. Lengths available 
from 8' to 40'. Plus . . . all the natural 
strength, warmth and durability of kiln dried 
Noyo Redwood. 


UNION LUMBER COMPANY 


Redwood Tree Farmers and Manufacturers 


Fort Bragg, California 
Los Angeles + Chicago « New York 


Member: California Redwood Association 


620 Market Street + San Francisco 4 i 


Give Me Vady “What Dhe (Dante! 


SUITABLY SPACIOUS CLOSETS WITH SMARTLY STYLED DOORS 


UOV; NOW — DECORATOR DESIGNS AT FLUSH DOOR PRICES COW 


FLOAT-AWAY’S NEW GEORGETOWN CLOSET DESIGN 


... turns lookers into buyers, yet costs no more than the basic flush panel door. Also, at no extra cost— 
li 5 decorator colors when ordered in truckload quantities — Driftwood White in any quantity. 
W 10% heavier than any other metal closet door—now increased to #23 gauge steel. 

W No rust worries ever—zinc electroplated and bonderized steel. 


W No door frames needed —all Float-Away Closet Systems are complete with trim. 
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FLOAT-AWAY DOOR COMPANY 


1173 ZONOLITE ROAD, N.E. / DEPT. H-963 / ATLANTA 6, GEORGIA 


Write for details: 


NO OTHER CLOSET DOOR EVEN OFFERS ALL THE FEATURES FLOAT-A WAY GUARANTEES 


No matter how you install it... on the wall or on the roomy storage cabinet... this Tappan ‘Fabulous 
400’ range will add elegance and woman appeal to your kitchens. Available in 30" width (ideal for 
compact kitchens) or double-oven 40" model... gas or electric. Get the story on Tappan’s almost 
limitless selection of complete package kitchens: built-in, slide-in or free-standing ranges; dish- 
washers; refrigerators; disposers and range hoods. There’s a package combination to match any build- 
ing or remodeling budget. For full information write: Tappan Company, Dept. HH 9-3, Mansfield, Ohio. 
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Homebuilders tap the light commercial market 


More and more homebuilders, looking for profitable ways to expand their 
operations, are moving quietly but strongly into a field once considered 
the exclusive province of the general contractor. They are building—both 
for their own investment and as successful bidders on contract jobs—an 
increasing number of stores, shopping centers, motels, churches, clubs, 
and even schools. And they are finding this market so profitable that they 
plan to hit it even harder in the months ahead. 

That is the import of a House & Home survey (see next page) of 
nearly 600 homebuilders now doing commercial work. And it is borne out 
in conversations with builders—ranging from big-volume operators to small 
custom builders—across the country, who have found that skills sharp- 
ened in the tough competition of homebuilding can be used with equal 
success in commercial building. For details, turn the page. 


LIGHT COMMERCIAL CONSTRUCTION, continued 


Homebuilders see a market and profit potential that they can tap with their 


Fittingly. it is a market that has been largely created by home- 
builders themselves since World War II. 

"As we developed areas in the suburbs, we brought in people 
to patronize stores and shopping centers." says Builder Charles 
Ervin, who has built 9,000 and Charlotte, 
N. C., in the past 12 years. Six years ago Ervin took a tentative 
step into the commercial market with a doctors’ office and several 
other house-type commercial structures. This year he wi!l build 
about $5 million worth of stores, shopping centers, office build- 
ings, and branch banks. 


homes in around 


"At first our commercial building was entirely in and around 
our own subdivisions," says Ervin. "But once we got started, 
we found that we were getting our share of the whole Charlotte 
commercial market as well." 

The price of land is just as vital to commercial building as it 
is to housing, and the homebuilder's control of land in and around 
his own subdivisions often gives him a big market advantage over 
the outside contractor. "Two years ago, we realized that the land 
left over from our housing projects had tremendous commercial 
possibilities," says President Robert Schmertz of Robilt Inc.. a 
750-house-a-year builder in Lakewood, N., J. "We started with 
swimming and country clubs. This year we'll build $2 million or 
$3 million worth of stores, light industrial buildings, and schools." 

James Gillies and Frank Mittelbach, in their authoritative study 
of California building, Management in the Light Construction 
Industry, sum it up this way: “The increasing sophistication of 
management in the [homebuilding] industry has some important 
implications . . . There is increasing ability among firms to build 
all types of products in various markets." 


Builders say that the tough competition of housing 
gives them a big edge in commercial work 


“It’s the really professional builders who are making a go of the 
commercial market," says President Sam Primack of Denver's 
1,000-house-a-year Perl-Mack Construction Co. "To be competi- 
tive, we've had to know where every penny in our houses goes. 
By carrying the same tight budgeting, cost control, and scheduling 
into our commercial work, we're able to do a better job faster and 
for less money.” For the smaller custom builder, the experience 
gained in building quality 
asset in bidding on smaller wood commercial structures. Architect 
Joseph Schiffer of Concord, Mass.. who designed the church shown 
on page 97, awards three out of four such contracts to custom 
homebuilders. “They are more knowledgeable about wood frame 
construction than most general contractor says Schiffer, "and 
they are more used to handling varied designs and detailing. 


one-of-a-kind houses can be a big 


Profits from commercial work are at least as good as— 
and sometimes better than—homebuilding profits 


That is the consensus among the builders House & HoME 
talked to. And most of these builders also agree that despite their 
seeming complexity, commercial jobs involve less staff work and 
fewer headaches (like dealing with dozens of buyers) than build- 
ing houses. Another reason: Commercial units are larger than 
houses but often less complex to build. On the management level, 
it is often easier to build a 100,000-sq. ft. factory than a $15,000 
house, and of course there is a much bigger profit on the factory. 

Most homebuilders who do commercial work build on contract 
(see survey box below), with a profit percentage in their bid. 
But many builders—particularly larger ones with bigger bank 
balances, and an eye on capital gains possibilities for long-range 
profit—erect commercial buildings for their own investment. 

“We build, hold and lease almost all of our commercial bui!d- 
" says Charles Ervin. "Over a 20-year period we expect to 
net 10% to 12%, plus depreciation.” And says Sam Primack: 
"Homebuilding produces immediate cash, but it has considerable 
built-in risk. By holding on to our commercial buildings we 
assure ourselves of profit over the long haul. The two together 
give us a well-balanced operation." 

For the small builder. commercial work often offers a much 
better profit than building houses in competition with carpenter- 
builders, who don't know their costs and overhead and are content 
to work for wages. Donald Jasinski of Saginaw, Mich., a former 
10 to 15 house-a-year custom builder, has switched entirely to 
commercial work for just this reason. “Now,” says Jasinski, "we're 
making a fair profit, and our commercial business is almost dou- 
bling every year." Adds Builder A. Hays Town Jr.. of Baton Rouge 
(who build the music store shown on page 99): "When you bid on 
commercial jobs, you bid against contractors who really know their 
costs and who want to make a fair profit. So the competition lets 
you make a decent profit yourself on the jobs you land." 


Most light commercial work can be done with the same crews 
and the same equipment used to build houses 


This, more than any other reason, is why so many successful 
homebuilders have found it possible—and relatively easy—to 
move into the light commercial field. It is also why most home- 
builders handle commercial work as a division of their existing 
company rather than setting up a separate organization. 

"We use the same laborers, carpenters, plasterers, masons, and 
concrete crews in our commercial work as in our homebuilding," 


says Charles Cheezem, who builds some 400 houses a year 


House & Home surveyed 584 home-and-commercial builders, found they did almost 


Q. What types of commercial buildings did you build? 


Number of Structures Estimated 

builders completed in 1962 dollar value 
Individual stores .202 547 $29,500,000 
Shopping centers n m 125 63,500,000 
Small office buildings. . .185 248 18,300,000 
Restaurants JL S2 71 5,200,000 
Motels ... 129 37 20,200,000 
Hotels m 2 4,000,000 
Banks ... . e 43 44 4,600,000 
Light industrial buildings. ....139 272 28,900,000 
Recreational buildings . . 28 38 5,600,000 
Service stations .42 89 3,000,000 
Schools . 63 102 27,900,000 
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Number of Structures Estimated 

builders completed in 1962 — dollar value 

Hosplbis S AATE e 11 13 9,700,000 
Nursing homes . 25 29 6,400,000 
Medical centers 15 18 1,500,000 
Churches x 71 104 9,100,000 
Government buildings ... 19 27 2,900,000 
“Government contracts” 1 1 20,000,000 
Other 81 19,300,000 
Remodeling 10,300,000 
Additions 9,500,000 
$299,400,000 


HOUSE & HOME 


existing staffs and know-how 


in St. Petersburg. Fla., and who will do $2 million in commercial 
work this year. 

Some builders use their home and commercial building crews 
interchangeably, while others have set up special crews and 
supervisors for commercial work 


Some areas of commercial work cannot be handled in home- 
building fashion. Large buildings may involve heavy steel work, 
big concrete pours, and specialties like bulletproof windows for 
banks. These are almost always subcontracted. 

Union labor can complicate commercial work—especially in 
unorganized homebuilding areas. Setting steel, for example, is 
always a union job, and in some areas, all aspects of commercial 
work are union-controlled, Builder Robert Scarborough of Had- 
donfield, N. J., owner of the shopping center shown on page 101, 
has a non-union homebuilding operation. so he had to sub out 
the entire shopping center job to a unionized general contractor. 

Finally, commercial building requires two men with experience 
often unavailable in homebui'ding organizations: an experienced 
job superintendent and an estimator, The superintendent is the 
key man, and the estimator is almost as important. The reason: 
commercial buildings can't be priced by the square foot as houses 
often are, Says Ervin: "The superintendent can make you or 
break you. We took our super from the homebuilding operation, 
but he had a lot of past experience on commercial jobs. He also 
does our estimating." 


Financing commercial buildings is a lot simpler— 
and usually cheaper—than financing houses 


For the contract builder, financing is of course no problem: 
The financing is arranged by the client and the builder gets his 
money either in a prearranged series of payments (on smaller 
jobs) or in monthly payments (on larger jobs). 

The builder who chooses to hold his stores or shopping centers 
as an investment will, if he is in sound financial condition, find 
his financing problems simple compared with those he encount- 
ers in housing. The lender (usually a commercial bank, as the 
survey below shows) is primarily interested in the soundness of 
the business that will be carried on in the building. whether by 
the builder-owner or by an outside client, If he is satisfied on 
this score, the rest is easy. 

The typical mortgage on commercial buildings costs 512% to 
6% interest (with no discounts), runs from 15 to 20 years. As a 
rule of thumb, the builder can get a 75% loan on the appraised 
value on land and buildings. This can be a very favorable deal 
for the homebuilder who bought the land for his shopping center 


before he built any houses. Almost always, the value of the land 
has risen so much that the lenders’ appraisal lets him virtually 
mortgage out on the commercial building. 

For a shopping center of any size, a commitment by a major 
chain store is a near must before the builder-owner can get 
financing. "It's difficult to get any financing at all without having 
à food or variety chain store signed up as a tenant." says Robert 
Scarborough, whose own center is keynoted by an A&P super- 
market. "But once you get the big store, you're in. Lenders are 
satisfied that the center will have stability." 

In this day of plentiful mortgage money, a builder's house oper- 
ations can make it easier for him to finance commercial work. 
Charles Cheezem, for example. gets his home mortgages through 
à saving & loan association "that is not overly anxious for com- 
mercial paper. But they go along with us because of our home 
business," says Cheezem. However, Cheezem does, unlike most 
builders in the field. pay 1'2 to 2 points for his commercial loans, 
vs. | point for home loans 

Ervin Construction Co. has solved its financing problems by 
turning them over to a local Realtor. The Realtor brings in the 
prospective client, handles all leasing negotiations, and if the deal 
is made includes the financing as part of his package. 


Most homebuilders who have dipped their toes in 
commercial work plan to wade in deeper in the future 


As House & Home's survey shows, 82% of the respondents 
plan to expand further into commercial work. Reasons: for many 
builders the growth potential in light commercial construction 
looks bigger than in housing. 

Says Charles Ervin: "We've just about reached the limit of 
our share of the housing market in this area. But commercial 
building has lagged behind housing, and there's a big market just 
waiting there for us." Adds Robert Schmertz: "In our area, the 
commercial market is expanding much faster than the housing 
market." Says Charles Cheezem: “We started business as general 
contractors in 1951. In 1955 the housing market looked so good 
that we dropped all our commercial work and went into that. Now 
commercial building looks good again. We're going to stay in hous- 
ing, but we think our biggest increase in business over the next few 
years will be in commercial work." 

And authors Gillies and Mittelbach conclude: “It appears that 
in the 1960's continued growth and stability for individual firms 
will come primarily from diversification of construction." 


On the following ten pages is a portfolio of light commercial 
buildings. built by homebuilders either on contract or for their 
own investment. Each building illustrates this basic principle: 
Despite its apparent complexity, light commercial work is mostly 
an extension of homebuilding and can be handled with the same 
crews, the same materials, and the same equipment. 


$300 million worth of commercial work in 1962. Here's what they built —and how 


Q. Did you build on contract or for your own investment? 


Number of builders Percent 
Built on contract 7196 
Built with plans to retain ownership . 38% 
Built with plans to resell ... 26 5% 
Other . etum oa 13 3% 
Q. What professionals do you usually work with? 
Architect .. «d 8596 
Engineer .. 56% 
Realty firm 26% 
None . ET 196 
Q. Where did you finance your commercial construction? 
Commercial bank .. ..246 45% 
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Number of builders Percent 
Savings & loan . 38% 
Insurance company . 111 20% 
Mortgage banker 69 13% 
Other ... . 67 12% 
Q. How long have you been in commercial work? 
5 or more years .. 71% 
: 12% 
« 26 13% 
. 20 4% 
Q. Do you plan to expand further into commercial work? 
.443 82% 
.100 1896 


continued 
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LIGHT COMMERCIAL CONSTRUCTION, continued 


LOW SILHOUETTE and natural wood siding help school blend into its Photos: Alessandro Matoni Ines 
wooded surroundings. Battens mask seams between adjacent sidewall panels. 


This school is essentially an oversized, prefabricated split-level 


Architect Donald Gillespie used the split design to give the build- 
ing a ground-hugging look and still provide well lighted class- 
rooms on two levels. And the prefabricated wall panels, built in 
6’ and 8’ modules, were a big reason why the builders, Zaffina 
& Luongo, were able to bid the 9,355 sq. ft. structure for $98,000 
—or $10.50 a square foot. Starting with the finished slab, the 
shell, including glazing, was finished in just two weeks. Both the 
architect and the builders estimate that with conventional con- 
struction, the job would have taken at least six weeks. Zaffina and 
Luongo were so impressed with the components—the first they 
had ever used—that they added a Techbuilt franchise to their 


TYPICAL CLASSROOM has sand-finished plaster 


regular custom-house operation, walls, cheaper here than drywall because it could 
The school is in Nashoba, Mass. be left unpainted. Flooring is asphalt tile. 


T-SHAPED PLAN puts eight classrooms in two-story wing. Administrative offices are in one-story area, with utilities in basement below. 
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CURVED ARCHES give the church its basic form. They sit on concrete pil- 
lars, visible at right, and their ends project above the roof 


... this church is essentially a plank-and-beam roof 


In design, this soaring structure in West Acton. Mass., is decidedly 
un-houselike. From a building point of view, the only basic dif- 
ference between it and a plank-and-beam home are the 12 reverse- 
curve laminated arches, and their erection was the fastest part of 
the job. Honkala Construction Co. (a custom-house builder in 
Ashby. Mass.) needed only an hour and a half to set each pair of 
arches in place. The arches were permanently fastened on top, 
braced temporarily at the bottom, then set in place by a crane. 
Decking is 3x6 t&g cedar planks. covered with cedar shingles, and 
the end walls are conventionally framed 

The church cost $60,000, including $15,000 for the arches. 
Architect Joseph Schiffer of Concord, Mass. recently won a 
Boston Art Festival award for the design. 


Photo! andro Macone Inc 


CHURCH INTERIOR is lighted by strip windows 
at ground level, skylights between roof planes at 
top. Natural finishes are used throughout. 


DRAWINGS show plan with positions of arch piers (left), details of top skylights (center), and section through the building (right) 
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LIGHT COMMERCIAL CONSTRUCTION continued 


DESIGN of the “Home Beautiful Center" is deliberately house-like, and the Eton iene MIE 


finish is traditional board-and-batten with old brick. 


This store used only standard homebuilding techniques 


Builder-owner Charles Ervin of Charlotte, N. C. wanted a build- 
ing that would be low in cost, and would fit with the design of 
his houses in the surrounding neighborhood. And his tenant, the 
Glidden Paint Co., wanted a "traditionally warm atmosphere." 
To meet these requirements, Architect Ralph Mesrobian de- 
signed for Ervin what is essentially a big ranch. The walls are 
conventional; the roof, standard truss construction with two ex- 
ceptions: 1) To handle the wide spans of the showrooms, Fink 
trusses were used instead of the W or king-post trusses common 
in houses. And 2) to create a sunken showroom with an open 
ceiling, trusses on one side of the building were stopped over SUNKEN SALESROOM has exposed beam ceiling. 
à bearing wall and replaced with exposed beams (see section Truss ends stop short at knee wall, left, are sup- 
drawing below). Cost of the 4,200-sq. ft. building: $40,000. ported by posts and cross beam. 


PLAN AND SECTION show similarity of store to conventional masonry-and-truss house. Detail. left, is of hip gable at ends of the building. 
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SPACIOUS FEELING of music store is augmented by glass end wa 
rises to roof. Like bents inside, arches are laminated pine. 


ll. that Photos: Frank Lotz Miller 


= .. this store was an unusual, but simple, job 


The owner, a piano sales company, needed a big open sales area 
that could accommodate grand pianos without feeling crowded 
or cramped. So Architect A. Hays Town of Baton Rouge de- 
signed a long brick-and-wood shell with an all-glass end wall. 
To avoid collar beams, Town used laminated pine bents in place 
of conventional roof framing. Otherwise, the construction is sim- 
pler than most houses. Brick is used for both the inner and outer 
finish of the side walls. and the 3x6 t&g roof deck is both struc- 
tural and decorative. 

The design simplicity resulted in a low bid: $35,000 for 3,700 
sq. ft. of air-conditioned space. The builder: A. Hays Town Jr., 
small-volume custom homebuilder and the architect's son. 

"You can bet we had to be low bidder," smiles Builder Town. 


HEAVY PANELLED DOOR at front entrance pro: 
vides a dramatic contrast with the surrounding all 
glass wall. 


DETAILS show how roof outriggers are joined to laminated bents, and how bents «re braced at foot. Floor plan is open except for office and rest rooms 
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LIGHT COMMERCIAL CONSTRUCTION continued 


FRONT ELEVATION has glass walls and flat roof typical of California con- Photos: Karl; H. Riek 


temporary houses. Siding is silicone-treated, will weather naturally. 


This dentist's office fits a neighborhood of contemporary homes 


It is designed like a house and built like a house, so it is not 
surprising that all the bidders on the job—including the builder, 
L. C. Marshall of Antioch, Calif—were custom homebuilders. 
Marshall's bid on the 1,800 sq. ft. building was $44,000, includ- 
ing $13,000 for special work like cabinets, extra lighting and 
plumbing, and air conditioning. The basic building cost was 
$31,000 or $17 a sq. ft.; about standard for custom houses of 
this type in the area. 

Construction is post-and-beam, with a roof decking of 2x6 
t&g hemlock. (The hemlock cost $600 less than pine. and al- 
though it has small knots, they were made inconspicuous by 


INTERIOR WALL FINISH—like exterior—is red- 


resawing.) The building is in Pittsburgh, Calif. Architect: Gerald wood shiplap. Diagonal pattern adds interest, also 
G. Weisbach of San Francisco. braces against earthquake stresses. 


DETAILS are standard for most post-and-beam house construction. Plan, right, shows office and working space for two dentists. 
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Photos: H&H staff 


barn. Lower floor is a 3,500 sq. ft. hardware store, top floor has offices, 


... this shopping center maintains the character of a colonial subdivision 


The owner, Builder Robert Scarborough of Haddonfield, N.J., 
has a strong vested interest in à colonial image. He has already 
built 1,100 traditional houses in surrounding Barclay Farms; he 
is selling 125 to 150 more each year; he has gone so far as to 
build an old fashioned covered bridge in the community. So he 
spent an extra $1 a sq. ft.—about 10% of the total cost—to 
give this neighborhood shopping center authentic colonial details. 
“It probably won't add much to our income from the center," 
says Scarborough, "but it will maintain the character we've built 
up in Barclay Farms, so it should pay off in future home sales." 


Cost of the b ings, including an A&P supermarket, was $500,- 5 

ost of the buildings, including pe et TRADITIONAL LOOK is carried out in the corner 
000: and parking lots. sidewalks. extra drains, etc., added another store by curved arches, heavy wood gutters, and 
$150.000. Architect: Herman A. Hassinger. old-fashioned gas street lamps 


SITE PLAN angles buildings to add design interest and minimize the mass of the parking lot. Elevation shows colonial detailing. 
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LIGHT COMMERCIAL CONSTRUCTION, continued 


Markow 


GOLF COURSE SIDE of clubhouse has glass walls sheltered by a covered 
walk, Locker and dining rooms are at right, pro shop is under hip roof. 


This golf club was built to keep sales moving in a giant subdivision 


Builder John Long of Phoenix didn't make a cent on the. club- 
house. He sold it, along with 140 acres of land that included an 
18-hole golf course, to the city at cost ($890,000). But he feels 
strongly that it has been a major item in maintaining a sales rate 
of 100 houses a month in his 13,000-house Maryvale development. 

The clubhouse, which has about 4,000 sq. ft. of space, cost 
$50,000. To keep the tab this low, Long used the same construc- 
tion as in his early homes—single-thickness block walls painted 
inside and out. Design is by Victor Gruen Associates. 

Because the city was short of funds when the club was started, 
Long sold it just the land (for $400,000, the appraised value), 


leased m back je b l i 1 buildi STREET SIDE of club has almost solid block 
then leased it back while he completed the course and buildings. walls. Pro shop, focal point of design, is set back 


Later he sold them to the city for an additional $490,000. to create an entry court 


PLAN shows how buildings are separated by function, connected by covered walks, Section shows extreme simplicity of construction. 
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TYPICAL UNIT has eight rooms, is framed like a two-story house, Exterior 
finish is stained redwood, which needs no maintenance for years. 


... this motel was built as a profitable investment 


It is the second motel built, owned, and operated by Marlo Con- 
struction Co. of Fresno, Calif., and it is highly successful (aver- 
age occupancy rate is 80%). The reason, says Martin Najarian, 
partner of Marlo Construction, is its design—and designed-in 
comfort. The rooms are big—15'x27'—and they are quiet. The 
architects, Robert Stevens Associates, turned the three units close 
to the road (see site plan below) at right angles to the road, 
presenting blank walls to traffic noise. They put a 1'2" concrete 
floor over the 2" second-floor deck to minimize noise transmission 
between floors. And they specified a central boiler and chiller 
unit to eliminate room air-conditioner noise. Wood framing kept RD WAEE GEN Wand Fibstoüiiiicuote 
costs low: $400,000 for the room units, $40,000 for a 4,000 Canopy at right adds design interest, covers the 
sq. ft. restaurant. The pool and landscaping cost $20,000. walkway to the parking lot 


SITE PLAN shows position of the five room units and the circular restaurant. Floor plan, right, is the second floor of a typical unit 
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LIGHT COMMERCIAL CONSTRUCTION. continued 
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STRIKING DESIGN is achieved by alternating panels of brick with strips of 
glass, Steel columns support offset upper stories. 


Even this three-story office building was built almost entirely 


Perl-Mack Construction Co. of Denver used only three special 
subs for the job: a steel firm to erect wall frames and bar joists, 
an engineering firm to build caissons for the foundation piers, 
and an elevator firm for the oil-piston elevator ($11,000 installed ) 
But the same bricklayers, carpenters, masons and mechanical subs 
that build Perl-Mack's houses did the bulk of the work. 

Key to the low cost of the building—$330,000, or $11 a square 


foot—was simplicity. The 10” curtainwalls are cavity type—4" 
block inside and 4" brick outside, with 2" of vermiculite insula- 
tion between. Floors are steel decks with 4" concrete slabs. Parti- 
tions are simply stud walls. This simplicity also resulted in a fast 
job: the first tenant moved in only 442 months after the steel 
crews began work. 

A simple motorized construction lift proved a big cost cutter. 


FLOOR PLANS show how upper floors are offset from first floor to create a promenade. Small service core minimizes unrentable space. 
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2" RIGID 


MAIN ENTRANCE to building is sheltered under the offset upper floors. 
First-floor shops will have all-glass walls on this promenade, 


CONSTRUCTION PHOTO shows concrete floor, block walls, and bar joists 
that support a dropped ceiling and the steel deck for the floor above. 


by homebuilding crews 


Big enough to handle two loaded concrete buggies, it cost just 
$4,000, required no operating engineer and paid for itself on this 
job alone. 


For homebuilders reluctant to tackle multi-story buildings like 
this, Sam Primack has this reassuring answer: “It’s not as hard Ee 1 
as it looks. If you can do the second floor, you can do the 22nd PARTITIONS are conventional wood framing. They were custom-installed 
floor." Architect: Warren A. Flickinger. to tenants’ specifications after building was otherwise complete 


ELEVATION AND DETAILS show simplicity of steel framing and handling of windows and masonry walls. 
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Builder Emil Hanslin 
New Seabury, Mass. 


Builder George Barclay 
Tacoma, Wash. 


Builder Melvin J. Berman 
Bethesda, Md. 
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These built-for-sale houses are in three subdivisions that vary widely in 
location, size, and price range. But they have one thing in common— 


they show how and why it is profitable to use... 


Top-level design as a sales tool 


SEPTEMBER 1963 


Each of the houses shown—and all the other models in the subdivisions—were de- 
signed by skillful architects. Each house was furnished by an interior designer, land- 
scaped by professionals, and sited in a carefully planned community. And each is be- 
ing sold successfully under a merchandising program that stresses — not prices and 
terms or gimmicks—but the immediate and lasting values of tasteful design. 

e Example 1 opposite is one of three new models for High Wood, the second 
village in Emil Hanslin's 11-village, 3,000-acre New Seabury development on Cape 
Cod (see also cover and pages 108-113). The close teamwork of top professionals 
is everywhere obvious at New Seabury, which is developing into one of the most 
handsome communities in the country. High Wood is a village designed for people 
who like (or like the idea of) riding, and Hanslin's restrained merchandising does 
just two things—it stresses the design teamwork that has gone into the project, and it 
carries out the horse-village theme. Items: A horse is kept in the paddock outside the 
sales office to emphasize the theme of the village and its many riding trails. The few 
(and quiet) signs in the model area are shaped like a gambrel-roofed barn. The mod- 
els are not labeled with made-up names intended to confect prestige—but with the 
names of the architect and interior designer. In the barn display area, Hanslin stresses 
the recreational facilities of the community, and prominent is his growing collection 
of awards for good design. His main merchandising theme: “Good design gives you a 
better house for less money." 

Has this design-oriented approach paid off? In several ways. Banks and s&s 
are making 514 % conventional loans for up to 80% of the sale price of the houses, 
though many are sold as second houses. Hanslin estimates the land was worth $1.8 
million when he began. He has so far invested another $650,000 to develop 300 
acres of it, which will sell for some $2.6 million. He is able to command land prices 
(ranging from $3,500 to $15,000 a lot—or an average of $7,350) that are roughly 
seven times what the developers of an earlier and undistinguished beach development 
got for adjacent and similar property. And in 14 months Hanslin has grossed $2.1 
million from sales of houses and lots—mostly in his first waterfront village (H&H, Apr. 
'62) because High Wood has just opened. Seventy-eight houses have been built—or 
are being designed for lot owners—at New Seabury so far. 

e Example 2 opposite is one of several designs in the $15,000 to $23,000 range 
built by Tacoma's George Barclay, who also uses a team of professionals—architect, 
interior designer, marketing consultant, landscaper, and engineer—because, he says: 
"I simply can't afford not to." His sales result: about 85 houses a year. For details, 
see page 114. 

* Example 3, shows the happy result of Builder Melvin Berman's attempt to create 
a small gem of a neighborhood, detailed on page 116, by working on almost a 
day-to-day basis with his architect and landscaper. His 20-house subdivision was a 
fast sellout—a good indication, like the examples above, that there is indeed a sizable 
and growing market that wants, and is willing to pay for, thoughtful design. 
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In New Seabury: a land plan for horsemen, varied design 


The planning concept—using bridle paths 
and riding fields as green belt between 
houses (see left)—is Developer Hanslin’s. 
But before he laid out High Wood's 140 
wooded acres, he called in four internation- 
ally known equestrians for advice. 

Five and a half miles of bridle paths 
wind through the village. There are school- 
ing rings and a community stable where 
owners may hire mounts or stable their 
own horses. The 91 homesites (ranging 
from 30,000 to 80,000 sq. ft. are set off 
by 42 acres, or 19,000 sq. ft. per lot, of 
community land. 

Almost the only thing Hanslin was un- 
able to do right at High Wood and else- 
where in New Seabury was the electric 
wiring, which is overhead. The local utility, 
Cape & Vineyard Electric Co., refused to 
sell Hanslin electricity if he buried the 
wiring—even though he offered to pay the 
extra cost and even to use all-electric heat- 
ing systems. This woeful report does, how- 
ever, suggest how far Hanslin has gone to 
make his new village attractive. 

With the three models at High Wood, 

pou - : ae E Hanslin has what he calls "a real spectrum 
91-LOT PLAN opens every house of architectural approach"— varied houses 
to a bridle path or riding fields for varied design tastes, as you'll see below 


(shown in white). Area is close and on the next five pages. 
to waterway leading to the ocean. 


4 
STABLE 


This is the top-priced model at High Wood—and the closest to conventional 


Designed by Architect Robert Woods Ken- 
nedy, it is the first of three High Wood 
models visitors see. and the horse-village 
theme is pointed up at once. Attached to 
the $27,900 house (lot cost not included) 
is an optional $9,200 barn wing with two 
stalls, feed room, hayloft, double garage— 
and a paddock. 

The house itself is T-shaped. with stair- 
case, half-bath, and small den in the base 
of the T opposite the front door. Opening 
off the entrance hall is a sophisticated 
living room—with broad fireplace, built-in 
bookshelves, and a modern, mitered-glass 
bay window. This room opens on a formal 
garden with reflecting pool. In contrast, 
the open kitchen and dining room are pure 
E farmhouse, with hemlock flooring, 4x12 

. 4 SZ exposed fir beams, and oversize fireplace. 
TWO-STORY PLAN provides 1,800 " : Upstairs: two baths and three bedrooms 
sq. ft. of living area plus stable | | GARAGE E 5 
wing. T-shape provides a variety of = x opening to a long balcony (photos oppo- 
outdoor living areas. ^ site). Decorator: Hans Kreiks Associates. 
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COMPACT HOUSE has natural 


finish that blends with site, The 
40x5’ balcony 
is hung from roof trusses—a design 
idea that saves $175 per house. 


the bedrooms, 


BOYS’ BEDROOM, 14x10, has 


room for two beds and is furnished 


sports and hobbs 
gla Or O 
/ seen in the photo above 
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Photos: Lisanti 


bedroom wing, left, and glass-walled 
living room, with sheltered garden 
terrace between. Living room opens 
to rear terrace through glass doors. 


KITCHEN-DINING AREA has low MEZZANINE LOFT, reached by 
ceiling under mezzanine party loft ship's ladder (which takes only 3 
(photo right). Lighting is bulbs sq. ft. of floor space) overloo! 

plugged into a surface raceway. the living room, It is furnished as 
Fireplace wall and living room are a party room, with built-in couches 


out of photo to left. and stereo hi-fi components. 


New Seabury's most popular model—a ‘starter unit’ with many expansion possi 


LIVING BELOW 


r As the plan shows, this house designed by 


LOPT Royal Barry Wills Associates can be built 
ABOVE with one bedroom wing, with two, or 
KIT & with three—as the model house actually 
DINING 


has been built. “And because everything 
is just one room deep,” Developer Hanslin 
points out, “any section of the house can 
be enlarged to suit a family’s needs, with- 
out changing the exterior design, without 
needing new sets of drawings.” 

The $24,400 house seems much bigger 
than its 1,518 sq. ft. One reason: its 
rambling (70 long) plan. Another: its 
high gables, 1412’ and 18’ above ground 
level, create spacious high-ceilinged rooms. 


LIVING 
1540" x 20%0" 


TERRACE | BEDRM 
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: | pow à des T 
Ej] DENINM And a third exciting reason is that a use- 
PARKING 100" 11010" i as 
Tos n ful—and most unusual—mezzanine living 
| 100" 11040" 


space has been squeezed over the kitchen- 
dining area. Designer Emily Malino, AID, 

"us r has turned this 15’ x 15’ party loft into 
ed. Living area of house as shown: bi erolar diss Jussentibherd ers 
1,518 sq. ft. plus mezzanine loft. a big merchandising plus with her imagina- 
Price: $24,400 plus lot, tive furnishings (see photo above). 


FLOOR PLAN has starter unit (in 
Bray) with two bedroom wings add- 


110 HOUSE & HOME 


used Cape Cod forms in a contem- 
ary design, created a feeling of 
rustic materials (ce- 

stained, rough-tex- 


sit 
+44% 


INTERIORS are as colorful as the 
exterior is restrained, Above a 
bedroom with bunk beds—one 
slides under the other to save floor 
sp: At right is living room's 
massive red b fireplace with 
stained trim and mantle. 


continued 


DRESSING ROOM off master bed- 


room is tucked under the peak of 
the saltbox roof, 


KITCHEN, finished all in white, con- 
trasts sharply with the other, bril- 
liantly colored rooms. Moreover, it 
is separated from the dining room, 
unlike other models. 


SALTBOX SHAPE is dramatic out- 
side and inside (see opposite). Slid- 
ing glass doors open the living room 
to a landscaped rear garden and the 
master bedroom to its balcony. 


Photos: Lisanti 


This New Seabury model gives the classic saltbox shape a contemporary flavor 
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LIVING 


16'-8" x 26 


f 


1,750-SQ. FT. PLAN puts living 
area and master bedroom in one 27’ 
square saltbox unit, children’s rooms 
in a separate unit. 


DINING 
140" x 130 


o” 


The result: a house with a variety of dra- 
matic living areas for families of varying 
requirements, As the plan and cover pic- 
ture show, this model (priced at $25,400 
plus lot) makes use of two saltbox sec- 
tions—one larger than the other—to pro- 
vide maximum privacy for a family with 
children. Architects Rudolph Bedar and 
Phineas Alpers have worked out many 
alternate combinations of these units. 
This is the least conventional of High 
Woods models, and the excitement in its 
shape is pointed up in the model by the 
decoration and color-styling—done by the 


staff of House & Ga 


arden, which is publish- 


ing the house this month. Three colors 


dominate inside and 


out—a purplish plum 


(used outside on siding and trim, inside 
on all rafters), antique gold, and oyster 
white. And a dozen other colors are used 


in various rooms— 
see the living room 


or a striking example, 
Opposite. 
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COLORFUL EXTERIOR is achieved 
by simple combination of stacked 


brick and painted wood siding 
House looks longer than its 63’ be- 
cause of the unbroken roof line and 
the horizontal panel of white below 
the bedroom windows. 


INTERIOR COLORS are monochro- 

matic throughout living areas, with 

beige dominant—as in the kitchen- 

family room area saown. Cabinets, 

divider wall, and tapered range 
are birch, 


LANDSCAPING by Robert Chittock, 
ASLA, includes wide flower borders 
and rectangles of different sizes of 
white agg e in front, as shown, 
and—in the rear—a patio enclosed 
in narrow-strip fencing. Flowers and 
shrubs are scaled low to make the 
house seem larger. 
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In Tacoma: top talent creates 


All of the houses in Builder George Bar- 
clay's 229-house Mayfair project (see land 
plan right) are the work of top profes- 
sionals: Architect Robert B. Price, Land- 
scape Architect Robert Chittock, Decora- 
tor Julie Sherman, Marketing Consultant 
Stanley Edge. And, Barclay says, even his 
workmen feel they are part of a team 
effort. He pays his staff experts “what 
they ask"—but says “they don't cost me 
a thing because they save me every cent 
of their fees, Professional help is the best bet 
for any builder like me who gets most of his 
sales from referrals." 

This teamwork has paid off in sales 
volume of about $1.5 million (80 houses) 
a year in homes priced from $15,000 to 
$22,500. About ten basic designs, all by 
Architect Price, are offered. Periodically, 
Barclay, Architect Price and Construction 
Superintendent Dean Biggs travel around 
the Northwest searching for new ideas in 
design, construction techniques, and prod- 
uct development. 

Says Barclay: "I try hard to give a 
house individuality and still stay within 
the price market. I have to be competitive 
—but I feel I can't be unless I give the 
buyers the best design and best community 
in my area,” 


This clean-lined model was 


At Consultant Edge's suggestion, Barclay 
sponsored a Better Homes & Gardens 
housing forum to find out what typical 
prospects in his area and price bracket 
wanted. Architect Price then incorporated 
these ideas in this design for a one-floor, 
three-bedroom, 112-bath house. 

Features preferred by the panelists and 
offered in the model include a sheltered 
entry, an entry foyer separated from the 
living room (here, by a brick divider), 
ample wall space for furniture placement 
in a traffic-free living room, a formal din- 
ing area, family room open to rear, U- 
shaped kitchen, sliding glass doors to a 
fenced patio, wide closets in all bedrooms, 
and bedrooms no smaller than 110 sq. ft. 

Other features in the $18,000 house 
include a living-room fireplace with raised 
hearth, laundry room between the family 
room and the master-bedroom's half bath. 
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90-ACRE COMMUNITY has 229 
sites, 174 built on so far. Many lots 
overlook parks or the golf course; 
others have a mountain view, 


designed to the specifications of a consumer panel 


LIVING 
44^ 6^ 2246" 


15^6" x 1140" 


FLOOR PLAN of 1,400-sq. ft. house 
puts entry close to bedroom hall and 
both main living areas. Baths and 
utility room form plumbing core. 
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SITE PLANNING along side street 
and two culs-de-sac shows lengths 
to which builder went to separate 
houses, keep them from looking 
alike, and to save as many big 
and small trees as possible 


one design built and 


sited 20 ways 


All the houses in the varied and pleasant 
neighborhood shown here are the same 
basic house with the split-level floor plan 
shown below. The house was designed by 
Cohen, Haft & Associates for Builder Mel- 
\in Berman of Bethesda. He offered it at 
$39,990 in his 20-house tract. Now Ber- 
man wishes he had four or five times as 
many lots, because the houses sold out 
fast when prospects saw what the neigh- 
borhood looked like. 

Berman worked almost daily with 
Architect Jack Cohen and Landscape 
Architect Thurman Donovan to vary the 
houses’ exterior treatment, vary the rela- 
tionship of the design's two wings and site 
each house best for its lot and relation- 
ship to adjacent houses. (Also on Ber- 
man’s team: Decorator Eugene Bewley, 
Realtor Carl Sturgis, and House & Gerstin 
for advertising and public relations). 

Says Berman: “There is no doubt that 
a market exists for a good house made 
better by all the extra work involved in 
planning this kind of neighborhood, What 
l paid in fees was as negligible as the 
service I got was invaluable.” The fees: 
$300 per house for the design ("quite 
ample,” says Architect Cohen) and about 
$50 per house for landscaping advice. 


The H-plan split-level house adapts easily to sites with almost any contour 


RECREATION 
22:0" x 17-4" 


STORAGE 
20-4" 18.4" 


SPLIT-LEVEL PLAN has 2,530 sq. 
ft. of living space, four bedrooms, 
and 3% baths. Lower level was 
omitted in two houses. Carport 
location varies from house to house. 
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BEDEM 
1340" x iste” 


BEDKM. 
ize ia 


DINING 
11*0 v 14:0* 


KITCHEN 
1ito” x 141o" 


PAMILY 
140% 1430" 


As Architect Cohen says: "A split-level 
like this is simply a two-story section 
joined to one-story. The two-story wing 
can be raised or lowered to adapt to any 
site requirements, without affecting the 
floor plan at all. Moreover, the length and 
width of the two wings can be changed 
to meet buyer needs and create design 
variety, and the carport can be moved 
around to change the house shape.” 

Inside circulation is well planned: The 
big entrance hall channels traffic to and 
from all three levels. There is no through 
traffic in the living room, and furniture 
can be grouped easily in all living areas. 
The plan at the left provides for indoor- 
outdoor living off the living room only, 
but some houses have a second patio off 
lower recreation room. 

Better Homes & Gardens published the 
house in June as one of its “editors’ 
choice” series. 
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STREETSCAPE shows relatively lev- 
el grade of tract. Little earth-mov- 
ing was needed except to cut road 
somewhat deeper than desired for 
sewer line outfall. Best trees were 


saved in house siting, 


J, Alexander 


CUL-DE-SAC HOUSES appear un- 
alike because of varied orientations, 
varied carport locations, varied ex 
terior materials, and 


of the two-stor 


LANDSCAPING of each model in- 
cluded more than 52,000 in paved 
patios, terracing (much of it dry 
stonework) and other extras. Trees 


is close as |’ to houses were saved 


rin 
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THE NEW 
HOUSING 
INDUSTRY 


Part VI of an eight-part series 


The distribution dilemma 


The tangled routes building products follow from producer to builder have long been a scapegoat. 
Much more serious are the problem of archaic pricing (which is being solved) 


and the problem of bad communication along the supply line (which is not). 


Ever since homebuilding grew out of the handicraft stage into an 
industry where big-volume builders produce some 80% of hous- 
ing, builders and manufacturers alike have been muttering about 
the channels of supply. 

Builders have complained about the high prices they were asked 
to pay by local suppliers. Producers have complained about the 
high cost of distributing and selling building products. When 
Profs. Reavis Cox and Charles Goodman of the Wharton School 
of Finance set out four years ago on a $75,000 study of distribu- 
tion problems for the Producers’ Council, one of the first things 
they discovered was: “If there is any one general complaint 
among producers, distributors, and users of building materials, it 
is dissatisfaction with the existing channels of distribution.” 

And no wonder. Then as now, the building-products distribution 
system looked on the surface as chaotic as the tangled concrete 
webs of a freeway interchange. For it is a system in which retail- 
ers compete with wholesalers, wholesalers compete with jobbers, 
and manufacturers sometimes compete with all the others. It is 
a system with prices as varied as in a Baghdad bazaar. And five 
years ago, one study found that typical building-materials pro- 
ducers had a 9% selling cost vs. an all-industry average of 4%. 

Yet it is a system as competitive as any in U.S. industry. The 
output of building products stands at an all-time high. Prices 
have been squeezed down steadily, if slowly, for seven years. 


The real dilemma has not been the layers of middlemen, 
but the archaic ways products were priced 


It has taken a long time to get the pricing system that housing 
inherited from prewar days adjusted to today’s realities of scale 
in homebuilding. Most particularly, postwar housing inherited a 
lot of dealers who thought that markups were a franchise to coast 
on, not something to be earned. 

Before FHA made volume homebuilding possible and gave home- 
building direct access to bank credit, there were so few volume 
builders and so few builders who were not dependent on ma- 
terials dealers for credit that there wasn’t much need for a differ- 
ential pricing system. So most builders paid maximum markups. 

This kind of pricing structure forced volume builders to adopt 
a great variety of expedients to buy their products at prices con- 
sonant with their higher volume and lower service requirements. 
Some set up lumber-yard subsidiaries. Some dealt with wholesalers 
or jobbers. A few had enough leverage to make price arrange- 
ments direct with manufacturers. 

In some product categories, adjusting the distribution system 
has been harder than in others. For instance, the retail furniture 
lobby has put so much pressure on FHA and Congress that FHA 
still penalizes builders who include carpeting in their houses. 
Plumbing prices have been sticky almost everywhere because 
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plumbers have been able to enforce a monopoly on plumbing 
supply distribution. (Volume builders have gone to elaborate 
measures to get around this problem: Ohio's Robert Schmitt got 
himself recognized as a plumber, New Jersey's Jacob Lefferts 
went into partnership with a plumber, and Florida's Mackle Bros. 
grubstaked a bankrupt plumber to do their plumbing work.) 
Under this kind of pressure from builders . . . 


Distribution channels are now getting shorter for most products 
—so the price problem isn't what it was. s 

To shorten the chain of markups, appliance makers and basic 
aluminum producers now have wholly owned distribution outlets. 
Many distributors are combining wholesale and retail functions, 
or becoming highly specialized. And the biggest distribution buga- 
boo of all—direct selling—has pretty much been solved (see p. 
120). With these changes, the price problem has faded. 


Today’s dilemma is not middlemen or archaic pricing, 
but (especially for producers) overcapacity 


The industry’s producers have expanded capacity so much in 
the last eight years that their distribution and marketing has been 
unable to keep pace. “What this industry needs most,” says Chair- 
man Melvin Baker of National Gypsum, “is volume, volume, 
volume.” Lack of volume has propelled some major companies— 
including General Electric, U.S. Plywood, Alcoa, and Reynolds 
—into engaging directly in building to broaden their markets. 

Indeed, the problem of overcapacity confronts much of U.S. 
industry. Says President Harrison F. Dunning of Scott Paper: 
“We apparently have more productivity and more capital invested 
in plants today than we are able to digest, simply because our 
marketing forces have failed to sell the output of our productive 
machine. In this economy we have been able to promote the 
quality, utility, and need for . . . items in our daily lives through 
the facilities of advertising. Such a volume can never be achieved 
by personal, individual, direct salesmanship alone, because that 
is a time-consuming process." He could well have been talking 
about building materials producers, for 19 of the major manufac- 
turers invested $2.1 billion in plant and equipment between 1956 
and 1960—much more than doubling the $1.3 billion in plant 
they had in 1955. Yet homebuilding, America's biggest industry, 
ranks 19th in advertising. And the U.S. is housed far worse than 
its rising incomes would allow. 

Whatever is wrong with the distribution of building products 
today, the likeliest prescription seems to be better communications 
— feedback from builders to manufacturers and feedout from 
manufacturers to builders and the buying public. 

For a detailed look at the industry's distribution dilemmas, and 
at progress towards ending them, see the next eight pages. 


continued 
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DISTRIBUTION DILEMMA continued 


Homebuilding inherited an archaic pricing and distribution system 


Volume building, spawned by the Federal Housing Administra- 
tion’s firm forward commitment and nursed by the construction 
boom after World War II, helped to do to the building products 
distribution system what George Love of Consolidation Coal Co. 
did to rail rates on shipping coal. When Love discovered that it 
cost as much to ship a ton of coal as to mine it, he developed 
a system for shipping coal as slurry through pipe, and, at great 
cost, succeeded in cutting $1 off every ton of coal shipped by 
rail. In similar fashion, many big-volume builders of the early 
fifties like William J. Levitt found the prices they were paying 
for building materials so ridiculous that they dug farther and 
farther back into their supply lines to buy cheaper. In 1946, 
when his huge production required more materials than most 
lumber yards were handling, Levitt set up North Shore Supply 
Co. to cut out the jobber and retailer mark-ups. Through the 
early fifties, scores of other big builders followed his lead. 

The archaic pricing system builders were fighting was based 
on three erroneous assumptions: 1) most builders build so few 
houses a year that quantity discounts are unimportant; 2) most 
builders are so dependent on local dealers for land, financing, 
and materials that they are in no position to complain about 
mark-up; 3) homebuilding would remain largely a handicraft 
business. 


Distributors were slow to grasp the impact 
of big builders on their operations 


By 1949—the first postwar year when housing was able to 
achieve respectable volume, bigger builders grabbed a large share 
of the market—19% of professional builders of two or more 
houses of the year accounted for 79% of the new housing. This 
growth has continued. As noted in An Analysis of Large-Scale 
Homebuilding by John Herzog: “The big builder (who did 100 
houses a year in at least one year of the 1950 decade) saw his 
slice of the market increase from 32% to 74%.” The distribution 
system was slow to catch up with the big-builder market. Many 
materials dealers went blithely along believing either that their 
markups were a perquisite to which they were entitled, whether 
earned or not. 

Many of the builders who went into direct buying and ware- 
housing were unable to save as much as they had expected. But 
big-volume builders did achieve 1) lower prices on products, 
2) a virtual revolution in materials distribution, and 3) a more 
efficient supply-support system that more effectively met the pecu- 
liar needs of assembly-line like production. Today, dealers have 
largely adapted to the changes in housing. Lumber dealers found, 
for example, that lumber accounted for only half of their total 
dollar volume. Says Thomas T. Sneddon, executive vice president 
of the National Lumber & Building Materials Dealers: “The ‘all- 
things-to-all-men-to-all-types-of-markets dealer’ was ill-equipped 
to do the job. So selective marketing was born, Today there are 
six basic types of building materials dealers [see photos at right] 
who specialize in services that can economically support them.” 

H. R. (Potts) Bergland of Denver Wood Products is one who 
successfully changed his operation to keep pace with the volume- 
building market. Says he: “60% of our annual volume ($8 to $10 
million) is to builders of 20-or-more houses per year, only a 
very small percentage to small builders who do only a few houses 
a year. The small builder pays more for our material than the big 
fellow. We don't mind telling him why. We can't make money 
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shipping out small quantities of lumber to many small builders. 

Today, there are probably more dealers getting into building 
than builders getting into materials dealing. It is the logical 
outgrowth of the profit-squeeze in distribution. One dealer who 
decided to join rather than fight builders is Henry J. Munnerlyn, 
Bennettsville, S.C., former president of the NLBMD. He builds 
about half the houses within a 15-mile radius of Bennettsville 
(about 50 houses a year) and does most of the remodeling, yet 
still runs his own modern retail outlet. 

"There is still a lot of plain talk needed in the distribution 
end of the building industry." So says Clarence Thompson, for- 
mer president of the Lumber Dealers Research Council, and a 
successful Midwestern dealer who serves both builders and home- 
owners. “There have been too many sacred cows in our industry. 
As dealers, we either earn our keep, or we don't. A lot of dealers 
lost sight of basic economics—for example, that they could not 
survive very long if they were dealing in fewer materials than 
their customers." 


Pricing is still one of the stickiest subjects 
among manufacturers, distributors, and builders 


Pricing varies according to whether a builder buys directly 
from a manufacturer, from a wholesale distributor, from a local 
dealer, or a distant broker. 

"You will find that most builders are as fed up as you manu- 
facturers with having to buy your products in a regular Turkish 
bazaar in which there is no such thing as a price you can trust 
for anything," Vice President Perry Prentice of Time Inc told a 
Producers Council audience late last year. "Nine out of ten 
builders resent having to do business in a market where they 
can't trust any price quoted them, and they would be just as 
happy as you manufacturers would be if you could bring order 
into your pricing policies and practices." 

Yet the supply end of the building business is convinced that 
all builders are born chiselers and that price is their only con- 
sideration. Ralph Johnson, director of research and technology 
for NAHB, demurs. Says he: "Builders are first of all business- 
men. When manufacturers tell me that builders buy only on price, 
my answer is ‘so do all purchasing agents. The Time and 
Methods Analysis Program (TAMAP) showed that purchasing 
time is well-spent, for over 60% of the direct labor and materials 
cost in a house is in the materials. I don't know of any industry 
where suppliers are so fond of castigating their customers." 

One of the pricing barriers that builders have the most trouble 
vaulting is on plumbing fixtures. Many plumbing companies 
keep two price lists, one showing retail prices, another show- 
ing markups for wholesalers, for plumbing supply houses, 
and for plumbers. Some builders are able to get plumbing 
fixtures at close to wholesale prices by buying out or buying into 
a plumbing business or by working closely with plumbing whole- 
salers. It is doubtful that plumbing fixtures can be bought for 
less than the wholesale price. Even Levitt admits "the plumbing 
manufacturers seem to have made out a good case with the 
Justice Department that their business depends on doing a lot of 
low markup business with wholesalers.” But a smart purchasing 
agent with the right price sheet in his hands can figure out how 
much a plumber is paying and dicker about contract prices. 

One result of pricing chaos is that many builders are still deeply 
involved in distribution (to see how and why, turn the page). 
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. » » but the rise of 


2 
 / 


DEALER-BUILDER tries to sell not only materials but also the labor to put 


them together, often does remodeling. Ely-Hoppe 
Lumber Co. North Platte, Neb. does this and 
also builds and sells components like trusses, 
contracts building and remodeling jobs as com- 
plete packages, and is engaged in land develop- 
ment work, 


FULL SERVICE DEALER carries a complete line of building products includ- 


CASH AND CARRY 
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ing appliances and kitchen cabinets and serves 
the widest range of customers. Merner Lumber 
Co., Palo Alto, Calif. sells builders, homeowners, 
commercial, and industrial customers. Many such 
dealers sell both on credit and cash-and-carry, 
develop land, do cost estimating. 


DEALER carries a wide inventory and relies on rapid 
turnover and self service from a highway location. 
Lumbermen's Mercantile, with yards in three 
western states, carries "everything but wet ce- 
ment," sells mostly to small builders and con- 
sumers, Discounters like this company have 
shown the biggest growth in the last ten years. 


CONSTRUCTION 


SUPERMARKET DEALER retails both 


specialized dealers has done much to solve the problem 


SUPPLY DEALER keeps a big inventory of heavy and 
bulky materials like lumber, hardboard, gypsum, 
windows, plywood, sells at wholesale prices to 
big-volume builders and contractors. Denver 
Wood Products Co. wholesales in two product 
lines, prefabs components, and precuts lumber 
(mostly for builders of over 20 houses a year). 


to the public and to the trade, usually 
from a highly trafficked location, often sells 
lumber and plywood priced by the piece. W. H. 
Sawyer Lumber Co., Worcester, Mass., handles 
garden supplies and appliance: well as build- 
ing materials, encourages self-service but offers 
delivery to all customers. 


nbus. 
FARM OR RURAL 


DEALER mixes farm supplies and building materials. 
Spahn & Rose, Dubuque, Ia. (which has 33 yards 
in communities with as few as 189 people) han- 
dles lumber, ready-mix concrete and has a grain 
elevator (left). Most sales are to farmers at the 
consumer level. S&R also prefabs cottages and 
farm buildings (right). 
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DISTRIBUTION DILEMMA continued 


Now that producers have overcapacity, and distributors have reorganized . 


“Competition is a brutal social control. If a new distribution sys- 
tem is needed, somebody'll put it into effect." So said Professor 
Reavis Cox, then president of the American Marketing Assn., 
in a talk to the Producers Council four years ago. 

This is precisely what happened to building products in the 
second half of the 50s. Two events occurred. 

Starting in 1956, building product manufacturers, overanticipat- 
ing the promised housing boom of the Golden Sixties, went on 
the biggest expansion jag in their history. Between 1956 and 1960, 
the top 19 producers added $2.1 billion in productive capacity to 
the $1.3 billion they had owned in 1955—winding up with capac- 
ity enough to build 2 million houses per year. This tremendous 
surge in capacity largely explains why 1962, with a housing vol- 
ume of 1,483,300 non-farm housing starts, was a buyers’ market 
in materials while 1956, when housing output reached only 
1,118,100 non-farm units, was a sellers’ market. And it explains 
why in the last seven years materials prices dropped steadily. 

About the same time, as Professor John Herzog has noted, "the 
early 1950 trends toward bypassing local suppliers in favor of 
direct purchases from manufacturers fell into disuse. More and 
more firms let the building materials dealers maintain inventories 
and drop items at construction sites." Builders had been learning 
that they could not perform distribution functions as economi- 
cally as materials distributors, some of whom were merging both 
wholesale and retail functions and many of whom were begin- 
ning to perform additional services to meet the changing needs 
of a more highly industrialized housing technology. Despite 
widely held opinion to the contrary, many builders were willing 
to pay reasonable margins for materials and services. Most build- 
ers did not object to middlemen because they were middlemen, 
but they did object to paying dealer margins based on tradition. 

Today, many big builders have given up their central purchas- 
ing and cutting yards and are turning to construction supply 
specialists like Denver Wood Products, O'Neill Lumber Co. of 
California, and cash and carry discounters like Lowe's Compa- 
nies, which operates a chain of materials yards in five Southern 
states. Builders came to recognize the need for and cost of dis- 
tributive functions amidst the celebrated (and continuing) mana- 
gerial revolution that has seen builders become as knowledgeable 
about business management as they were about construction 
methods. Most sizeable builders today have learned how to use 
their limited capital better. They have learned the importance of 
indirect costs, the difficulties of supervision. Says Jerry Snyder, 
big California builder (1,007 sales closed last year): I could build 
more economically if I performed more building and distribution 
functions myself, but I'd lose control and would sell fewer houses. 
You can't do everything. We're more interested in selling a vol- 
ume of houses than in saving every last dime." 

But builders who gave up distribution functions have not 
swarmed back to distribution specialists only to pay traditional 
retail prices. Instead, they have worked out prices for materials 
from local suppliers commensurate with volume and services 
actually rendered. Big Builder George Emery of Topeka, for 
example, negotiates prices on furnaces and hot water heaters 
directly with the manufacturers but bases the prices he will pay 
on the uncrating and positioning of these products (by a distrib- 
utor) in the basements of his houses. 

The decision whether to buy direct or not to "is largely a 
matter of arithmetic," says Bill Levitt. "The basic yardstick for 


pricing materials is the carload lot. That's the way manufacturers 
sell. G.E. doesn't sell two refrigerators to a dealer; it sells a carload 
of appliances to someone who can store them and ship them out 
in smaller quantities. Unless a jobber-wholesaler does these things 
for a builder, it is sheer blackmail for him to get paid simply 
because he exists. And it is blackmail if material is shipped 
directly to a builder and he is billed through a wholesaler. We 
are in the wholesale business through a subsidiary, Builders 
Supply Corp. . . . We don't believe we're any more or less 
efficient than most wholesalers, but we can produce houses 
cheaper because we have learned to integrate wholesaling effi- 
ciently into our building operation. We have learned, for example, 
what materials we should send through the yard and what mate- 
rials to send directly to a job. I'd quit the wholesale business if 
I found someone who would do it cheaper for me." 


Manufacturers, pressed to boost volume in search 
of profits, are more and more willing to sell direct 


They want a bigger share of the market so they can pay for the 
cost of their expanded facilities. "Aggressive young sales manag- 
ers are so anxious to sell the output of their huge productive ma- 
chinery," grumbles one supplier of big builders, "that they'll 
make almost any kind of direct deal to push the product out." 

Manufacturers, by law, must deal with each class of customer 
on the same basis. Traditionally, building product makers have 
recognized industrial accounts as entitled to buy directly. Builders 
take on this coloration when they set up a central yard or prefab 
plant. Observes Levitt: "The cutting and storage yard is strictly 
symbolic to a great many manufacturers: if you have one, they 
begin to recognize you as a wholesaler." 

“The central yard helped perpetuate the myth of a new kind 
of industrial account," agrees Leonard Haeger, former NAHB 
research chief and one-time technical director for Levitt. "Now- 
adays many industrial account sales forces compete directly with 
builder-contract sales forces of the same producers." 

The builder-contract sales teams were created largely to help 
big producers (particularly appliance makers) to get more 
builder business. Some appliance makers arrange what amounts 
to better prices for a distributor if he, rather than their direct 
sales force, gets the builder business. Reasons: 1) producers be- 
lieve that big builders will assure greater volume, 2) producers 
like the added promotional value of getting appliances into the 
builders' model houses, and 3) producers want to stimulate their 
distributors to do a better sales job. 

"Everyone tries to maintain business ethics with their distrib- 
utors," says one ex-marketing director of an appliance maker, 
*but in effect they will sell direct. The breakpoint of direct sales 
to builders (in major appliances) usually comes at an annual 
production rate of 50 houses." 

Arguments for and against direct buying will probably persist 
as long as homebuilders believe they can estimate manufacturing 
costs and the costs of getting products to them. Two successful 
builders who take opposing stands on the question are Ohio's 
Donald L. Huber, chairman of NAHB's marketing committee, and 
Kavanagh-Smith, publicly held company in North Carolina. What 
makes their divergent views more intriguing is the fact that the 
two companies are approximately the same size and have similar 
multi-city building operations (see right). 
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does direct buying and central 


DONALD L. HUBER builds in Dayton, 
Indianapolis and Lima, Ohio, sells 550 to 
650 houses a year in the $16,000 to 
$21,000 price class in eight subdivisions, 
His Universal Manufacturing Co. buys 
most materfals for houses in Huber's 
operations and manufactures trusses and 
wall panels for him and other builders 
(about 55% of Ks business). 


warehousing pay off for builders? 


J. Harold Smith 


ROGER KAVANAGH is president of 
Kavanagh-Smith and subsidiaries, Greens- 
boro, N.C. publicly-owned company 
building from 600 to 700 houses a year 
in nine North Carolina towns in 18 dif- 
ferent subdivisions, uys much of its 
material through Lowe's Companies Inc., 
à cash and carry discount distributor 
with outlets in five states, 


Says Builder Huber: direct buying is cheaper Says Builder Kavanagh: local buying is cheaper 


@ @ varias is an entirely different business than building, ee High-volume merchandisers who provide products at a 


and it takes a different type of individual, facility, finance, 
and management. Unless a builder is big enough to 

support a large volume, he would make a serious error in 
establishing suoh a company.” But there are three advantages 
for a central purchasing-warehousing yard (particularly 

if it is tied to a manufacturing facility): 


“1. Purchasing power—this is the primary reason but the 
most deceptive advantage. The difference between local retail 
prices and manufacturers’ prices looks huge at first glance 
(about a 25% mark up), but to be successful direct 

buying has to be as efficient. You can buy materials at 
savings well in excess of $500 per $17,000 house, but the 
efficiencies—in purchasing, warehousing, handling, and 
financial—will determine how much of this can be trans- 
lated into dollar savngs on construction. 


“2. Waste is a big item in housing, but our saving through 
wasting very little is probably our No. 1 cost-cutter. 

The TAMAP study shows huge savings can be made if 
material is properly processed. Our central Pocation, precutting 
and pre-assembly operation cut waste, theft, and spoilage 
significantly. We spend $5,000 on every new house design to 
engineer it for maximum use of material. 


*3, Capital leverage is the most significant advantage of 
central purchasing and warehousing. It takes a lot of money 
to start a centralized material facility, but now that we 

have some of our capital invested in this, we can borrow 
money cheaper than if we just built homes—at 646 true annual 
interest, vs. the 10% (6% interest plus 1% construction 
loan fee) most builders pay to finance construction. ee 
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low distribution cost have a place in the retail distribution 

of building materials. We buy some materials direct—like 
lumber, flooring, brick, ready-mixed concrete, windows, 

doors, sand and stone products because they are manufactured 
locally and we can get job-site delivery. But we buy from 
distributors items like roofing, insulation board, plywood, 
gypsum, composition siding, millwork (other than windows and 
doors), appliances, hardware, medicine cabinets, and range 
hoods. We calculate that losses from pilferage, damage, 

and the cost of warehousing and maintaining materials 
would eat up potential savings that could be made buying direct. 
There are specific advantages in buying through a distributor: 


“1. Low markup. We have a good knowledge of manufac- 
turer's prices, and can calculate how much money we are paying 
a distributor for his services. His markup is so low that our 
company cannot afford the warehouses, trucks, and personnel 
to do what he does ourselves, 


“2. Buying power. Our distributor has outlets and serves 
customers in five states. We're pretty big, but we are only 
working in one state. So our purchases are small compared 

to his total purchases. So he can buy at better prices 

than we, And he is big enough to hire buying specialists 

to follow the market in commodities. We couldn't afford to. 


“3, Employment of capital. The distributor uses his capital 
to provide us with services we need. If we were to capitalize 
an operation in competition with his, we could not employ 
capital as effectively, because we don't have his volume. 

On the other hand, we can use capital to make money doing 


what we know best: building. ee 
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DISTRIBUTION DILEMMA continued 


Why builders make the decisions they do, now that they have an option 


Today there is hardly a big-volume builder (over 50 houses a 
year) who does not buy some products directly from manu- 
facturers. Some buying is truly direct—from manufacturer's 
plant to builder's warehouse or site, but very often direct buying 
is really negotiating prices with a producer's representative and 
getting delivery through the producers own warehouse or an 
independent warehouse that is in on the deal. Of course, the 
bigger the builder, the greater is the tendency for producers to 
sell direct. But there is no consistency in manufacturers’ direct 
sales policies. Some kitchen equipment manufacturers will sell 
appliances, cabinets, and countertops direct; others will sell only 
the cabinets and the tops, still others the appliances and the 
cabinets. One big roofing, siding, and flooring manufacturer will 
sell acoustical tile but not its flooring direct. Makers of accessories 
often sell both directly to large volume builders and through 
distributors. 

"A real distribution dilemma comes about when a producer 
introduces a new product," says Leonard Haeger. "But most 
manufacturers won't let the complexity of the distribution system 
stand in the way of getting a product to market. They'll sell it 
any way they can." 

"Gypsum wallboard," says T. C. (Chuck) Rowe, West Coast 
chain discount dealer, “was one of the first new products to break 
down the step by step distribution pattern." To win acceptance 
over wet plaster, gypsum producers often dealt direct from 
factory to builder. More recently, built-in ovens have become 
almost standard in California houses, thanks to similar marketing. 
Producers’ own sales forces took over the job when distributors 
failed to sell them into the new-house market. Today about 6596 
of all appliances are sold through factory-owned branches or to 
big retail chains. Many local dealers no longer resent this because 
it is volume business they couldn't get anyway. 

Big aluminum producers chose to short-cut traditional chan- 
nels because aluminum—a fairly new building product—was not 
being pushed by traditional distributors. Reynolds Metals Co., for 
example, set up a building products company, RABCO, early in 
1962 as a jobbing-wholesaling division of the parent company, 
stating—in an effort not to antagonize some distributors who 
were selling its products: "[They] could not be expected to 
invest heavily in stock, expend the effort on developing new 
uses, and promote the sale to the extent necessary for marked 
progress." The Weather-Tite/ Aristocrat division of Pacific Coast 
Co., a manufacturer of extruded aluminum, which also set up 
its own branch warehouse distribution system, put it more 
baldly: "Ours is a captive operation. Branches perform the 
services of a distributor, which they are, but eliminate the 
burden of additional profit margins that an independent distribu- 
tor incurs." Factory-owned warehouses today, it should be noted, 
are notably low- or no-profit operations. 

"[ can't blame the producers for selling direct," says one big 
cash-and-carry dealer. “A lot of dealers didn't want to pioneer 
en new products, so the producers had to move them themselves.” 


Builders buy direct when it saves money— 
but not every product fits this formula 


Not every builder buys the same products direct or for the 
same reasons. The products that builders tend to buy direct are 
usually: appliances (because they can get them through factory 
branches), light items (like aluminum louvers), compact items 
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(like anchor bolts), easily stored items (like closet rods), items 
packaged against damage (like vent hoods), and low bulk items 
used in volume (like staples and nails). But they will often buy 
kitchen cabinets direct (because many of them are now made in 
small local plants). Some will buy heavier materials like windows, 
sheathing, gypsum board, or roofing (but usually only when the 
builder has a component or lumber company subsidiary). A check 
among a dozen big builders, whose annual output ranges from 
50 to 800 units, exhibited all these trends. When asked why they 
preferred not to buy more products direct, half of the builders 
pointed out that storage, delivery, capital requirements, or added 
overhead costs made more direct buying a moncy-losing proposi- 
tion. 


Two new trends may increase volume 
and variety of products sold direct: 


1. More and more major suppliers, notably the kitchen equip- 
ment manufacturers, are making package sales of color-co- 
ordinated appliances, vent hoods, sinks, cabinets and countertops. 
General Electric, Westinghouse and Emerson Electric, among 
others, have set up special divisions that cut across product lines 
and offer builders what amounts to supermarket buying instead 
of shopping in several stores for closely related products. Borg- 
Warner offers a one-stop service through its contract sales 
division. Here builders can get from a single source appliances, 
air conditioning, insulation, plumbing fixtures—even financing 
through an acceptance corporation. This type of packaged selling 
promises to increase the amount of one-stop (through a whole- 
saler) buying, and perhaps direct factory sales. 


2. More and more builders are subcontracting more of the 
operations in building (e.g.: carpentry labor, roofing, basements, 
slabs, grading). Plumbing, heating, and electrical work have 
traditionally been subbed, and still are as a rule. Merchant build- 
ers who work very closely with their subs and often buy the 
materials subs install, say they are tending to listen more to sub- 
contractors’ recommendations on products today, since they be- 
lieve the subs can often cut their costs. The possibility is strong 
that many subcontractors, who like big builders have grown 
more management conscious are growing to sufficient size to do 
more of their own product buying—and doing it directly with 
manufacturers. 

One big Southern California roofing subcontractor gets so 
much of the business because, says one builder, his prices are 
"rock bottom," “and he determines the brand we use because he 
can buy better than we can." 


How one big builder explains his decisions about 
what he buys direct and what from distribution channels 


Perl-Mack Construction Co., Denver, which has built about 
1,000 houses a year for the last three years, buys many of its 
products direct from manufacturers, but a still greater number 
from efficient distributors even though the builder owns his own 
central warehouse and yard. Perl-Mack's buying decisions are 
not typical of all big builders but they are typical of the thinking 
process of builders in buying. 

The pictogram on the facing page shows how Perl Mack buys 
many of its materials, and explains why. 
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of buying some products direct and some through distributors 


CONCRETE : BOUGHT 
FROM DISTRIBUTOR 


WOOD FLOORING: 
BOUGHT DIRECT 


"I' BEAM: BOUGHT 
FROM DISTRIBUTOR 


FORM TIES: 
BOUGHT DIRECT 


FRAMING LUMBER: 
BOUGHT FROM DISTRIBUTOR 
WATER PIPES: 


No Me 
S . 
EA \. e S BOUGHT DIRECT 


SEWER PIPES: Ne T e 
BOUGHT FROM DISTRIBUTOR 
b rcc 


FOUNDATION PRODUCTS bought direct from manufacturers include: 1) 
form ties because they are used by the thousands and are stored easily at 
4\4¢ apiece saving; 2) transite water pipe because it can be bought from 
the manufacturer; and 3) oak flooring because it is delivered to job sites in 
trailers which are left until emptied. All other items are bought through 
distributors and delivered to the job because the cost of rehandling bulky 
items through a central yard would eliminate savings from direct buying. 


——GYPSUM BOARD & PAINT: 
BOUGHT FROM DISTRIBUTOR 


MT 


MEDICINE CABINETS: 
BOUGHT FROM DISTRIBUTOR 


AIR CONDITIONING: 
BOUGHT FROM 
DISTRIBUTOR 


GAA 


BI- FOLDING DOORS: 7 . E diis 
BOUGHT FROM -' DUCT WORK : BOUGHT 
DISTRIBUTOR ` FROM DISTRIBUTOR 
VANITIES : 

BOUGHT DIRECT 
BATHROOM PRODUCTS bought through distributors include: 1) gypsum 
board because it is hung, taped, and painted by one subcontractor at a price 
the builder can't beat; 2) plumbing and air conditioners because they are 
delivered to the job at builder-negotiated prices; 3) medicine cabinets, bi-fold 
doors, and sheet metal for ductwork because they cannot be bought cheaper 
from a manufacturer than through a distributor. The only item bought 
direct is vanities. 
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SHINGLES : BOUGHT 
FROM DISTRIBUTOR 


SHEATHING : BOUGHT 
FROM DISTRIBUTOR 


GUTTERS & DOWNSPOUTS: 
BOUGHT DIRECT 


DOORS : BOUGHT 
FROM DISTRIBUTOR 
SIDING : BOUGHT 
FROM DISTRIBUTOR WINDOWS: BOUGHT 
FROM DISTRIBUTOR 


EXTERIOR MATERIALS bought through distributors include: 1) aluminum 
windows because a distributor will repair job-broken glass at set prices; 2) 
shingles—laid down by a subcontractor who copes with the problem of 
customers demanding a wide range of colors; 3) sheathing, siding, and doors 
because they are delivered in the kind and quantity needed, Products bought 
direct: 1) brick because builders use thousands on every house; 2) gutters 
and downspouts because the builder owns a sheet metal shop. 


E35 LICHTING FIXTURES? 
BOUGHT FROM 
KITCHEN CABINETS: DISTRIBUTOR 
BOUGHT DIRECT 


EXHAUST FAN/HQOD: 
BOUGHT DIRECT 


DIRECT, SOME BOUGHT 
FROM DISTRIBUTOR 


+  — FLOOR COVERING: BOUGHT 
FROM DISTRIBUTOR 


KITCHEN EQUIPMENT bought direct from manufacturers includes: 1) 
exhaust fans and hoods because they are all one color and can be stored 
compactly; 2) kitchen cabinets because they are built to builder specifica- 
tions and can be stored for use when needed; and 3) appliances—some of 
which are bought through manufacturers’ own distributors at builder-nego- 
tiated prices. Products bought through distributors include: light fixtures, 
floor coverings and countertops. 


continued 
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DISTRIBUTION DILEMMA continued 


Today’s big need: better communication between producers and users 


The failure of manufacturers, distributors and dealers to under- 
stand fast enough the import of housing’s industrialization (pin- 
point delivery, tight work scheduling to assure faster construction, 
factory-finishing of surfaces, use of bigger components) accounts 
for many of the snarls that existed—and still exist in spots— 
between builders and their suppliers and distributors. Manufac- 
turers seldom find out enough details about how their products 
are used, how they could better fit their customers’ needs. 
Example: the appliance maker who admitted his dishwasher is 
designed so that its connections are easily accessible only when 
the washer is turned on its side—which may be fine in the factory 
but doubles the cost of installation in a house. 

Distributors and manufacturers alike too seldom get their 
shoes muddy learning what goes on where building products are 
put into form for their final sale: to homebuyers. And dealers 
seldom are able to hire enough competent salesmen. Manufac- 
turers’ sales agents have tried—in some product lines—to take on 
the role vacated by distributors’ or dealers’ salesmen. And, accord- 
ing to many builders, even they have failed. 

From builders, the complaint heard most often is that com- 
munications with them are wretched. They are unhappy about the 
amount, kind, and quality of information they get from their 
supply lines. Indeed, even though builders have a reputation of 
being more price conscious than other businessmen (they aren’t), 
they gripe more about lack of product intelligence than about 
prices. 

Specifically, builders are dissatisfied with cost and pricing in- 
formation. They are unhappy about data on specifications and 
performance (“It would be nice if a salesman knew the out-to-out 
measurements of a new appliance that he’s trying to sell into 
your kitchens,” says one builder), They are angry because they 
get too little data on availability and delivery, even such basic 
information as whether or not a product has FHA approval. 

Ideally, builders would like to get data sheets that would out- 
line costs, performance, specifications, availability, delivery time, 
how a material can be used, how much it can save, what its instal- 
lation time is, and who gives the warranty and on what. 

Yet little trade advertising, the logical source for such informa- 
tion, includes such data. The Time and Methods Analysis Program 
(TAMAP) sponsored by NAHB, The Stanley Works, and Builder 
Robert F. Schmitt indicated how much manufacturers and their 
advertising agencies could learn through greater familiarity with 
the homebuilding process that would help them do everything 
from re-design products to write sharper advertising copy (H&H, 
April). 

The failure of many manufacturers to sell more of their 
product through their own or their distributors’ efforts has often 
forced them to buy their markets rather than sell their products. 
Today some major producers are even financing elevators, air 
conditioning, kitchen and laundry appliances in rental apartments 
to assure themselves of big-volume business. 


Does ineffective advertising underlie producers’ 
troubles selling all they can make? 


In their effort to sell the product of their giant productive 
machine, materials manufacturers have tried all manner of market- 
ing techniques—save the most obvious one: better communica- 
tion through more and more responsive advertising. 

While the 19 major producers of buildings products were (as 
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noted earlier) more than doubling plant capacities from 1956 to 
1960 (at a cost of some $2.1 billion), their advertising outlay rose 
only slightly—from $12.7 million in 1955 to $16 million last year. 
Nine of the biggest companies actually spent less last year than 
they did in 1955, and almost the entire total increase was due to 
Armstrong Cork, which almost doubled its advertising outlays 
from $3.1 million to just over $6 million. Its $6 million advertis- 
ing expenditure in 1962 was more than double that of the next 
biggest advertiser, Pittsburgh Plate Glass, with $2.5 million. 

Evidence that advertising mass-produced goods—be they floor- 
ing or acoustical tile, toothpaste or headache remedies, autos or 
cereals—pays rather than costs shows up in the case of Arm- 
strong. Last year, the company showed the healthiest earnings 
record among the 19 producers, and over the years it has had 
one of the most consistent profit scores. Part of Armstrong’s 
enviable record is attributable to new product development, but 
much of the credit can go to its vivid advertising (mostly to con- 
sumers but also to building professionals) and its sales philosophy 
that it pays to advertise. 

Housing professionals do read advertising, even badly written 
advertising. Listen to Builder Joseph L. Eichler on the subject: 
^] read the advertisements as well as the editorial matter in 
magazines. We're always looking for something new—how to 
light a bathroom even better, what new kinds of cabinets are on 
the market, what new kinds of hardware are being made. Unless 
we read the ads, where would we find the kinds of things we're 
looking for? Like all builders, we see many new products in adver- 
tising and at trade conventions, but I never cease to be amazed 
how little manufacturers follow through on inquiries we make." 


Does lack of consumer education underlie producers’ 
troubles selling the best they can make? 


Yes, says one major lumber manufacturer: "The failure of 
product manufacturers to understand the builders' problems and 
the failure of many retail dealers to educate the builders and 
the public about quality are some of the chief reasons why so 
many low quality items are sold." 

Builder after builder has complained that there is no use put- 
ting better products in his house because the manufacturers 
haven't taught consumers to know the difference. Most of the 
home-buying public can't distinguish between a washdown toilet 
and a reverse trap toilet*, can't assess the value of a burglar- 
proof front-door lock, doesn't appreciate the difference between 
cheap windows and well-made windows. 

The problem of quality goods has now come before Congress. 
This month, the distribution subcommittee of the House small 
business committee will scrutinize the industry, as the committee 
resumes a series of hearings on what it calls "dual distribution." 
The subcommittee wants to examine the effect of builders’ direct 
buying on normal distribution channels, and it wants to run down 
charges that, in some cases, appliance producers are making 
available to builders what are known as builders’ models, inferior 
to manufacturers’ standard products. Considering the forum, 
neither producers nor builders should expect much sympathy at 
the hearings. But the fact that they are being held at all under- 
scores the communications gap (see also News, p. 13). 


*Washdown toilets, dating from 1889, are noisier, less sanitary than all other 
models on the market. Reverse trap toilets (1910) are quieter, more sanitary, 
cost about $3 more. 
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On the horizon: shorter supply lines and computer-controlled inventories 


In today’s competitive race to get products to market—in 
volume—at the lowest possible cost, manufacturers will take 
almost any route if an established distribution pattern fails. So 
change has been rapid and apparently will continue so. “One way 
more economies may be introduced into distribution,” predicts 
the chief sales executive of a major lumber producer, “is by 
mergers of big materials producers with efficient wholesale dis- 
tributing companies. And there would probably be more mergers 
except for the government attitude towards them.” Two other 
trends may affect the supply-distribution pattern: 

4. Manufacturers are building more plants and warehouses to 
eliminate some distribution costs. The fact that more manufac- 
turers are setting up wholly owned warehousing subsidiaries is 
evidence that some independent distributors and dealers are still 
not efficient. But one major manufacturer raises the question of 
whether or not manufacturers themselves have deployed their 
productive facilities to cut out huge distribution wastes. Says 
Milton J. Stevens, chairman and chief executive officer of Repub- 
lic-Transcon Industries (which makes water heaters, garbage 
disposers, air conditioners, and clothes driers): “Too many manu- 
facturers have built up their selling prices as umbrellas to cover 
such outrageous items as bonus cruises, high distribution costs, 
high warehousing costs, and high markups. Why don’t they build 
a plant near you?” He practices what he preaches: his company 
has eliminated jobbers, sells direct from eight factories. “We 
decentralized our plants so we'd be reasonably close to every 
market. We went a step farther and bought our own trucks and 
trailers to cut down freight costs within a zone. It now costs us 
only 25¢ to ship a water heater from California to Arizona. This 
[distribution] is the one of the few places you can cut costs. You 
can’t get a better price on steel; you can’t get labor to work for 
less money. The only thing you can eliminate is unnecessary 
costs.” 


2. Important changes in the distribution system may be effected 
by computers. The use of data processing equipment—which has 
revolutionized so much of decision-making and problem-solving 
in many other industries—may soon revolutionize distribution 
within the housing industry. 

The fast communication and precise inventory control possible 
with computers may cause more and more building products 
to be inventoried farther and farther back the distribution chain 
towards the manufacturer. (This is a trend in industry as a whole 
and one theory holds that the 1958 recession and production 
slowdown was caused by inventory adjustments made because 
computers showed businessmen how to cut down inventory 
without losing sales.) 

Most homebuilders are well aware that stocking materials on 
their site is expensive in terms of tied-up capital; many do so 
to assure that they have what they need when they need it. 

But if computers make it possible for manufacturers to guaran- 
tee reliable delivery with a much smaller inventory at the plant 
and all along the distribution chain, everyone—manufacturers, 
wholesalers, subcontractors, dealers, and builders—is bound to 
be affected. 

Some—most probably the middlemen—may get hurt; but the 
net effect should be lower costs to the builder, and thus stable 
house prices to the consumer. And this is the most important 
thing. —EDWARD BIRKNER 
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Six of 1963’s best-designed custom houses 


These Merit Award and Honorable Mention houses, together 
with the four Honor Award winners shown in the July issue, 
make up the ten houses premiated by the custom jury in 1963's 
Homes for Better Living program sponsored by the American 
Institute of Architects, House & Home, and Lire. 

They couldn’t be more varied: John Johansen’s almost-brutal 


masses of concrete in Connecticut (below) are more than just 


The towers and walls resemble castle battlements, 
an illusion heightened by the ro 


sonry masses and the parapet-like rooftop ter ceptionally high tides. 


races. Floors are suspended above g 
, striated ma- the walls as protection against fl 


a continent apart from Joseph Esherick antic courtyard 
house near San Francisco (p. 7130). Because they are so varied 
—indeed, in different worlds of the imagination—each has a 
very different lesson that can be applied to other houses in 
other place s in exploring new forms and new uses of 
materials, in designing for a climate or a particular view, and 
in fitting a house to a problem site. 


ade between 
g during ex- 
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Cellular structure. of the plan, interrelated yet 


zoned, appears in the curved concrete walls. Sec- 
tion shows the various levels 


1. Concrete walls and towers, 
original in concept and form 


Architect John Johansen's house for a 
weatherswept Long Island Sound property 
challenges the viewer to finish this sen- 
tence: "It reminds me a little of 
Cited by the judges for "originality in 
basic conceptions, with magnificently com- 
posed skylines and rooflines," the house 
is a series of interlocking curved concrete 
walls enclosing the various rooms and 
levels of the plan 

Protection from the elements—from 
high tides, occasional hurricanes that 
sweep up the East Coast, and from the 


Library looks across a second-level wood deck 
hot summer sun that bakes the exposed 


to Long Island Sound. Roof top terrace above is 
site—was the primary requirement of the reached by an exterior staircase. 


owners. The thrce-level core of the house 
consists of a sunken hearth room, a tower 
library above it, and a roof terrace atop 
that (see section drawing). Other group- 
ings are a master bedroom suite and the 
service and servants' quarters, on opposite 
sides of the general living, dining, and 
entry areas 

Not shown is a separate group of walls 
forming a three-bedroom guest house. 
complete with kitchenette and dining area 


MERIT AWARD 

CLASS: over 2,800 sq. ft. 

ARCHITECT: John M. Johansen 
BUILDER: T. deF. Hobbs Inc. 
LANDSCAPE ARCHITECT: James Fanning 
LOCATION: Westport, Conn. " 
d Hearth room is just visible to left of living room 
on a lower level. Some interior walls are smooth 


Photos: Robert Dam 


plaster furred out from the concrete. 


continued 
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In rear of the house, card room, left, solarium, and dining room open to this 
formal garden. Roof outline shows the U-shaped gutters between the rows of 
plastic skylights over the solarium. 


SOLARIUM 


SOLARIUM 
COURT 


LOWER FLOOR 


Two-level plan puts parents’ bedroom-sitting room suite on lower floor be- 
low the two groups of children’s rooms. Balcony across the entire 101’ width 
of house is accessible through sliding glass door from sitting rooms 


2. A plastic-roofed patio is 
the heart of this big house 


One of the owner's requirements for this 
design was a central patio like those in 
Latin American houses. The photo at top 
right shows Architect Esherick's adaptation 
for a U.S. climate, a roofed patio which 
the jury called "entirely fresh and of con- 
temporary materials . . . most successful." 
Around this central room (which serves as 
a family gathering place) are a series of 
self-contained living areas: separate bed- 
room-bath-sitting room suites for teenaged 
boys, girls, and—on the lower floor—the 
parents; the kitchen-dining area, and a 
card room for entertaining small groups. 

Each living area opens to a separate 
outdoor living area—balconies, terraces, 
or a series of walled courts (see below). 


Walled courts were conceived as a series of rooms 
without roofs to give form and outline to the rel- 
atively dull upward sloping site. 


Photos: Roy Flamm In patio-solarium, double dome skylights are supported on precast concrete 
units that act as supports, skylight curbs, and roof gutters, Clear plastic hop- 


MERIT AWARD 
per windows just below the ceiling help ventilate the court. 


CLASS: over 2,800 sq. ft 

ARCHITECT: Joseph Esherick 

BUILDER: Oscar L. Cavanaugh & Son 
LANDSCAPE ARCHITECT; Lawrence Halprin 
LocaTION; Hillsborough, Calif. 


Dining room is severely formal and traditional, in contrast to the informality 


and is a satisfac- of the court. The high ceiling follows the lines of the peaked roof to give a 
feeling of expansiveness to the paneled room. 


Impressive entry leads through concrete arch into forecourt, then through a 


foyer into the solarium. Slate floor needs little maintenan 
tory dance floor when the room is used for entertaining. 
continued 
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Close-to-the-water siting keeps the all-glass front concealed from the houses 
on either side. The grilled projections contain balconies and doors that open 
for ventilation. Siding is t&g cedar left to weather a natural grey 


MERIT AWARD 

CLASS: 1,600 sq. ft. to 2,800 sq. ft. 
ARCHITECTS: Crites & McConnell 
BUILDER: Par Hall 

LOCATION: Solon, lowa 


g 


Floor plan reveals the division of dining and kitchen space from the living 
area which the judges especially liked. Framing is on 6’ and 10 bays, in a 
combination of post-and-beam and conventional construction. 


Photos: 


3. A box-framed house 
for less than $10 per sq. ft. 


This house started out as a vacation-house 
for a young family of four, but they were 
so happy with what the architects created 
that they switched, in mid-plan, and made 
it their year-round residence. 

Architects Ray Crites and Richard Mc- 
Connell are no strangers to the winners’ 
circle (three awards last year, including 
an Honor), and are equally at home with 
tight budgets (this house has 2,053 sq. ft. 
and cost only $19,200, plus land and 
fees). They poised the house on concrete 
piers well off the ground and close to the 
lakeshore to gain a commanding view as 
well as privacy from nearby houses. They 
got minimum foundation costs and an airy, 
floating appearance as extra dividends. 

Essentially, the house is two simple 
boxes joined at both levels by a glass- 
walled passageway—a plan that impressed 
the jury. Also mentioned favorably: the 
separate kitchen entrance. Said one juror: 
“Houses with all their circulation through 
the front door must be for families who 
have no children running in and out.’ 


Je 
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Bedroom balcony overlooks the two-story li room. The doo: 
open onto a small balcony with no valk leading to the 
door was never floored because extra cross ventilation has not been needed). 


Living area has an almost unobstructed view, and its own deck cantilevered 
out from the front of the house. Natural-wood treatment of the exterior- 
including diagonal end-wall siding—is carried out inside 
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Simple framing shows clearly in the view from the street, with I-beams run- 
ning the 92’ length of the house. Storage, heating, and laundry facilities are 
housed in the steel-walled structure at the rear of the carport. 
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Main living area is oriented to overlook the swimming pool, while the bed- 
rooms face the hillside bank to the rear. The U-shaped kitchen is centrally 
located near two inside eating areas and two patios. 


Photos: Leland Y. Lee 


4. Aglass pavilion framed in 
the tight discipline of steel 


“Without doubt, the best steel house we 
have seen this year,” said the jury. 

Architect Pierre Koenig, one of the U.S,’s 
leading exponents of all-steel construction, 
glass-boxed his framing to satisfy the cli- 
ents’ wishes for an unlimited view from the 
hillside site and for close integration of the 
swimming pool into daily living. 

The framing is simplicity itself. Four 
rows of columns, at 23’ intervals, support 
12” I-beams spanned by 18 ga. galvanized 
steel decking. Interior ceilings are acoustic 
board hung between the ribs of the deck- 
ing, and obscure glass is used as a facing 
for ceiling lighting troughs. 


HONORABLE MENTION 

CLASS: 1,600 sq. ft. to 2,800 sq. ft. 
ARCHITECT: Pierre Koenig, Ala 
ENGINEER: William Porush 
LOCATION: Palos Verdes, Calif. 
BUILDER: Owner 


Living area, facing south and west, is protected from the sun's glare by slid- 
ing light-blue louvered screens across the glass. Decor is essentially white, 
with blue kitchen cabinets and walnut paneling for contrasts. 
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Photos: Douglas M. Simonds 


Two-story look results from projection of master bedroom suite (above car- 
port) and living room wing (right) over the downhill slope. A future studio, 
with a private entrance, is planned for the space beneath the living area, 


5. An all-wood hilltop house 
that nestles into its site 


This house, set at the top of a steep site (it 
rises 30’ in 100’) looks at first like a multi- 
level. Actually, all of its living area is on a 
single floor, with only a carport and utility 
room beneath, 

The jury was especially impressed by 
“the excellent handling of the wood decks, 
and the successful integration of existing 
trees and foliage with the entrance [photo 
below]." Architect Robert Jones used red- 
wood siding and creosote-stained posts, 
beams, and trim to blend the house into 
the crown of the hill. Privacy for the mas- 
ter bedroom suite is gained by separating it 
from the rest of the house. 


Broad entry is protected by 8' roof overhang, and 
existing trees were carefully preserved. 


HONORABLE MENTION 

CLASS: under 1,600 sq. ft. 

ARCHITECT: Hester-Jones & Associates 
BUILDER: Herbert Turner 

LANDSCAPE ARCHITECT: Wimmer & Yamada 
LocarioN: Del Mar, Calif. TL. 


Ample decks and terraces extend the relatively small floor area (1,600 sq. ft.), 
and provide space for a future expansion of the family room and dining area. 
Redwood and pebbled concrete entry steps follow the curve of the hill. 
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Generous open porches face the view, are accessible through sliding glass Photos: T. F. Walters 
doors. Wide soffits, with tension cables at each end of the rooms, contain the 
thrust of the pitched roof, which has no collar beams. 


6. Great roofs shelter 
a house oriented to the west 


v 
LIVING 


18'0"x 24-0" | 


HONORABLE MENTION This design solves a common problem: ori- 
CLASS: over 2,800 sq. ft. entation to the afternoon sun. Sited on a 


ARCHITECT: Jan Mackinlay, ata . 1 
: pd a EE small city lot in an older neighborhood, the 
BUILDER; William Etchegoin " 


GUEST 
12-0 «12:0! 


LANDSCAPE ARCHITECT: house has a magnificient view—like all 
C. Mason Whitney, asta Berkeley views, due west. To retain the 
LOCATION; Berkeley, Calif. view, yet control the heat and glare, 


Architect Mackinlay extended his roof 
structure over and beyond porches ex- 
) tending from the upper level living room 
and master bedroom (see photo above). 

A central entry hall gives excellent cir- 
culation to all the activity rooms on the 
upper level, completely separate from the 
children’s bedrooms below. Surfaces are 
natural wood throughout, 


Soaring triangles of the open ceilings and chang- 
ing floor levels lend excitement to the interior 


 LND 
12/0 x 1640" 


um space. This is the living-dining wing. 
p Lm 

P nd 

f "e UTILITY 


é STOR, 


LOWER 
FLOOR 


Major rooms for living and entertaining are on the upper floor, while chil- 
dren's bedrooms and utility areas are set into the hillside. The family room 
has both a view balcony to the north and a sun terrace to the south, 


This unique house explores 
many new ideas in structure, 
materials use, and finishes 


For example: The series of hyperbolic roofs over the flowing floor 
plan below are sprayed concrete. The design uses built-up wood 
girders to support a sundeck cantilevered 13’ over the hillside. 
The stairwell is a circular silo of sprayed concrete with precast 
steps. It has insulated stone walls, radiant heat in the frame walls. 
These and other ideas—all adaptable to many other designs—are 
detailed on the next three pages. 

The big and rambling house—nearing completion in Croton, N.Y. 
—was designed by its owner, Engineer Alfred Bush. Back in the 
1930s, Bush, a construction-systems consultant, studied under 
Frank Lloyd Wright at Taliesen West for four years, and was 
profoundly influenced by Wright's constant search for new ex- 
pressions and new potentials in materials and structural systems. 
Bush built this house to express and test his own ideas about the 
way materials can be (but rarely are) used in homebuilding. For 
example, says Bush: “In the house, I used concrete for what it is 
—our only permanent, plastic building material. With it, you can 
build any form or shape—and it is one of our cheapest materials.” 
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MAIN LEVEL 


SEPTEMBER 1963 


James Karales 


CONSTRUCTION PHOTO shows roof sections being built 
up with sprayed concrete before frame walls are finished. 


I2 
balcony ) 


LOWER LEVEL ROOF PLAN 


PLAN reflects the square modules of the complex roof 
system, Section shows three-level scheme. 


continued 
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NEW IDEAS IN STRUCTURE continued 


A wooden girder cantilevers 13' to support a 
sundeck, and a roof of seven concrete hyperbolic 
paraboloids was made without any formwork 


The house juts out over a steep hill, and to carry the big sun- 
deck Bush designed the wood girders detailed at the right. The 
girders are tied into the foundation at their uphill ends, get extra 
support from wooden tie beams let into the corners of the chim- 
ney. The beams cantilever out and join at the peak of the over- 1 
hanging sundeck (see top photo, right). The top of the girder | 
carries a copper planter. | NS 

The h-p roofs were made in four steps: 1) 4x8 edge beams d i 
were positioned and joined at corners by the steel connector 
shown below right. A saw kerf in the ends of beams fits over the 25% 
V&" steel plate and the joint is glued and bolted. 2) Steel-wire | 
mesh with a paper backing (bottom picture at right), was | 
stretched between edge beams and held by lag hooks screwed 
into the beams. 3) Concrete was sprayed both over and under 
the steel mesh with a gun that mixes cement, sand and water 
right at the nozzle. 4) When the concrete had set, foamed 
urethane planks, scored so they would follow the curves of the 
roof, were laid down on top for insulation. A surface of poly- 


_—— COPPER 
LINING FOR, 
FLOWER 


SUNDECK under construction, top, shows how the deck 
- Š joists tie into lower flange of girder. Girder (see section) 
vinyl fluoride on roofing felt was then applied with a mastic, is made of dimension lumber bolted together. Angled 
and joints sealed with a pressure sensitive tape. flange helps support deck joists, repeats use of angles 
used everywhere in the design. Copper flower boxes are 
in short lengths to let bolts through from flange. 


X 
A - 


” 


CONNECTOR PLATE for h-p edge beams is welded, V& 
steel, Beams are kerfed; glued, and bolted to plate. 


FINISHED H-PS were surfaced with plastic film over CONCRETING was done by one man. Gun has controls 
foam insulation. Long spouts shoot rain away from house. at nozzle, so mix could be altered as roof was built up. 


HOUSE & HOME 


Photos: H&H staff 


Stone walls are insulated; radiant heat 
is used in walls, floor and ceiling; and 
the stairwell is concrete with precast steps 


About a third of the outside wall in Bush's house is built of field 
stone insulated with lightweight perlite concrete as shown at 
right. Even with the insulated stone and wood walls, there was 
so much glass area that Bush's floor heating coils could not 
provide enough BrUH. So he put radiant coils in various sections 
of ceiling and walls to increase the total radiation. Wall and 
ceiling surfaces over these hot-water coils are asbestos-cement 
board. To reduce operating costs, Bush used a three-zone heating 
system; and to reduce first cost, he specified one circulating pump 
with solenoid valves to control each zone (usually there is a 
pump per zone). 

Bush's silo-like stairwell, below, runs up through the house 
from basement to mezzanine library. The steps were cast in à 
wood form that custom Builder Andrew Zuccaro of Westchester 
made on the site. They are assembled on a slim steel column 
that fits the hole at the inner end of each step. The circular 
stairwell was made by spraying just over 1" of concrete on both 
sides of steel mesh placed around the steps. The openings in the 
stairwell let in light and air and serve as a design element. All 
interior concrete surfaces have the rough, as-sprayed texture. 


STAIRWELL has big opening on living room level, smaller 
doors at mezzanine and basement. Walls are 244” thick. 
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INSULATION 


OUTSIDE 
STONE 
WALL 


PLOOR- 
CEILING 
SECTION 


ya'RED OAK PLANK 
| M PLYWOOD SHEATRIN! 


: Uo 5 VA 2x6 
brosse) m / JOIST 


| 
| 
ALUM. FOIL | 


3% TOPPER 
|  PIPEOB'OC. INSULATION, 
| ASBESTOS CEMENT PIAPLED 
| 
| 


SIDES & ENDS 


DETAILS show (top) how the stone walls are insulated. In- 
ner half was built first, and asphalt applied as a vapor bar- 
rier. After the outer half was built, perlite was poured in the 
cavity. Ceiling-floor radiant heating (bottom) places coils 
on either side of aluminum foil insulation to make zoning 
more effective. 


DETAILS show how the stairwell would look uncurled from 
circular form; and how precast steps are reinforced. 


139 


| 140 


NEW 
LUMBER 
STANDARDS — 
...8 big 
step toward 
better 
housing 
at lower 
cost 


cR 
A d 
eee AHHA TE 


HOUSE & HOME 


Proposed new ALS standards 
will cut costs, eliminate 
waste and simplify builder 
specifications. 


Under the present system, builders have been 
forced to subsidize the cost of unnecessary weight, 
unnecessary wood and unnecessary strength in dry 
lumber framing. Reform is overdue. The proposed 
new standard will cut the cost of efficient construc- 
tion with dry lumber, reduce overbuilding and 


simplify the work of specification and buying. 


The new ALS standard will: 


€ Establish for the first time definitive lumber 
sizes based on moisture content. 

€ Establish a realistic 1144” thickness for dry 
framing. 

9 Require 15% average moisture content with 
19% maximum for dry lumber. 

€ Provide clear identification of dry lumber. 

€ Require green lumber sizes to allow for shrink- 
age to the equivalent size and strength of dry. 

The great weakness of the present system is the 

requirement that dry lumber be manufactured 

oversize to satisfy span tables based on the lesser 

strength of green lumber. 'The new standards will 

eliminate this wasteful practice and permit better 

construction at lower cost. 


Your support is needed 


'The new standards are being circulated now as 
revised Simplified Practices Recommendation 16- 
53. Although Weyerhaeuser is one of the largest 
producers of green lumber, we support the revised 
SPR 16-53 in the best interests of home builders. 
We strongly urge that you write today to the De- 
partment of Commerce, Washington 25, D. C., ex- 


pressing your support. Every letter counts. 


Weyerhaeuser Company 
Wood Products Division 
Tacoma 1, Washington 
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© watiomar minERAL WOOL INSULATION ASSOCIATION. NEW YORK, Nov. 


It looks more complex than an income tax form, but this new system is 


The simplest way yet to figure cooling loads 


Up to now, figuring out what it takes to dir condition a house or 
apartment has been such a complex job it is small wonder so many are 
under or over cooled. The National Mineral Wool Insulation Assn. 
has just devised a simplified system which promises to help builders 
do a much more accurate job—thus not only complying with FHA’s 
Minimum Property Standards but also reducing their total building costs 
by using the optimum combination of insulation and cooling capacity. 
The new system is explained in detail in the association’s new Resi- 
dential Air Conditioning Calculator, from which the worksheet shown 
above is taken. 

Here's how the system works, beginning with section I (above): 

I, Shaded glass area is figured from working drawings and D factors 
(circled), taken from shade map opposite, top left. 

II, Heat gain through glass is figured by subtracting the shaded glass 
area (from I above) from total glass area in the house and multiplying 
by factors from table A, opposite. This example is for single glass. 

Ill. Subtotal of sensible heat gain is figured by adding heating gain 
through glass (from II), from appliances (a fixed 1,200 BruH), from 
people (300 gruH per occupant) and through doors (from graph 2). 
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IIIA. Maximum allowable heat gains through walls, floor, and ceiling 
are determined by subtracting subtotal III from maximum allowable 
heat gain from graph 4, opposite—which charts FHA's maximum allow- 
able heat gain for various size houses. 

IV. Sensible heat gain through non-glass areas, which depends on the 
R factor of the insulation, is taken from graphs 2 and 3. 

Finally, total sensible heat gain (at the right of IV on the work- 
sheet) is multiplied by a factor taken from table C—air-coaled units— 
opposite, which takes into account the type of cooling to be used and 
the design temperature of the area. (Table D, not shown, gives factors 
to be used for evaporative cooling units.) The result is "calculated 
equipment size"—the size air conditioner needed. 

Part of a worksheet (shown at the bottom of illustration | above) 
shows how equipment size can be reduced by increasing insulation. 

Eight versions of the calculator are being produced for various areas 
of the country. The graphs shown at right are calibrated for à design 
temperature of 95r. FHA and NAHB have endorsed the system, and 
instructions and worksheets are available for $2.50 from the National 
Mineral Wool Insulation Assn., 1270 Sixth Ave., New York City 20. 
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LI 
LATITUDE 


SHADE MAP relates latitude to the reach of sun- 
light down a wall under an overhang. In Dallas, 
for example, the sun at noon strikes 4.2’ down a 
south wall with a 1^ overhang. These D factors 
are used in section I of the worksheet opposite. 
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GRAPH 2 shows heat gain, in hundreds of BTUH, 
for areas of floors, walls, and doors. R factors— 
printed on all batts—are a measure of insulation 
thickness and effectiveness (the higher the R fac- 
tor, the more effective the insulation). 
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GRAPH 3, like graph 2 above, shows heat flow in 
hundreds of BTUH through various types of ceiling 
and roof construction. Ceiling heat gain is critical, 
so insulation here is typically heavier (and has a 


higher R-factor) than in walls. 
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TABLE A shows the heat gain in BTUH for areas 
of single glass. In the example on the facing page 
(section II) all the windows are assumed to have 
drapes or venetian blinds. A similar table covers 
heat gain through double glass. 
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GRAPH 4 simply charts FHA's maximum allow- 
able heat gain for any size house (i.e, area to be 
cooled) as spelled out in its Interim Revision No. 
14 to the MPs for Insulation, dated Dec. 11, 1962. 


TABLE C 
AIR COOLED 
UNITS | PRINCIPAL LOCATION OF DISTRIBUTION SYSTEM 
msu T boca 


TABLE C provides factors that the total heat-gain 
calculation is multiplied by to determine equip- 
ment size. These factors reflect the calculated de- 
sign temperature and the type of construction in 
the house. 
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begins with 
MOE LIGHT 
chandeliers 


now — choose your 
MOE LIGHT chandelier 


- get a $9.95 
dimmer Free 


Wherever people live graciously, the 
crowning touch of elegance is a Moe 
Light chandelier. 


Now, chandelier living—plus the dra- 
matic decorator effects of modern dim- 
ming—are yours in Moe Light's special 
Fall offer. For a limited time, choose 
your chandelier from among seven attractive stylings and 
receive a $9.95 value dimmer free. A quality electronic 
control, the dimmer subtly matches lighting to your every 
living mood—from candlelight dining to a party’s bright- 
ness—and it fits any standard single switchbox, too. 


You'll love the drama, the graciousness a chandelier and 
dimmer give your dining room, foyer or bedroom. Visit 
your Moe Light Showroom soon for full details on this 
special offer. 


MOE LIGHT DIVISION 
THOMAS INDUSTRIES INC. 


On, 207 EAST BROADWAY 
= A E LOUISVILLE 2, KENTUCKY 
AN Moe Light - Benjamin - Star Light 
omi E z 2 


Select from these seven striking chandeliers 
— designed just for your decor 


5 
Polished brass, white candles 


M-1304 — $79.95 
Opal hobnail glass with polished brass 


M-1569 — $74.95 
White glass, polished brass and walnut 


M:1742 — $69.95 M-1748 — $54.95 
Honey maple, black arms. Antique copper, opal hobnail glass 


RS 
| 


M-1752 — $49.95 
Polished brass, walnut, chintz shades 


M-1762 — $79.95 
Polished brass, white candles 


Turn the page for your nearest Moe Light Showroom » 


MOE LIGHT 
chandeliers 


SEE YOUR NEAREST MOE LIGHT SHOWROOM... 


ALABAMA 


Birmingham: Mayer Elec. 
Dothan: J & M Supply 

Mack Electric. 
Florence: S.B.S. Elec. Sup. Co. 
Mobile: Clower Elec. Supply 

Huston Elec. Supply 
Montgomery: Noland Co. Inc. 

Teague Hardware 

Tuscaloosa; Cole Supply 


ARIZONA 


Phoenix: Arizona Lighting Sup. 
Tucson: Billings Lighting Sup- 


ARKANSAS 


Fort Smith: Bruce Company 
Little Rock: Arkansas Elec. Co, 


CALIFORNIA 
Anaheim: Decore Lighting 
Hanson Lamps and Shades 
‘Azusa: Azusa Lighting & Dist. 
Bakersfield: San Joaquin Whsle. 
Burbank: Lighting Fixtures Inc. 
Costa Mesa: Allied Whisle. Elec. Co. 
Covina: Lighting Dist. 
Eureka: Campton Elec. 
Fresno: Electrical Suppliers, Inc. 
Incandescent Supply 
Huntington Beach: Harbor Lights 
Long Beach; Fountain Lighting 
Long Beach Elec. Co. 
Los Angeles: Osipow Elec. Sup. 
C. A. Ridgley Co. 
Sam Rosen Lighting Co. 
Modesto: Wille Elec. Supply 
Montclair: Lighting Dist. 
Oakland: Incandescent Supply 
Palm Springs: Tri-County Electrical Whsle, 
Pasadena: San Gabriel Valley Lighting Co. 
Pico Rivera: Starbrite Lighting 
Redding: Valley Elec. 
Riverside: Sodden Whsle. Elec. Co. 
Tri-County Elec. Whsle. 
Sacramento: Valley Elec. Whsle. 
Incandescent Supply 
‘San Bernardino: Tri-County Elec. Whsle, 
San Carlos: Savasta Elec. Sup. Co. 
San Diego: Coast Elec. Co. 
San Francisco: Coast Lighting Products Co. 
Graybar Elec. Co. Inc. 
Incandescent Supply 
San Jose: Savasta Elec. Sup. Co 
San Luis Obispo: San Luis Obispo Whsle. Elec. 
Santa Monica: Bay Lighting Co. 
Santa Rosa: National Elec. Sup. Co. 
Stockton: Valley Elec. Co. 
Studio City: Liberty Lighting 
Temple City: Temple City Lighting 
Van Nuys: Van Nuys Lighting Co. 
Whittier: Ranch House Lighting 


COLORADO 


Colorado Springs: Graybar Elec. Co. Inc. 
Denver: Central Elec. Supply Co. 
Graybar Elec. Co. Inc. 
Livran Elec, Supply Co. 
Poindexter Elec. Co. 
Grand Junction: Livran Elec. Supply Co. 
Pueblo: Pueblo Elec. Supply Co. 


CONNECTICUT 


Bridgeport: Olschan Elec. Sup. Co. 
Bristol: Bristol Elec, Sup. Co. 
Colechester: Nutmeg Lighting Fixture & Sup. 
Danbury: Greene Elec. Sup. Co. 
Danbury Elec. Sup. Co. 

Hartford: American Elec. Sup. Co. 

.... Sticklor Elec. Sup. Co. 
Madison: Eagle Elec. Sup. Co. 
Meriden: Conn. Elec. Sup. Co. 
Middletown: Middletown Elec. Sup. Co, 
New Britain. . 
New Haven: 
Norwich: Higgins Elec. Sup. Co. 
So. Norwalk: Joseph N. Klaff, Inc. 
Stamford: Elm Elec. Sup. Co. 
Waterbury: Suburban Elec. Sup. Co. 


FLORIDA 


Bradenton: Consolidated Southern Supply 
Hughes Supply Co. 
Clearwater: Besco Electric Supply Ca. 
Hughes Supply Co. 
Cocoa: Ace Electric Supply 
Gocoa Beach: Mid-Florida Elec. Supply 
Daytona Beach; Hughes Supply Co 
Delray Beach: Atlas Electric Supply 
Ft Lauderdale: Atlas Electric Supply 
Graybar Elec. Co. Inc. 
McDonald Elec. Supply 
Ft. Myers: Brockman Elec. Supply 
Ft. Pierce: Hughes Supply Co. 

Major Elec. Supply 

Jacksonville: Ace Elec. Supply 

Graybar Elec. Co. Inc. 

Jax Elec. Supply Co. 
Key West: Consolidated Southern Supply 
Lakeland: Hughes Supply Co. 

Polk Elec. Supply Co. 
Leesburg: Besco Elec. Supply Co. 
Miami: Graybar Elec. Co. Inc. 

Miami Beach: Farrey's Wholesale Hdwe. 
Ocala: Besco Elec. Supply Co. 
Orlando: Hughes Supply Co. 
Graybar Elec. Co. Inc. 
Panama City: Seaco Elec. Supplies, Inc. 
Pensacola: Aiston Elec. Supply 
St. Petersburg: Graybar Elec. Co. Inc. 
Hughes Supply Co. 
Seminole Elec. Supply Co. 
Sarasota: Brockman Elec. Supply 
Hughes Supply Co. 


146 


Tallahassee: Union Supply Co. 
Tampa: Atlas Lighting Inc. 
Electric Supply Co. Inc. 
Graybar Elec. Co. Inc. 
Seminole Elec. Supply Co. 
Venice: Hughes Supply Co. 
West Palm Beach: Consolidated Southern Sy, 


Graybar Elec. Co. Inc. 
GEORGIA 


Atlanta: Noland Co. Inc. 
Graybar Elec. Co. Inc. 
Electrical Wholesalers 

Albany: Albany Elec. Supply 

Augusta: Georgia Elec. Supply 

Brunswick: Glynn Electric Supply 

Columbus: P & W Elec. Supply 

Macon: Noland Co. Inc. 

Lowe Elec, Co. 
Marietta: Noland Co. Inc. 
Rome: Wholesale Elec. Supply 
Valdosta: Union Supply Co. 


HAWAII 
Honolulu: Honolulu Elec. Products Co. 


IDAHO 


Boise: Graybar Elec. Co. Inc. 
Idaho Falls: Electrical Wholesale 


ILLINOIS 


Aurora: Electric Supply Corp. 
Bloomington: Springfield Elec. 
Chicago: Active Elec. Supply 
Bonny Elec. 
Efengee Elec. Sup. Co. 
Illuminating Elec. 
Majestic Elec. Sup. Co. 
Revere Elec. Sup. 
Wholesale Elec. Sup. 
Chicago Heights: Helsel-Jepperson Elec. Inc. 
Crystal Lake: Northern Illinois Elec. Sup. 
Des Plaines: Efengee Elec. Sup. Co. 
De Kalb: Crescent Elec. 
Forest Park: Bonny Elec. Supply Co. 
Freeport: Koym Elec. 
Joliet: Joliet Elec. Sup. Co. 
Kankakee: Lang Elec. Sup. Co. 
La Salle: La Salle Elec. Supply 
Mattoon: Mattoon Elec. 
Melrose Park: Graybar Elec. Co. Inc, 
Mount Prospect: Northwest Elec. Sup. 
Peoria: Crescent Elec. 
Graybar Elec, Co. Inc. 
Kiefer Elec. 
Quincy: Heintz Elec. 
Rockford: Forest City Elec. 
Skokie: Majestic Elec. Sup. Co. 
Springfield: Springfield Elec. Co. 
Sterling: Crescent Elec. 
Urbana: Springfield Elec. Co. 
Waukegan: Interstate Elec. Sup. Co. 


INDIANA 


Anderson: Peerless Electric Supply Co. 
Elkhart: Elkhart Supply Corp. 
Evansville: Graybar Elec. Co. Inc. 

Ft. Wayne: Mossman- Yarnelle Co. 
Gary: Aladdin Elec. Sup. 

Hammond: Graybar Elec. Co. Inc 
Indianapolis: Peerless Elec. Sup. Co. 
Lafayette: Kirby-Risk Supply Co. 
Muncie: Universal Electric Co. 
Richmond: Richmond Elec. 

South Bend: McCaffery Co. 

Terre Haute: Walker Elec, Supply 


IOWA 


Burlington: Crescent Elec. 

Carroll: Interstate Elec. 

Cedar Rapids: Crescent Elec. 

Council Bluffs: Interstate Elec. 

Davenport: Crescent Elec. Sup. Co. 

Des Moines: Graybar Elec. Co. Inc. 
Collins Elec. 

Dubuque: Crescent Elec. 

Fort Dodge: Lighting Fixture Showroom 

Marshalitown: Marshall Electric 

Mason City: Crescent Elec, 

Ottumwa: Crescent Elec. 

Sioux City: Warren Electric 

Waterloo: Kies Elec. 


KANSAS 


Great Bend: Wedell, Inc. 
Hutchinson: Sunflower Elec. 
Liberal: Sunflower Elec, 


KENTUCKY 


Covington: Blue Grass Elec. Supply 
Hopkinsville: Cayce Mill Supply 
Lexington: Graybar Elec. Co. Inc. 
Louisville: Graybar Elec. Co. Inc. 
Hoffman Lighting 
Henry J. Rueff Co. 
Paducah: Ohio Valley Supply 


LOUISIANA 


Alexandria: Brown-Roberts Elec. Co. 
Baton Rouge: Baton Rouge Supply Co. 
Lafayette: interstate Elec. Co. 

Lake Charles: Graybar Elec. Co. Inc. 
New Orleans: Interstate Elec. Co. 
Plaquemine: Reulet Elec. Supply Co. 
Shreveport: Elec. Suply Co., Inc. 


MARYLAND 


Annapolis: Rhodes Elec. 

Baltimore: Commerce Distribulors Inc. 
Graybar Elec. Co. Inc. 

Forestville: Burgess Elec. Supply Co. 

Hagerstown: Noland Co. Inc. 

Rockville: Columbia Lighting Fixture Co. 

Salisbury: Central Elec. Sup. Co. Inc. 


MASSACHUSETTS 


Boston: Gem Elec. Supply Co. 
Brockton: Columbia Elec. Sup. Co. 
Lowell: Middlesex Supply Co. 
Northampton: Midway Elec. Supply Co. 
Quincy: Granite City Elec. 

Springfield: Eastern Elec. Sup. 
Worcester: Keystone Elec. Co. Inc. 


MICHIGAN 
Ann Arbor: Madison Elec. Co. 
Benton Harbor: All Phase Elec. Sup. 
Detroit: Madson Elec. Co. Oak Park 
Graybar Elec. Co. Inc. 
Madison Elec. Co. 
. . , Splane Elec. Ca. 
Flint: Advance Elec. 
Grand Rapids: Ackerman Elec. 
Graybar Elec. Co. Inc. 
Holland: Holland Elec. 
Kalamazoo: L. R. Klose Elec. Co. 
Lansing: Michigan Elec. 
Muskegon: Bell Elec. 
Muskegon Heights: Elec. Equip. & Sup. 
Pontiac: Standard Elec. Co. 
Port Huron: Huron Elec. Supply 
Roseville: Raymond de Steiger Inc. 
Saginaw: Morley Brothers 
Standard Elec. 
Traverse City: William J. Becker Co. 
Wyandotte: Wyandotte Elec. Sup. Co. 


MINNESOTA 


Mankato: S. M. Supply 
Minneapolis: Northland Elec, 
St. Paul: Lax Electric 


MISSISSIPPI 


Columbus: Puckett-McGee Wholesale Co. 
Jackson: Graybar Elec. Co. Inc. 

Cabell Electric Co. 
Meridian: Southern Elec. Supply Co. 


MISSOURI 


Columbia: Phillips & Co. 
Cape Girardeau: Cape Elec. Supply Inc. 
St. Louis: Western Extralite Inc. 


MONTANA 
Great Falls: Falls Supply 


NEBRASKA 


Hastings: Dutton Lainson Co, 
Lincoln: Korsmeyer Electric 
Lincoln Electric 


NEVADA 


Las Vegas: Ingram Hardware Sup. Co. 
Ripon Elec. 
Reno: Kitchen Elec. Sup. Co. 


NEW JERSEY 


Atlantic City: Maegin Elec. Supply 
Bridgeton: M & G Elec. Sup. Co. 
Cherry Hill: Flynn's Camden Electric 
Dover: Dover Elec. Sup. Co. 
Hackensack: Capital Lighting 

North Wildwood: Vallese Elec. 
Phillipsburg: Leidy Elec. Co. 
Trenton: Griffith Elec. Sup. Co. 
Woodbridge: A-B-D-Elec. Supply Co. 


NEW YORK 


Albany: Wolberg Supply Co. 
Auburn: Steigerwald Whol. Elec. Corp, 
Binghamton: Wehle Elec. Co. 
Buffalo: Davis Elec. Supply 

Wehle Elec. Co. 

Shanor Elec. 
East Patchogue: Brown Lighting Fixture 
Elmira: Wehle Elec. Co. 
Glens Falls: Glens Falls Elec 
Gloversville: Montano Elec. Sup. 
Liberty: Liberty Elec. Supply 
Middletown: Great Elec. Sales 
Rochester: Rowe Elec. Sup. Co. 

Wehle Elec. Co. 

New Rochelle: Max Goldman, Inc. 
Poughskeepsie: Electra Sup. Co. inc. 
Syossett, L. 1.: Lighting Studios, Inc, 
Utica: H. D. Kulow Co. Inc. 
White Plains: Wolar Lighting Corp. 


NORTH CAROLINA 


Asheville: Graybar Elec. Co. Inc. 
Charlotte: Union Supply & Elec. Co. 
Durham: Electric Supply Co. 
Noland Co. Inc. 
Gastonia: Bryant Supply Co. 
Hickory: Bryant Supply of Hickory 
High Point: Electric Supply Co. 
Rocky Mount: Eastern Elec. Supply 
Salisbury: Electric Wholesale Co. 
Sanford: Longley-McKensie 
Statesville: Electric Wholesalers 
Wilson: Electric Supply Co. 
Winston-Salem: Graybar Elec. Co. Inc. 
Noland Co. Inc. 


NORTH DAKOTA 
Minot: John Iverson Co. 


OHIO 


Akron: The Hardware & Supply Co. 
Canton: Sommer Elec. Co. 
The Hardware & Supply Co. 

Columbus: McCleery Carpenter Elec. Co. 

Graybar Elec. Co. Inc. 
Cincinnati: B and B Elec. Co. 

John A. Becker Co. 

Graybar Elec. Co. Inc. 

Richards Elec. Co. 


Dayton; Stanley Ele. Supply Co. 
Lima: State Elec. Supply Corp. 
Massilon: The Hardware & Supply Co. 
Springfield: W-W Elec. Co. 

Toledo: Loeffler Elec. Co. 

Warren: Sommer Elec. Co. 


OKLAHOMA 
Oklahoma City: Hunzicker Bros. 


OREGON 
Portland: Stubbs Elec. 


PENNSYLVANIA 


Altoona: Altoona Elec. Dist. 

Erie: Carpenter Elec. Suppl) 
Jeannette: Jeannette Elec. Supply 
Harrisburg: Schaedler Bros. 
Hazleton: Power Elec. Suppl, 
Lancaster: A. A. Elec. Sup. to. 
Lansdale: Moats & Taylor 

New Castle: Bruce Elec. Supply 
Philadelphia: Rose Elec. Sup. Co. 
Scranton: Lewis & Reif Inc. 

State College: Whitehill Elec. Supply 
Washington: Ward Elec. Supply Co. 


RHODE ISLAND 
Newport: J. J. O'Connell Co. 


SOUTH CAROLINA 


Anderson: Sullivan Hardware 
Charleston: Cameron & Barkley 
Columbia: Noland Co. Inc. 
Greenville: Sullivan Hardware 
Spartanburg: Noland Co. Inc. 


SOUTH DAKOTA 
Aberdeen: McLaughlin Elec. 


TENNESSEE 


Bristol: Roden Elec. Supply 
Chattanooga: Noland Co. Inc. 
Mills & Lupton 
Clarksville: Clarksville Elec. & Plumb. Co. 
Columbia: Fisher Elec. Supply 
Jackson: Townsend Hardware Co. 
Johnson City: Noland Co. Inc. 
Kingsport: Wholesale Elec. 
Knoxville: Graybar Elec. Co. Inc. 
... Roden Elec. Supply 
Memphis: W. B. Davis Elec. Sup. Co. 
Graybar Elec. Co, Inc. 
" Elec. Sup. Co. 
lec. Supply 


ri 
Nashville: Hermit 
Oak Ridge: Roden 


TEXAS 


Abilene: Cummins Supply Co. 
Amarillo: Nunn Electric Supply 
Austin: Graybar Elec. Co. Inc. 
Atkison Elec. Sup. Co. 
Beaumont: Graybar Elec. Co. Inc. 
Bellaire: M & M Lighting Inc. 
Brownsville: Bush Supply Co. 
Bryan: Dealers Electrical Supply Co. 
Corpus Christi: Graybar Elec. Co. Inc. 
Dallas: Rogers Electric Supply Co. 
Graybar Elec. Co. Inc. 
El Paso: E & M Supply 
Cummins Lighting Center 
Harlingen: Bush Supply Co. 
Houston: Graybar Elec. Co. Inc. 
&M Lanting. Inc. 
Worth Electric Supply Co. 
Lubbock: Nunn Electric Supply 
McAllen: Bush Supply Co. ——— 
San Antonio: Central Distributing Co. 
Sherman: Electrical Supply Corp. 
Temple: Dealers Electrical Supply Co. 
Texarkana: Wholesaie Elec. Supply Co. 
Tyler: Dealers Electrical Supply Co. 
Wac eaiers Electrical Supply Co. 
Wichita Falls: Nunn Electric Supply 


UTAH 
Salt Lake City: Graybar Elec. Co. Inc. 


VIRGINIA 
Alexandria: Capital Lighting & Supply Inc. 
Charlottesville: Piedmont Elec. Supply 
Fairfax: Interstate Elec. Supply 
Falls Church: Noland Co. Inc. 
Lynchburg: Mid-State Elec. Supply 
Merrifield: Interstate Elec. Supply Co. Inc. 
Newport News: Noland Co. Inc. 
Norfolk: Noland Co. Inc. 

W. M. Reay 
Richmond: Electrical Equipment Co. 
Roanoke: Noland Co. Inc. 


WASHINGTON 

Seattle: North Coast Elec. 
Spokane: Graybar Elec. Co. Inc. 
WEST VIRGINIA 


Clarksburg: Tolley Engineering Co. 
Charleston: Capital Lighting Co. 

Huntington: State Elec. Supply Co. 
Parkersburg: United Elec. Sup. Inc. 


WISCONSIN 
Appleton: Moe Bros. Northern 


Madison: Crescent Elec. 
Milwaukee: Moe Brothers Milwaukee Co. 
Lappin Elec. 
/ Standard Lamp Co. 
Racine: Milch-Interstate. 
Sheboygan: Honold & La Page Inc. 
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olor-matched Magic Chef in Yeonas' Mosby '63. 


eonas 500-home community features Magic Chef! 


Yeonas... “Proud builders of proud homes" . . . is now completing Mosby Woods, a 
b00-home community in Fairfax, Virginia. These homes are in the $25,000 to $30,000 
lass. They feature Magic Chef gas built-in ovens and surface units. 


YEONAS HOMES 


Btephen G. Yeonas, president of Yeonas Homes, is immediate Magic Chef is a product they can depend on"... Stephen G. 
bast chairman of the National Marketing Committee of the Yeonas, President, Yeonas Homes, Washington, D. C. 
ational Association of Home Builders. He is one of the Dependable quality, consumer acceptance and trouble-free 
ountry's most successful and best-informed builders. performance are a few reasons why Magic Chef is the choice 
We chose Magic Chef for Mosby Woods because our pros- of America's most outstanding builders. Put a touch of magic 
pects are familiar with the Magic Chef name. They know in your plans with Magic Chef gas and electric ranges. 


Itephen Yeonas discusses plans. '63 Mosby combines style, quality. 


Ş{ MAGIC CHEE 


CLEVELAND, TENNESSEE 


from the ground up! 


No other small self-propelled trencher does so 
much—so well—and at such /ow cost. The Bus 
Brown Trencher digs trenches from 3" wide by 64’ 
deep to 12" wide by 2' deep — and at the rate of up to 
12' per minute. Best of all — Bus Brown's exclusive 
V-belt drive delivers maximum power to the digging 
chain. This greater power delivery means more 
speed with lower maintenance costs, so that— 
wherever you put it to work — it digs you a GOLD 


MINE of profits! 
9-12-18 H.P. 
For further information write: à ar 
BROWN Prodi CORPORATION 
A Subsidiary of Omaha Steel Works 


609 S. 48th St. Omaha, Nebraska 
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Another new edition to the more than 400 Delta Single 
Handle Faucets is the Lava-Spray model designed to ease the 
burden of washing hair in the bathroom. 


Call your Plumber today and insist on Delta . . . the finest faucet 
with only ONE moving part offering years of dependable service. 


Free literature upon request : 
DEL [[:\raveer CORPORATION 
GREENS® INDIANA 


DELTA FAUCET OF CANADA, LTD. 2489 BLOOR ST. WEST, TORONTO 9 


INTENSITY OF DEVELOPMENT AND 
LivaniLITY OF MULTI-FAMILY Hous- 
; Prosects. By Robert D. Katz. 
deral Housing Administration, 
Washington, 116 pp. $2. 


Author Katz, after à first-hand 
study of 80 projects in 14 U.S, 
and European cities, argues that 
livability in multi-family housing 
projects depends on five aspects 
of intensity and 12 aspects of 
quality. The intensity items: den- 
sity (best definition is dwelling 
units per net acre), coverage 
(percent of land occupied by 
structures), floor area per acre, 
building type and size. and spac- 
ing between buildings. The quali 
ly aspects: privacy, usable open 
space, individuality, diversity, lo- 
cation, proximity to community 
facilities, safety and health, cir- 
culation, auto storage, blending 
with surrounding neighborhood, 
site details, and views to and 
from the project. 

FHA underwrote part of Katz’ 
research expenses and has pub- 


What it takes to plan housing for the elderly 


BUILDINGS FOR THE Etperty. By 
Noverre Musson, ata and Helen 
Heusinkveld. Reinhold Publishing 
Corp., New York City. 216 pp. $15. 


“One thing the elderly do n 
want is peace and quiet as repre- 
sented by the rural setting con 
sidered desirable for them in 


years past.” 

This is the conviction of 
Authars Musson (of Tibbals- 
Crumley Musson. Columbus, 
Ohio) and Heusinkveld (of the 
National Council on Aging) in 
their fact-filled book on de 
signing housing for the elderly 
Sites for such housing, they point 
out, should provide for some or 
all of; “A busy life around, a 
view of traffic and people, pro 
tection but not isolation from the 
alarms of the street, [attractive] 
views, separation from play 
ground if one exists, some level 
ground, walks or terraces, sun 
and breeze—but shelter from 
them also. 

The authors also suggest this 
checklist for on-site development 
of either single-family or project 
housing for older people: 


* Small lots to limit upkeep. 

* Simple landscaping. 

* Level walks and drives. 

* Safe, easy driveway access. 

* Short walks and driveways. 

* Good night-lighting. 

* Patios with privacy. 

* Preservation of trees. 

* Easy access to central facili- 
ties, by internal paths. 

* Good views to the outside 


and within the development. 


17 qualities that make rental projects livable 


lished his findings as ri Tech- 
nical Study rs 7.14. The book 
devotes a page to each of the 80 
multi-family projects studied, 
showing site plans and giving 
pertinent data. 

The author, who is an assistant 
professor in the department of 
city planning and landscape 
architecture, University of Ili- 
nois. discusses relationships of 
various intensity and quality as- 
pects, and reaches three main 


conclusions: 


1. Rigid interpretation of inten- 
sity controls has worked against 
good livability in many multi- 
family projects. These standards 
should be periodically reviewed 
and should be followed with more 
flexibility 


2. All 12 aspects of quality “are 
fundamental to the success of 
any housing project.” 

3. Most successful designs are 
in small to medium-sized projects. 
Large sites should be split into 
sub-sections. 


@ Entrances, front porches. and 
sitting a that promote 
sociability. 


Since the site is so important, 
Architect Musson rightly s sts 
that “it is urgent that the archi- 
tect be brought into the sit^ 


selection as early vs possible. The 
land chosen . . . has more effect 
on the physical characteristics of 
the finished building than any 
other single factor outside of the 
mind of the architect." 

The book also contains a step- 
by-step guide showing how to 
organize to sponsor a retirement 
project, how to select an archi- 
tect, complete construction, and 
operate a retirement community. 

The architect's role in this 
process is compared to that of 
"author and director of the show, 
whereas the owner is its angel 
and producer. Their relationship 
is an intimate, mutually respon- 
sible one, but the roles are not 
interchangeable." 


ARCHITECTURAL Designs: Homes 
FOR THE AGED, EUROPEAN AP- 
PROACH. By Robert B. Rutherford, 
M.D. and Arthur J. Holst. Howard 
Co., Peoria, Ill. 101 pp. $12.50. 


Thirty-four retirement projects 
in 12 European countries are 
shown in this volume by Messrs. 
Rutherford and Holst of the 
Forest Park Foundation in Peoria. 
The volume also includes a de- 
tailed discussion by Swedish 
Architect Ake E. Lindquist on 
various Swedish approaches to 
the housing problems of the aged. 


New products start on p. 151 
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BONDWOOD PAR RED OAK 


(PREMIUM). 


UNMLTIZED IN 


PANELS FOR FAST 


For Emperors Only? Nonsense! 
(BondWood^ Parquet is installed everyday in 800 sq. ft. apartments) 


Even in Napoleon’s day everyone 
tried to imitate the leader. And it’s 
no different to . . particularly 
with parquet floors! But no one has 
yet been able to copy the excellent 
quality and superb performance of 
Harris BondWood parquet! Thick, 
solid hardwood all the way through, 


BondWood is designed for adhesive 
installation over concrete or wood. 
And only the best Appalachian 
hardwoods are selected for Bond- 
Wood. For flawless performanceand 
dependability, specify BondWood in 
apartments, homes, gyms, auditor- 
iums, classrooms and churches. 


Finest in flooring since 1898 


HARRIS FLOORING 


JOHNSON CITY, TENNESSEE 


For Free 
Color Book 


Department HH 
Harris Manufacturing Co. 
Johnson City, Tennessee 

Walnut 


INSTALLATION. 


gle (Premium) 
ting new design 


There's never been a range like this new Hotpoint — 
the sides, back, even the floor of both ovens slide out, 
so they can actually be washed just as easily as dishes! 
And the walls are coated with Du Pont Teflon, the fabu- 
lous new miracle finish that keeps spatters from "bak- 
ing on” They wipe clean in seconds, then slide back in. 

We've also designed a new ventilation 


This new system that draws off steam, grease 
spatters and frying odors from the cook- 
top, and eliminates them without venting 
to the outside, unless you desire. (Think 


ELECTRIC RANGE 


practically cleans itself! 


Imagine your 
prospect’s reaction. 


See Hotpoint appliances 
every week on The Tonight Show, 
NBC-TV, starring Johnny Carson 


of the savings in remodeling work.) 

And now, for the first time, Mrs. Homemaker can 
broil the charcoal-like electric way with the oven door 
closed. She'll warm up fast to the new Hotpoint Hall- 
mark range when she sees all the exciting and wonder- 
ful new ideas we've built into it. So will you. 

Get all the facts on this revolutionary new Hotpoint 
Hallmark electric range —call your distributor today. 


A Division of General Electric Company 
Chicago 44, Illinois 
ELECTRIC RANGES * REFRIGERATORS » AUTOMATIC WASHERS « CLOTHES DRYERS 


CUSTOMLINE® BUILT-INS « DISHWASHERS + DISPOSALLS® + WATER HEATERS 
FOOD FREEZERS + AIR CONDITIONERS + ELECTRIC BASEBOARD HEATING 


ey 
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all right 
here’s 
one 


And if our budget permitted we'd show it in full color or, much better yet, we'd pay your 
transportation to the site...to see in person our beautiful Greenbrier Model. Then you'd 
appreciate it even more! IW Like it? So does the geom El ug Cee SCULY " 
public! Result? They sell fast... really fast! BW The | 5, so is Bogen Sita eu: 
Greenbrier is but one of a full line of “distinctively 

different" Arkraft Homes, all having one thing in 
| 
| 
| 


common...huge sales appeal! W Interested? 
Then inquire today while it's on your mind. We're 


FIRM— —€— — = 


. . DORESS. ———————PHON 
anxious to reveal our full line... to you! En Bic SA RR 
MANUFACTURED HOMES OF EXTRAORDINARY QUALITY L———~———~—~————~—--——-~~ 1 
ARKRAFT 
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Go together. . « time and Wolmanized pressure-treated 
lumber. Actually, two distinct time benefits are achieved that speed con- 
struction, give homes greater marketability. Wolmanized lumber permits 
fast erection. It works like untreated wood. Paints or sealers are applied 
easily. Wolmanized lumber lasts long. Preservative-impregnation creates 
a low-cost, lifetime defense against termites and wood rot. Good sales 
point for you. Excellent performance is assured by Koppers research and 
quality control resources . . . invincible standards that make Koppers the 
continuing leader in the science of wood preservation. Increase your sales 
advantage. Have Wolmanized lumber on your next jobsite. 

Write for brochure “Safeguard Building Dollars." Wolman Preservative 
Dept., Koppers Company, Inc., 750 Koppers Building, Pittsburgh 19, Pa. 


PRESSURE-TREATED LUMBER 


Kitchens 


NEW PRODUCTS 


Two-door refrigerator for 
undercounter installation is only 
34%" high with 11 sq, ft. of shelf 
space and a top freezer. It has 
frost free operation, a rack for a 
dozen eggs, three ice-cube trays, 
and a five-year warranty. Nor- 
cold, Gardena, Calif. 

For details, check No. 3 on p. 183 


Stainless steel double sink 
is made so fittings can be ar- 
ranged as the customer chooses, 
to right or left of a single-lever 
faucet. Ala Carte choices include 
remote-control drain or disposer 


SEPTEMBER 1963 


Top-line refrigerator (right) 
is loaded with new ideas: 1) It is 
finished on all four sides so it 
can be used as a room divider; 
2) the 13-cu. ft. refrigerator sec- 
tion has triple-pane thermal-glass 
doors which are normally trans- 
lucent but, at the flick of a light 
switch, allow inspection of con- 
tents; 3) refrigerator doors slide. 
saving swinging space. The bot- 
tom section of the unit is a two- 
drawer, 10-cu. ft. freezer. This 
48" x 72" x 26" unit, available 
in January, will retail for $795. 
Smaller models will be intro- 
duced in February and March. 
Franklin Div., Studebaker Corp., 
South Bend, Ind. 

For details, check No. 1 on p. 183 


30" range (left) has a large 
chrome-lined oven mounted over 
the cooktop at convenient reach- 
in height with oven controls at 
the side. The four-burner range 
top has automatic controls. Cab- 
inets can be built in under the 
range. Tappan, Mansfield, Ohio. 
For details, check No. 2 on p. 183 


Low-price disposer is 2 con- 


tinous-feed model with a stain- 
less-steel hopper to resist corro- 
sion and a snap-on mounting for 
easy installation, One quart unit 
leaves plenty of undersink stor- 
age space. Retail price: less than 
$40. General Electric, Louisville. 
For details, check No. 4 on p. 183 


control for each bowl, dispensers 
for detergent and hand lotion, 
and a spray attachment. Single- 
bowl models are also available. 
Elkay, Broadview, Ill. 

For details, check Ni 


. 7 on p. 183 


No-vent dryer, right. is con- 
nected to companion washer so 
water is siphoned from dryer dur- 
ing next washer operation, Extra 
plumbing and outside vent are not 
needed. A sprinkle setting will 
dampen clothes for ironing. Frig- 
idaire, Dayton, Ohio. 

For details, check No. 5 on p. 183 


Rollout dishwasher completes 
the ss&E line of kitchen appli- 
ances. The Suburban 21 has two 
wash cycles and three rinse 
cycles. It holds 13 place settings 
or up to 36 glasses in one load. 
Samuel Stamping & Enameling 
Co., Chattanooga. 

For details, check No. 6 on p. 183 


Colonial-style cabinets in 
three new designs are available 
in any of five natural stain fin- 
ishes, five color stains, or four 
enamels. Americana (left), Dutch 
Colonial (center), and Old New 


England (right) all have wea- 
thered-finish hardware. Cabinets 
have aluminum drawers and ad- 
justable shelves. Kitchen Maid 
Corp., Andrews, Ind. 

For details, check No. 8 on p. 183 


New products continued on p. 156 
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Costs little more than a sink and an ordinary faucet! 


Dishmaster —famous the nation over for quality — 
now presents a complete bar-sink in combination 
with the Dishmaster dishwasher. Dishmaster is 
already America’s best-liked dishwasher. 

The Dishmaster Bar-Boy features four storage 
wells for ice, bottles or foods. The wells are made of 
polyethylene to prevent dripping and to retain 
cold. A chopping block (included with every sink) 
can be placed on top of one of the wells for salad 
or other food preparation. 


Here’s the special sink 
for those limited areas 
—on the patio, in the 
family room, or in the 
galley. It's a convenient, 
practical sink, and the 
incomparable dishwasher 
—the Dishmaster 
"Imperial" is attached. 


€ 18-8 Self Rimming Stainless Steel Sink with a coated 
bottom and sides to deaden noise and prevent con- 
densation. 

€ Standard 3A" drain hole. 

€ Laminated maple cutting block, specially treated, 
lifts out for easy access to wells, remains handy for 
cutting. 

€ Standard fittings provide for easy installation of sink. 


DISHMASTER CORP. 


'This versatile unit is large enough to be prac- 
tical, yet compact enough to allow its use in patios 
or boats, as well as kitchens and family rooms. 
The Dishmaster “Imperial” is an integral part of 
the unit, and installation is quick and easy. 

The Dishmaster Bar-Boy Sink combination 
(Model DS-400) makes an invaluable selling fea- 
ture for new homes and apartment units. 

Your inquiry will receive prompt attention 
from either of the addresses below. 


€ Four polyethylene wells hold ice, bottles, ice cream 
scoops, fruit, etc. Flush mount for a level, leak-proof 
surface . . . lift out for easy cleaning or cold storage. 


€ Shipping Weight . . . 20 Ibs. 

@ Dimensions: 

O.D. . . . 18%" x 25%" x6" 

Sump. . 11"x 14” x 6" 

Wells . . 4" Diameter x 5'4" Depth (1 quart cap.) 


2605 WOODWARD AVE. 
BLOOMFIELD HILLS, MICHIGAN 
2208 S. GRAND, LOS ANGELES, CALIFORNIA 
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PLUMBING CONTRACTORS 
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SAVE 80% WEIGHT po DRAIN PERMANENTLY 
of masonry floors p" ATTACHED AT FACTORY 
saves time and labor in field 

— insures leak-proof 


| 


SIZED TO FIT: 
Square 32"x 32" 
Square 36"x 36" 


MAU 


City of.Industry, Calif. 


OS 


Albany, Georgia Orillia, Ontario 


Plainview, Long Island 


FIAT METAL MANUFACTURING COMPANY, INC. 


tered 
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I don’t take any chances. As a builder, I’m the guy who 
gets the complaints when things in a new house go 
wrong. If the roof leaks, the floor squeaks, the door 
creaks—I get the call. So I play it safe. When the plans 
call for a kitchen range hood, I always install a Broan. 


Come on, I'll give you a peek at the Broan range hood 
we're installing in your kitchen. ‘““Mixed-Flo II" range 
hood, they call it... 


There she is! Still in packing cases — just been 
delivered. Quite a beauty, isn't she? Look at those 
nice clean lines and that rigid construction. Operates 
at two speeds. Comes in colored enamel finish, too. 
And see? — it's got twin lights up front to brighten 
your cooking area. 

Believe me, Lady, the Mixed-Flo II range 


hood really does a job. Picks up all the cook- 
ing odors in your kitchen and whisks them 


D Ee 
BROAN 


out of your house before you know they're there. Lady 
you could serve a meal of smoked fish, sauerkraut and 
garlic bread, with corned beef and cabbage for dessert. 
Your family might complain, but not the Mixed-Flo II. 
This little hood'll gladly gobble up any cooking odors 
you give it. 

That's the way with all Broan products. Willing work- 
ers. Real "lookers", too. And from my point of view 
— well... 


They arrive on time, fully assembled and pre-wired 
for easy installation. Special orders get fast attention 
— and get here in a hurry. Fewer costly service calls. 
Fewer customer complaints. Broan sure makes my 
life a lot more pleasant, too. It'll make yours more 
pleasant, too. 


Broan Mfg. Co., Ine., Hartford, Wis. 
Manufactured in Canada by Superior Electrics Ltd. 


HOUSE & HOM 


Architects: 


George Fred Keck— William Keck, 


Chicago, Illinois 

Mechanical Contractors: 
Kelleher Engineering Company, 
Chicago, Illinois 


B & G Hydro-Fió EQUIPPED... 


AWARD WINNING HOME DEPENDS ON ZONED HOT WATER HEAT FOR COMFORT 


BaG BOOSTER 


The sales record of B&G 
Boosters is ample evi- 
dence that their quality 
and performance have 
never been equalled. Over 
4,000,000 are in operation 
today. 


OTHER B&G EQUIPMENT 
IN THE "RECORD HOUSE" INCLUDES: 


Two Motorized Valves * One No. 12 Pressure 
Reducing Valve + One Airtrol Boiler Fitting + 
One Compression Tank 


SEPTEMBER 1963 


Among the "Record Houses of 1962" is this residence in Highland 
Park, Illinois. The selection of a B&G Booster pump, motorized 
valves and auxiliary forced hot water equipment for this distinctive 
home is a tribute to their reputation for quality and performance. 

B«G Boosters, for example, have for years given proof of complete 
dependability. Among many exclusive features of design perhaps the 
most important is the fact that the Booster is oil lubricated! 

This means that the Booster is immune to trouble under all water 
conditions within the system, because: 


1. Foreign material in the heating system water cannot affect 
the bearings. 


2. Design temperatures over 200° are not injurious to the pump. 
B&G Boosters operate satisfactorily at today's higher design 
temperatures, which frequently reach 240°. 


3. Entrained air and gases released from the system water do 
not create bearing lubrication problems. 


B&G Boosters are approved by Underwriters’ Laboratories— meet 
all building code requirements. Nationwide availability of repair parts 
and expert motor repair stations assure prompt 
service, even in remotest locations. 


BELL & GOSSETT 


C O M P A N Y 
Hydro -Fld Division, Dept.Hs-10, Morton Grove, Illinois 


Canadian Licensee: 


. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 
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start on p. 151 


Mirrored closet doors (left) 
are made with 3/16" crystal or 
V4" plate mirror and an extruded- 
aluminum sliding-door frame. 
Lift-out doors are suspended 
from above on nylon ball-bearing 
rollers. Stanley Building Special- 
ties, Miami. 

For details, check No. 9 on p. 183 


Interior doors (above) are 
now made in nutmeg, a South 
American wood which takes all 
popular finishes—walnut, mahog- 
any, ash, oak, and fruitwood. 
Nutmeg's natural finish is a pink- 
ish brown. The doors come in 
five panel, louver, and louver- 
panel styles. Caradco Inc. Du- 
buque, Iowa. 

For details, check No. 10 on p. 183 


Multi-faceted pendant is 
made of translucent styrene, is 
available either in solid white or 
white with random facets of red, 
yellow, blue, green or smoke. 
Called the Polyhedron, it is 18” 
in diameter and glare-free. Light- 
olier, Jersey City, N.J. 

For details, check No. 11 on p. 183 


Baths 


Filigree globe is Florentine- 
styled wrought iron with a white- 
on-gold finish. The pendant is 
12" in diameter and has a 25" 
adjustable chain. Candelabra base 
has three lamps, each takes up 
to 40 watts. Moe Lighting Div., 
Thomas Industries, Louisville. 

For details, check No. 12 on p. 183 


Rectangular pendant has à 
walnut frame with translucent 
plastic panels on two sides. The 
combination of wood and trans- 
lucent surfaces provides semi- 
directional lighting. Rosewood, 
teak, and ash fixtures are avail- 
able. Habitat, New York City. 
For details, check No. 13 on p. 183 


Mercury-vapor lights now 
come wired to a slip-fit junction 
box. To install, unit is slipped on 
pole, screws are tightened, and 
the line connected. 1200 Series 
comes in single-, double-, and 
four-light units. Natale Machine 
& Tool Co., Carlstadt, N.J. 

For details, check No. 14 on p. 183 


One-piece bath bay, made of 
glass fiber, can be nailed right to 
the studs. Base is self supporting. 
Tub is 60" x 34" x 16"; wain- 
scot comes 60" or 12" high; in 
five colors. Meets requirements 
of the Uniform Plumbing Code. 
Superior Laminates, Los Angeles. 
For details, check No. 15 on p. 183 
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Oval mirror cabinet is now 
available with side lights in gold 
and stainless-steel finishes. Law- 
son also offers medicine cabinets 
with double and triple doors, slid- 
ing doors, louver doors, and with 
swing-wing mirrors. F. H. Law- 
son Co., Cincinnati. 

For details, check No. 16 on p. 183 


Shower stall base of syn- 
thetic marble comes in eight 
color combinations to match Mar- 
belon vanity tops, The smoothly- 
curbed shower bases are available 
in three sizes: 32" x 32", 32" x 
36", and 32" x 48". Standard 
Steel Cabinet Co., Chicago. 

For details, check No. 17 on p. 183 


Bathroom ventilating fan 
for new construction or remodel- 
ing installs quickly on a sidewall 
mounting bracket. Venaire 3808 
has aluminum housing and grille 
which are guaranteed rustproof 
inside and out. List price: $16.95. 
Ventrola Mfg., Owosso, Mich. 

For details, check No. 18 on p. 183 


New products continued on p. 166 


HOUSE & HOME 


ANOTHER NINE-PAGE REPORT TO BUILDERS FROM THE DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA, WASHINGTON 


FOUR MORE BUILDING PROBLEMS SOLVED WITH PLYWOOD 


[V ANOTHER BUILDING PROBLEM SOLVED WITH DFPA PLYWOOD 


A house designed for midwinter construction 


NAHB 1963-EXPERIMENTAL HOUSE 


BUILDER: | W. Evans Buchanan 
DESIGNED-BY:-| "NAHB Research Institute 
LOCATION: | Rockville, Manylarid 


SPONSOR: National Association of 
Home Builders 


NAHB's 5th research house was deliberately planned for 
wintertime construction. It demonstrates new materials and 
methods that let you keep building right through the worst 
weather, and keep your labor costs to the bare minimum. 
Sidewalls and roof are Exterior plywood, presurfaced with 
tough plastic film. (Du Pont's Tedlar on walls, Hypalon on 
roof.) The plywood came through rain, snow and rough 
treatment during construction without a mark — and needed 
absolutely no painting or finishing at the site. 

The use of plywood in this house is important to builders 
for a number of other reasons. You build with big compo- 


SECTION (exterior wall) 


Y" Exterior plywood 
on studs 24" o.c. 
Ig 


Vinyl/ aluminum window 
with insulating glass 


J 


nents—so you close the house in quickly. You use mater- 
ials that combine plywood's traditional strength with the 
durable protection of factory-applied plastic surfaces — so 
they do two jobs at once. One thickness of Tedlar/plywood 
serves as siding as well as sheathing; Hypalon/plywood 
provides roof sheathing and finish roofing, all in one step. 
Finally, you can offer home buyers a better break on main- 
tenance. Du Pont predicts that Tedlar-coated plywood 
won't need painting for 15 years — maybe 25. For informa- 
tion on these and other new presurfaced plywood products, 
write Douglas Fir Plywood Association, Tacoma 2, Wash. 


HEAD 
High-speed roof system uses 2x 10-ft. Bermuda shin- 
gles made of Hypalon-surfaced plywood. It took four 
JAMB men six hours to install, starting at eaves with con- 
cealed nailing and folding up successive courses of 
the shingles. Hypalon film acts as a continuous hinge 
SILL at interlocking horizontal joints, 


To make the 28-ft. tilt-up wall sections, %” Exterior plywood, presurfaced with Tedlar, was 
fastened to studs on 24” centers, then battens were blind-nailed to cover stud nails. Battens, 
window casings, trim and plywood soffits are also Tedlar-surfaced. 


(continued) 


[M ANOTHER BUILDING PROBLEM SOLVED WITH DFPA PLYWOOD 


"HANGING GARDENS” HOUSE 
BUILDER: | Twentieth Century Homes 
ARCHITECT: | R. R. Zahm, A.I.A. 
LOCATION: | Marin County, California 


SPONSORS: | Douglas Fir Plywood Association 
West Coast Lumbermen's Association 


This house had to be built with plywood 


SECTION 


Y” plywood gussets 1 side 


2 x 6 decking 


3: 2x8 flanges 


Shaped 2x 12 


2:4:1 plywood) subfloor-underlayment .. 
2 x 12 blocking 


ia oe ACTUM 


34" EXT-DEPA plywood web both sides uu 


The 44-ft-long plywood box beams, in 
spite of their strength, are relatively 
light, 930 Ibs. each. It took only two 
hours to install all seven. They were 
fabricated by Weldwood Structures Div., 
United States Plywood Corporation. 


Plenum 


35" plywood ceiling BET 2 x 4 stud wall or 


4 x 4 posts and glazing 


\——« 


Key to the low cost is the single footing 
wall and the seven plywood box beams, 
which bear the entire vertical load. Beams 
are bolted to the foundation wall through 
steel bearing plates and stabilized by 
pipe columns connected to concrete pads 
near the uphill end. The house itself is 
simply a plywood-and-glass box built on 
a platform. The superstructure is held 
rigidly together by the diaphragm strength 
of plywood shear walls, floor and ceiling. 


A steep site and a tight budget: this combination creates 
some of the toughest problems a builder can face. Here’s 
a house in Marin County, California that solves them all 
with one simple structural concept. 

Seven plywood box beams, resting on a single reinforced 
concrete foundation wall, support a platform on which the 
house is built just as though it were on a level lot. Site 
preparation, usually extremely expensive in hillside con- 
struction, was less than $100. The whole substructure came 
to only $2.33 per sq. ft. This took care of everything up to 
and including the floor platform: foundations, box beams, 


Curved plywood soffits conceal pipes, wiring and 
insulation under the floor. Pre-painted panels of 
1/4" EXT-DFPA plywood were sprung between 4x12 
framing. This is an easy way to conceal the clutter 


under a hillside house. The heating and cooling 
system are also out of sight, in the attic plenum. 


purlins, plumbing, wiring, insulation, soffits, the 28x72-ft. 
plywood floor and the 7-ft.-wide perimeter redwood deck. 

Twentieth Century Homes of San Rafael built the house 
on speculation and sold it for $65,000. It was designed to 
demonstrate a practical solution to hillside construction 
problems, and was so successful that the architect, R. R. 
Zahm, is planning 17 medium-priced homes with the same 
support system. It could be adapted to build on almost 
any grade at costs comparable to those for level lots. For 
more information on plywood box beams and components, 
write Douglas Fir Plywood Association, Tacoma 2, Wash. 


(continued) 


[M ANOTHER BUILDING PROBLEM SOLVED WITH DFPA PLYWOOD 


Big builders use plywood to keep on schedule 


Mayer/Peterson makes money by building good houses 
fast. They can go from foundation to closed-in house in less 
than a day because they build with big plywood parts. 

"We just don't have time for archaic methods — putting 
thousands of small pieces together at the site,” says 
Curt Peterson. So they use plywood and components, keep 
on-site labor to a minimum and stick to their schedules. 
“We can build so quickly that the buyer moves in before 
we get the bill from the supplier," says partner Kurt Mayer. 
"Very little of our capital is tied up, and overhead is cut 
to the bone." They buy the whole house as a package, so 


1. Foundation was poured the day before. Plywood floor on this 
model is 2°4°1, the 1Ve-in.-thick combination subfloor-underlayment, 
with supports on 4-ft. centers. 


44. By 10:30 (2¥2 hours after the start of work) the crew is ready to 
lift prefabbed gable ends into position. Almost at the same time, 
they begin installing trusses which are waiting inside on the floor. 


ordering, delivery and accounting are greatly simplified. 

Mayer/Peterson built ten homes in Parkland, Washington 
in 1959. They'll build about 200 this year. In general 
they still use the system they started with. For example, 
wall components are of two standard types: four-ft. pre- 
framed sections with plywood sheathing on studs, to which 
siding is applied at the site; or entire wall sections with 
sheathing and siding. A typical time-saver, worth about two 
man-hours per house: they apply PlyScord® sheathing 
without precutting to fit at roof edges, then cut at eave-line. 
The pictures below show how they build a house in a day. 


2. The rest of the parts come just as the floor is completed. Buying 
is simplified because plywood sheathing, wall panels, flooring, trusses 
and even interior partitions all come from the same supplier. 


5. PlyScord roof sheathing is stacked alongside the house so the 
crew can reach it easily. Mayer/Peterson have never used anything 
but plywood for roof decking on their houses. 


Most Mayer/Peterson houses are between $10,000 and $17,000 and are in medium-sized developments like this, a 
group of 17 near Lakewood, Washington. Most of these were sold before completion. All houses use plywood 
component systems, but vary widely in siding and architectural styles ranging from ranch to colonial (below). 


3. Wall components for this M/P model have plywood sheathing on 
studs; siding will be applied later. Components are stacked on the 
floor platform near where they'll be used. 


FOREST HEIGHTS AND MONT VISTA 
BUILDER: | Mayer/Peterson 
ARCHITECT: | L. S. Higgins, A.l.A. & Associates 
LOCATION: | Pierce County, Washington 


6. As soon as roof sheathing is on, the house is enclosed and doors 
can be hung. Interior work—which uses as many prefinished parts and 
materials as possible—can start any time. It's 1:30. 


(continued) 
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"FANTASTIC" HOMES 


BUILDER: | Ron Mitchell Corp. 
ARCHITECT: | Mary Lund Davis, A.LA. 
LOCATION: | Tacoma, Washington 


Plywood is your key to profits in compacts 


Ron Mitchell of Tacoma, Washington builds compacts at a 
profit by keeping costs down and quality up—with plywood 
construction. He has no trouble selling them because he 
gives the buyer what he wants. 

"Low-cost housing does not have to look cheap or small," 
says Mitchell. All his homes are architect-designed, and 
have clean, simple lines and attractive siding treatments. 
He uses a variety of plywood sidings, including the new 
rough-sawn plywood seen on the contemporary house 
above, a national award-winner for design. Mitchell's con- 
struction methods are geared to use of components which 


he fabricates in his own plant. He uses as many other time- 
saving plywood techniques as he can (see details at right). 

Currently, he sells about a home a day. Sizes of compacts 
range from 800 to 1,100 sq. ft., prices from $6,250 to $9,450 
on buyer's lot. Mitchell also builds larger homes from 
2,500 sq. ft. on up, at prices from $10,000-$20,000. 

Along with a half-dozen other builders throughout the 
country, Mitchell is participating in a pilot program spon- 
sored by the Douglas Fir Plywood Association to make 
compacts easier to build and sell. For more information, 
write Douglas Fir Plywood Association, Tacoma 2, Wash. 


24's. —__—___"—___ 2 


On 


Walls of this house are Texture 1-119 


It takes about four man-hours to apply plywood roof sheathing 
to one of Mitchell's compacts. House on this page has 1,008 sq. 
ft. and sells for about $70 a month on buyer's lot. Mitchell offers 
dozens of variations in size, style, features. This model, the 
"Holly," designed by Robert Bruce Waring, is one of 12 plans 
available to builders under DFPA's Compact Homes program. 


S9— ——- Bat insulation 


pex 1— — interior finish 
Exterior plywoo S 
on studs 16" o.c. 94" T&G plywood 


subfloor-underlayment 


Finish MAC X. 
2 x 8's, 2' o.c. 


Detail: Mitchell cuts costs by using one 
thickness of plywood for two purposes. 


subfloor-underlayment. 


Wall sections are prebuilt in Mitchell's own plant, 
to save on-site labor. He uses timesaving equipment are smooth plastic-overlaid plywood for contrast. 
such as power nailers to fasten plywood to studs. Floors in most houses are T&G plywood, either 34" 


walls, it's siding-sheathing; on floors, 


except for panels over and under windows. These 


plywood, or 1%” (2-4-1)9, combining subfloor-underlayment. 


The DFPA trademark is your 
assurance of quality plywood 


DFPA helps solve your building problems. It 
also protects your profits because they de- 
pend on your reputation for quality construc- 
tion — and DFPA trademarked plywood always 
means quality. It's the only plywood backed 
by an industry-wide quality-control program, 
and a quarter-century of experience in ply- 
wood testing and inspection. Look for the 
letters "DFPA" on all the plywood you buy. 


DOUGLAS FIR PLYWOOD ASSOCIATION 


Tacoma 2, Washington 


mm 


na M 
! DEPA | 


TESTED QUALITY | 
V PLYWOOD! 
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NEW PRO 


start on p. 151 


Heating and cooling _ 


Heater lamp-post for patios, 
porches, and swimming pools 
makes outdoor living more pleas- 
ant when there is a chill in the 
air. The new gas-fired infrared 
heater has a 30,000 nruu rating 
Takes standard gas light. Perfec- 
tion Div., Hupp, Cleveland 

For details, check No. 19 on p. 183 


Cabinet convector for semi- 
recessed or surface mounting has 
louvers that direct the air down 
for, maker claims, more efficient 
air flow to the room and less wall 
streaking (see drawing). Convec- 
tor uses no fan. Edwin L. Wie- 
gand Co., Pittsburgh. 

For details, check No. 20 on p. 183 


Forced-air furnace (right) for 
outdoor installation needs only 
gas, electricity, and duct connec- 
tions. Line includes 80,000 and 
100,000 sruH models for heat 
alone and three larger models 
with add-on cooling. Day & 
Night Mfg., La Puente, Calif. 

For details, check No. 21 on p. 183 


Radiant electric heater 
(right) uses a special circuit on 
a thin steel panel. Radiant panels 
are l'xl' for room heaters or in 
large units rated at up to 2,000 
watts for complete heating sys- 
tems. Radiant Systems, Farming- 
dale, N. Y 

For details, check No. 22 on p. 183 


Compact cooling unit is only 
30"x26v;"x1215" in 114- and 2- 
ton models. Shallow depth lets 
unit be mounted in closets or 
crawl space or behind false ceil- 
ings. Units can take auxiliary 
electric heaters or wet-heat coils. 
Peerless, Indianapolis 

For details, check No. 23 on p. 183 


New products continued on p. 169 


BEAT SURFACE CRACKS - TROWEL WITH THOMPSON'S | 


Every time you pour concrete, here's a smart 
"finishing touch" that makes for satisfied 
customers . . eliminates costly patching 
and repair call-backs. Simply trowel-in 
Thompson's Water Seal on your final 
troweling. Results: a crack-free, spall-free 
surface that's waterproof and dustproof; 
much greater strength and wear resistance. 
(Non-treated concrete measured 260% more 
abrasion loss than concrete treated with 
Thompson's in certified laboratory tests.) 


Thompson's Water Seal 2» 
-. . Seals, waterproofs, = 
cures. Saves you time 

and labor. Does not 

contain silicones. 

Write for brochure and 

certified test data. 


THOMPSON'S WATER SEAL 
E- A. Thompson Co., Inc. 


Merchandise Mart, San Francisco see our catalog in Sweet's 


HOUSE & HOME 
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start on p. 151 


Window well cover keeps out 
rain, dirt, and children, is made 
of 3/16"-thick Plexiglas, clear or 
translucent. It fits over the well 
with aluminum clips that let the 
unit be raised for ventilation. 
Greenlawn Div., Gates Rubber 
Co., Denver, Colo. 

For details, check No. 24 on p. 183 


ah 

Safety hat of thermoplastic 
resin is not affected by most 
acids and will not crack or chip 
Two-piece polyethylene suspen- 
sion is secured to the shell at 
eight points for optimum impact 
distribution, Apex Safety Prod- 
ucts, Cleveland. 

For details, check No. 26 on p. 183 


King-size cupola provides a 
large decorative ventilation area. 
Mount Vernon model (above) 
comes 40" square, 64" high or 
48" square, 77" high. Roof is 
heavy copper or aluminum. 
Louvers have screen backing. 
Manor House, W: w, Ind. 

For details, check No. 28 on p. 183 
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Moldings are designed for 
post-formed cabinet and vanity 
tops. They are precision milled 
so they can be used with post- 
formed laminating machinery. 
Competively priced with stand- 
ard moldings, Precision Mould- 
ings Inc., Atlanta. 

For details, check No. 25 on p. 183 


Radio transmitter speeds job- 
site communication between 
builder, architect, and construc- 
tion crews. Voice Mate is 
6"x3"x1", weighs only 12 oz. in- 
cluding two 8-volt batteries and 
a collapsible antenna. General 
Electric, Lynchburg, Va. 

For details, check No. 27 on p. 183 


fSvEREEE =: 


i 


Weve sas 


! 


Wes 


Alarm system for apartments 
—which is turned on at tenant's 


request—signals the doorman if 
anyone enters. A switch by the 
apartment number on the central 
control panel (above) activates 
that apartment. Auth Electric 
Co., Long Island City, N.Y. 

For details, check No. 29 on p. 183 


Publications start on p. 177 


, OR PERFORMANCE per 


the 
Brown touch 
adds 
so much 
prestige 


THE LUXURY TOUCH SHE'LL BUY AT FIRST SIGHT 
When a lady buys, she buys beauty. That's Brown — the luxury 
range available in six decorator finishes. When a lady buys, 
she wants convenience. That's Brown automagic gas and elec- 
tric cooking. And she wants to know the name. That's Brown — 
guaranteed by Good Housekeeping — the range with over a 
quarter-century reputation of manufacturing know-how and 
reliability. When a builder buys — he wants economy. That's 
Brown. So put Brown into your kitchens. For prestige, for 
performance, for price — Brown slip-ins and built-ins will close 
more sales for you. 


+ Good Housekeeping 
K GUARANTEES 


“hey 
“MENT on neruno 10 C 


Over a quarter century proved performance 


Write today for information and specifications! 
BROWN STOVE WORKS, INC. = CLEVELAND, TENNESSEE 


TIRED OF PAPER PEOPLE?. . . for real 


Tired of paper work? Tired of writing letters to 
multiple suppliers, just to get two or three bits 
of information you need to run your business? 

You've been dealing with paper people! 

Because we know your problems, we merged 
four Republic divisions, and made each one of 
our salesmen responsible for all the products 
of our former Berger, Container, Culvert, and 
Truscon plants. 

So that you can call on one salesman who can 


answer all your questions about all the products 
made by the Berger, Container, Culvert, and 
Truscon facilities—only now we call ourselves 
the MANUFACTURING DIVISION. 

Naturally, you don't know what all the products 
are. That's why we've listed them here. 

To find out more about any one of the products | 
listed, all you have to do is ask for a call by 
your local Republic Man. 

Doesn't that make a lot of sense? 
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Strong 
Modern 
Dependable 


service, call your REPUBLIC MAN! 


CALL THE REPUBLIC MAN FOR THESE PRODUCTS: VISION-VENT® and GRID-VUE Window Walls . . . Residential 
and Commercial Steel Doors and Frames . . . Steel, Stainless Steel, and Aluminum Windows . . . Steel Cabi- 
nets for Kitchens . . . Roof Drainage Products . .. Steel Storm Sash and Window Screen Frames . . . Metal Lath 
and Lintels . . . Partition Studs ... Steel Lockers and Shop Equipment ... Bookshelves, Wardrobes, and Special 
Cabinets ... Steel Pipe and Corrugated Steel Drainage 


Pipe . . . Concrete Reinforcing Bars . . . TRUSSPAN REPUBLIC STEEL 

Steel Buildings . . . Channels, Curb Bars... Steel c o & p o m A v 1 

Joists and Roofdeck . . . Welded Wire Fabric... MANUFACTURING TUSON (hts) 
Tie and Hanger Wire. You can get literature by ask- DEPT. HO-5694, YOUNGSTOWN 5, OHIO = 

ing your Republic Man. Again, no paper work. BERGER * CONTAINER + CULVERT + TRUSCON 
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Nothing sells a home 
like the kitchen 


Nothing sells the kitchen 
like Nickel Stainless Steel 


1. Nickel stainless steel sink. List of manufacturers upon request. 


These seven products made with nickel 
stainless steel represent a kitchenful of 
sales appeal. They have the quality fea- 
tures that discriminating buyers look for. 
Beauty « Stainless steel's soft gleam, 
clean and modern, lasts a lifetime and 
harmonizes with any color. 

Durability + Stainless steel resists dent- 
ing and scratching—won't chip, crack or 
peel. 

Easy maintenance « Stainless steel wipes 
clean with a damp cloth. Its smooth, non- 
porous surface won't harbor dirt or 
bacteria. 

Corrosion resistance » Stainless steel is 


unaffected by heat, cold, moisture, food 
acids or detergents. 

Because of its many advantages, builders 
and architects are using versatile stain- 
iess steel in a wide range of applications 
with built-in value—both interior and ex- 
terior. If you have a question on how and 
where nickel stainless steel can put more 
sales appeal in your homes or apart- 
ments, write: 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street KCO, New York 5, N.Y. 


NICKEL ...its contribution is QUALITY 


. Washer and dryer by Speed Queen, Ripon, Wis. 


. Hot and cold water dispenser by 7. Water softener by General lonics, 
Rangaire, Cleburne, Texas 101 Terence Drive, Pittsburgh, Pa. 


3. Dishwasher by Thermador, 
5119 District Blvd., Los Angeles, Calif. 


4. Range and wall oven by Jenn-Air, 1102 Stadium Drive, Indianapolis, Ind. 


Roofmate FR is the most dependable insulation since Styrofoam® 
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ne, by the same 
ofoam wall i 
FR roof insulation 
costs cor 
happy. It also ends 
es about roof blistering and 
cracking 


lation. Like Styrofoam, Roofmate 
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Like father, like son. 


can't moisture. 

Competitive in price as a material, 

ofmate FR saves on installation too: 

much as one dollar a It's 

ht ( to the 

but tough. We give it a high- 

density skin top and bottom to take 
the beating a roof insulation ge 


<> 


t stays dry. 


Your roofing contractor uses standard 
methods with Roofmate FR. It comes 
in thickr to m usual "C" fac- 
tor requirements. Want more data and 
ifications? Ju our insert in 
Sweet's Light Cons File, or 
s: The Dow Chemical Com- 
tics Sales Dept. 1011BP9, 

idland, Michigan. 


ction 


"THE HOUSE YOU DONT HAVE TO PAINT" Of rigid aircraft-type construction, RIB-DOR is handsome and 


efficient. Each section is a full-width aluminum panel, lock- 
SAVES YOU MONEY.. 1 SELLS BEST! rolled into rugged extruded aluminum frames, riveted on four 


sides and also riveted to muntin stiffeners. 


RIB-DOR is pre-finished both sides in Reynolds famous 
Colorweld® baked enamels—white inside, choice of white, beige, 


green outside. On the aluminum base, which cannot rust, rot, 
ALL NEW! REYNOLDS warp or swell, these colors will last years longer than ordinary 


as painting. Aluminum’s light weight is also important, for easy 

installation and finger-tip operation. Available in one-car and 

\ two-car sizes, with optional low headroom kits, packaged 
complete in one carton. 

ALL : ALUMINUM Reynolds new RIB-DOR is the kind of low-upkeep, “Easy Liv- 

ing" feature that people want. Add it to your plans for “the 

GARAGE DOOR house you don't have to paint"—along with the other products 

listed below. They will all save you money and help you sell! 


REYNOLDS ALUMINUM BUILDING PRODUCTS © Check this List for Information 


a TEAR OFF AND MAIL TO REYNOLDS METALS COMPANY, RICHMOND 18, VIRGINIA e e m Rm m a 


GARAGE [] WINDOWS 
DOORS Your Name. 
L] SUDING SHINGLES Company Name. 
GLASS DOORS 
SOFFIT 
C GUTTERS Address. 
MARK OF QUALITY L] SIDING [.] FLASHING Cty Siri 


Watch Reynolds TV program on NBC: “The Dick Powell Reynolds Aluminum Theatre’ Tuesday nights. 
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New forms for the playground 
are shown in 48-page catalog 


Included are five different kinds of climbing 
and jumping equipment: 1) tree, stump, and 
saddle shapes of reinforced concrete, left in 
photo; 2) dome-shaped aluminum shells with 
climbing grilles and sliding poles, right in 
photo; 3) pressed-steel blocks with colored 
aluminum tread plates assembled to form 
bridges and mountains; 4) giant-size alumi- 
num alphabet letters; and 5) webs of swing- 
ing aluminum bars that form climbing tunnels, 
walls, and cradles. The designs in each group 
are graded for various age levels. The forms 
come individually and in playscape packages. 
Playground Corp. offers a consulting serv- 
ice to designers or builders of schools, motels, 
shopping centers, and public parks; and will 
help plan model-house play areas. Playground 
Corporation of America, New York City. 
For copy, check No. P1 on the coupon, p. 183 


Noise control: 100 pages 
of technical data and products 


This new design manual covers the complete 
range of sound conditioning systems including 
the effects of lighting fixtures and air dif- 
fusers. The introductory section is a compre- 
hensive review of technical data on sound 
insulation and noise control. For example, 
pages 10 and 12 (shown at right) show sound- 
transmission loss for various types of floors 
and partitions. 

Sections on UL fire-rated assemblies, acousti- 
cal tile, and acoustical lay-in panels, show 
patterns, finishes, sizes and sound-absorption 
coefficients for each product. 

The final section is an acoustical specifi- 
cations guide. It is amply illustrated with in- 
stallation drawings and construction cutaways. 
The manual is available free to architects on 
their letterhead. Celotex Corp., acoustical 
dept., 120 South LaSalle St., Chicago 3. 


Four new lighting brochures 
show a wide range of fixtures 


Intermatic. Two 4-page bulletins outline 
various uses for timed switches and photo- 
electric lighting controls. They explain how 
the automatic controls operate and describe 
their convenience and economies, Photos, 
sizes, and electrical specs are given for each 
item. International Register Co., Chicago. 

For copy, check No. P2 on the coupon, p. 183 


Moe. This 90-page catalog describes Moe's 


complete line of residential fixtures. Four 
groups of matched fixture styles are shown, 
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and all fixtures are grouped by type (e.g. 
pulldowns, chandeliers, dimmers, luminous 
ceilings, recessed fixtures) and each is illus- 
trated with sizes listed. An area-lighting guide 
shows 32 lighting areas in a house and sug- 
gests the proper fixture for each. Moe Light, 
Louisville. 

For copy, check No. P3 on the coupon, p. 183 


Lightolier. This 12-page booklet covers the 
maker's line of wall fixtures—units for light- 
ing desks and other work spaces, and units 
that provide both direct and upward indirect 
lighting. All are in simple contemporary 
styles and are designed for easy installation. 


Fixtures are shown in photos and installation 
drawings with mechanical and electrical specs. 
Lightolier, Jersey City, N. J. 

For copy, check No. P4 on the coupon, p. 183 


Benjamin. This 40-page brochure covers a 
complete line of fixtures for commercial and 
institutional buildings—both fluorescent and 
incandescent. Most, including three just- 
announced additions to the line, are high- 
styled units with anodized aluminum and wal- 
nut trim. Each unit is shown in four-color 
photos with installation details, Benjamin 
Div., Thomas Industries, Louisville, 

For copy, check No. P$ on the coupon, p. 183 
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PAY OFF IN HOME OWNER SATISFACTION 
NEW PPG GATEWAY’ II SLIDING DOORS 


GATEWAY II is the type of sliding door your prospects want! 


No other sliding glass door offers the quality, the excel- 
lence of design, that you get in the Gateway II—at such 
a moderate price. 


* Two panel unit—right or left hand panel can be sliding 
— your option at time of installation. 

e Three panel unit—-center panel or either end panel 
may slide— whichever you choose. 

e Frame is reversible when assembled — makes possible in- 
side slider-outside screen or outside slider-inside screen. 


Gateway II is easy to install. Standard 6'8" height, in 
4 widths to fit nominal 6’, 8’, 9’, and 12’ openings, avail- 
able for single and Twrnpow” Insulating Glass. Frame 
attaches to head and jambs with wood screws. Just tie 
down the fixed panel, slip sliding panel into place, make 
a small screwdriver adjustment and the job is done. 


Local PPG branches have Gateway II Sliding Glass 
Doors available and ready for delivery to your job. 


Gateway II offers these luxury features: 
e Smart, modern styling, with stiles wide enough to be 
strong, yet narrow enough to be graceful. 


e Exclusive safety-threshold —low profile, no fins to catch 
heels on. No water can be trapped behind fixed panel, 
nor run out on floor. 

* Quiet, smooth action . . . door glides on nylon-covered 
rollers with lubricated ball bearings. 


* Vinyl weather seals and silicone-treated wool weather- 
stripping keep out drafts, moisture, dust and insects. 
Door can be adjusted easily for height without losing 
weather seal. 

. can be ordered master 

ed alike or keyed to rest of house. 


* Finest lock in industry . 
keyed, k 


e Top-rolling fiber glass screen— won't jam or rack. 


* Anodized aluminum construction tells a buyer that 
this Gateway II Sliding Glass Door will stay beautiful 
for years. 

And remember, the PPG label is one more indication to 

a buyer that you've chosen quality construction materials. 

Many of your prospects will have seen the Gateway II 

Sliding Glass Door on network television, and in Better 

Homes & Gardens, House Beautiful, and House and Garden. 


ip PITTSBURGH PLATE GLASS COMPANY 


PAINTS e GLASS »« CHEMICALS « FIBER GLASS 


Available glazed with new HERCULITE* K Tempered Safety 
Sheet Glass—to meet latest FHA MPS! 

The new FHA MPS for glass, revision 109 and many local safety 
standards, now require safety glass or the installation of muntins 
or safety bars on all patio doors. Gateway II, glazed with strong 
and safe Tempered HrRcuLITE K, meets these requirements. 


. Simple adjustment. 

. Flat safety threshold. 
Tremendous impact strength. 

. Finest lock in industry. 

. Tightly weather-sealed. 

. Trouble-free, top-rolling screen. 


Oo ce oN- 


inching NEWS FROM CELOTEX 


3 WAYS you can add 


the proved sales advantages of 


Quiet Conditioned Living 


/ 


Tour uy 
IH 
f l |i 


i 


To Your 
Town Houses and Single Family Homes 


BUYER PREFERENCE —Yes, buyer demand for the modern comfort of 
Quiet Conditioned Living is increasing daily! Alert builders are turning 
this demand into sales advantages for their town houses, apartments, 
single family homes. 


Through widespread publicity, as well as personal experiences, prospective buyers and renters 
have learned that noise can be reduced. In some cases, tenants have left apartments because of 
irritating noise that could have been eliminated by sound quieting construction. 

To help you capitalize on this fast-growing buyer demand, Celotex offers a helpful brochure 
defining noise problems and showing drawings for tested-rated constructions. Send coupon for 
your free copy today. 
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1/2" CELO-ROK R 
GYPSUM Pd 
WALLEOAR g 

fl. 


PARTITIONS THAT 
REDUCE SOUND 
TRANSMISSION 


oa 


2* x 6* PLATE 
Construction shown here provides vastly improved Sound 
'Iransmission Loss over ordinary partition construction 
(15" gypsum wallboard on both sides of 2x4 studs 16” o.c.). 
In this partition, both sides have lining of 15" Celotex 
Soundstop' Board and laminated facing of 15" Celo-Rok 
tapered edge Gypsum Wallboard. Excellent Sound Trans- 
mission Class (STC) :50. 


* Based on tests conducted by 
Geiger and Hamme Laboratories, 
Ann Arbor, Michigan. a | 


+ Trademark 


Get the Facts on 
Quiet Conditioning by 
Celotex— Send for this 


FREE MANUAL 


CELOTEX 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION * CHICAGO, ILLINOIS 


SEPTEMBER 1963 


Quiet Conditioned Living begins with 
Acoustical Ceilings by Celotex 


Celotex acoustical ceilings in the model home or apartment 
are visible evidence to the buyer that his builder has Quiet 
Conditioned the home. Prospective buyers and renters can 
see and feel the benefits of quiet. These are the ceilings that 
absorb and hush the irritating noises. People know this. For 
years they have enjoyed the comfort of acoustical ceilings 
in luxury hotels, shops, offices and restaurants. Little won- 
der Celotex acoustical ceilings dramatically, convincingly 
demonstrate extra value. Choose from a wide variety of ex- 
clusive Celotex designs. 


NEW! Celotex Incombustible Mineral Fiber Acoustical Tile 
in the handsome exclusive 3-D Riviera pattern. Square, 
kerfed edges and striations make joint lines invisible, pro- 
vide monolithic appearance. (Size: 12" x 12" x 34”.) 


y” CELOTEX 

SOUNDSTOP 

BOARD 

y4” PLYWOO! 


SuBLOOR PARQUET 
FLOORING 


1/2" CELO-ROK 
PSUM 


WALLBOARD 
2" x 10” JOIST 


SOUND DEADENING 
CEILING-FLOOR ASSEMBLY 


This ceiling-floor assembly reduces transmission of both air- 
borne sound (e.g., loud voices) and impact sound (e.g., 
dropped objects, footsteps). 

Sound Transmission Class (STC) for airborne sound :42, 
as tested by Armour Research Foundation Riverbank Lab- 
oratories, Geneva, Ill. On floor side, 15" Celotex Soundstop 
Board is installed over joists, under plywood sub-floor. On 
ceiling side, Celo-Rok 15" Gypsum Wallboard is applied 
directly to joists. 


Dept. HH-93, THE CELOTEX CORPORATION 
120 S. La Salle St., Chicago 3, Illinois 


Please send me, without obligation, the FREE 8-page brochure, “New Build- 
ing Techniques for Quiet Conditioned Living." 


My NIB. cor Ro t st 
Firm Name 
Vires A oi eem Sr OSEE E 


Dy. s E S EE A. s bates s s ein 
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PUBLICATIONS 


For copies of the free literature check the indi- 
cated number on the coupon, page 183. 


Catalogs 
COLONIAL STYLE LIGHTING. 12 pages. Photos of 
chandeliers, wall bracket fixtures, indoor and 


outdoor lanterns.. Prescolite Mfg., San Leandro, 
Calif. (Check No. P6) 


DECORATED LAVATORY BOWLS. 4 pages, Shows pat- 
terns; lists sizes and prices. Regency, San 
Diego, Calif. (Check No. P7) 


FiLiNG. systems. 8 pages. Hanging plan racks, 
cabinets for rolled plans. Photos and sizes. Plan 
Hold Corp., Los Angeles, (Check No. PE) 


PACKAGED CEILING KITS, 8 pages, Typical appli- 
cations, installation instructions, and specs. Also 
ceiling planning sheet for ordering custom kits 
for rooms of any size. Artcrest Products, Chi- 
cago. (Check No. P9) 


ELECTRIC HEAT. 16 pages. Ceiling cable, con- 
vection and forced-air baseboards, bathroom, 
infrared, portable, and unit heaters. Specs, dia- 
grams, and photos. Hunter Div, Robbins & 
Myers, Memphis. (Check No. P/0) 


TEMPLATES. Illustrations of 68 templates and let- 
tering guides. Templates for all kinds of con- 
struction drawings are included. Pickett Slide 
Rule Co., Alhambra, Calif. (Check No. P11) 


Technical literature 


PLYWOOD FOR TODAY'S CONSTRUCTION, 20 pages. 
Strength and rigidity, nail-bearing, bending, vapor- 


transmission, acoustical, and thermal data. Types, 
grades, sizes, and uses. Specific products with 
DFPA recommendation and FHA requirement charts, 
Douglas Fir Plywood Assn., Tacoma, Wash. 
(Check No. P12) 


PAINT PERFORMANCE. 10 pages. Explains how 
paint performance is improved by sound con- 
struction, Drawings show proper placement of 
vapor barriers and vents, drainage techniques, 
and siding application. National Lumber Manufac- 
turers’ Assn, Washington. (Check No. P13) 


Septic TANKS. 6 pages. Step-by-step explanation 
of septic tank systems and their use with gar- 
bage disposers, In-Sink-Erator Mfg., Racine, Wis. 
(Check No. P14) 


BELT-DRIVEN UTILITY FANS. 36 pages. Charts of 
performance data and dimensions for units with 
12" to 36” wheels, handling from 700 to 23,000 
cfm. McQuay, Minneapolis. (Check No. P15) 


Product bulletins 


THIN BRICK FACING in new and used brick styles. 
Data sheet. Fitting and adhesive applications. 
Sizes. Z-Brick Co., Seattle. (Check No. P16) 


SLIDING GLASS DOORS with aluminum frames, Data 
sheet. Drawings show construction and installa- 
tion. Specs and sizes. Ida Products, Detroit. 
(Check No. PI7) 


Zone CONTROL for heating and air conditioning. 
4 pages. Dial control is described and dis 
shows a two-zone installation. Multi-Zoner Inc., 
Lynchburg, Va. (Check No. P18) 


PORTABLE TWO-WAY RADIO. Data sheet, Cadre 
Industries, Endicott, N.Y. (Check No. P19) 


MUSIC-COMMUNICATIONS SYSTEM. 4 pages. Photos 
and features of components and accessories, 
Broan Mfg., Hartford, Wis. (Check No. P20) 


STEEL DOOR FRAMES. 4 pages. Features, construc- 
tion, sizes. Drawings show frames in typical wall 
sections, Amweld Building Products, Niles, Ohio. 
(Check No. P21) 


SURFACE-MOUNTED WIRING, 12 pages. Photos show 
problem installations in houses, motels, etc. using 
Flexway. General Electric, Providence. (Check 
No. P22) 


Foop CENTER: six built-in appliances. 4 pages. 
Photos and specs. Also shows separate electric 
barbecue, Nutone, Cincinnati, (Check No. P23) 


ALUMINUM-FRAME WINDOWS: double-slide and 
single-hung models. 4 pages each. Cutaway of 
construction features, installation details, and size 
data, Ida Products, Detroit, (Check No. P24) 


CONVERTIBLE PUMPS. 4 pages. Cutaway 
drawing and description of pump's working parts, 
photos of complete systems, selection tables for 
shallow- and deep-well application. Crane Co., 
Salem, Ohio. (Check No. P25) 


RESIDENTIAL LOCKSETS and accessories, 8 pages. 
Nine models and options described. Prices. Se- 
curity Hardware, Brooklyn. (Check No. P26) 


GAS INFRARED HEATERS. 4 pages. Explains infra- 
red radiant heating. Photos of Infralux equip- 
ment and how it operates, Specs. C. A. Olsen 
Mfg., Elyria, Ohio. (Check No. P27) 


THE MOST ELEGANT THI 


when you attach them 
with Soss Invisible Hinges 


They're called "invisible" because, when the doors are 
closed, the hinges tuck themselves out of sight. Doors and 
walls blend into a flush unity of beauty, Interiors take on a 
custom richness unlike any others. 

That's why leading architects have recommended Soss 
Hinges for over fifty years. 

Unless you like unsightly doorjambs and gaps between 
doors and walls, you'll prefer the elegant "feeling" Soss 
Invisible Hinges give to homes ... and you. 


INVISIBLE 
HINGES 


For full information 
and prices, write to: 


SOSS MANUFACTURING COMPANY 
HH 309, P.O. Box 38, Detroit 13, Michigan 
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VAPOR BARRIER: prefabbed membrane used under 
concrete slab and on basement walls. 4 pages. 
Installation details, physical properties, sizes. 
Philip Carey Mfg., Cincinnati. (Check No, P28) 


INSULATING BOARD: interior wallboard, sheathing, 
and roofing. 4 pages. Installation photos, tech- 
nical data on thermal conductivity, water absorb- 
tion, compression and tensile strength. Simpson 
Timber Co., Seattle. (Check No, P29) 


SLIDING GLASS PATIO DOORS, 4 pages. Photos of 
construction features, section drawings, dimensions 
for two, three, and four panel models, and specs. 
Shower Door Co., Atlanta. (Check No. P30) 


BACKHOE-LOADER COMBINATIONS. 12 pages. Photos 
of equipment in action, operating data and specs. 
Deere & Co., Moline, Ill. (Check No. P3/) 


EXPOSED AGGREGATE. 8 pages. Tells how to use six 
standard and two special types of chemical sur- 
face retardants to get uniform aggregate expo- 


sure. Photos of the result. $ 
NJ. (Check No. P32) 


ka Chemical, Passaic, 


ALUMINUM SLIDING WINDOWS, Data sheet, Fea- 
tures and specs. 52 standard sizes, 20 center slide 
picture window sizes, and 12 sliding doors. H. 
Howard Frazer Co., Cincinnati. (Check No. P33) 


Miscellaneous 


FHA MINIMUM PROPERTY STANDARDS, 8-page 
guide explains the procedures to follow in pro- 
viding data to FHA when new materials, products, 
and construction methods are proposed. Federal 
Housing Administration, Washington. (Check 
No. P30) 


CERAMIC TILE, Quarterly booklet has articles on 
bath and kitchen color and style trends as well 
as showing new patterns, types, and installation 
techniques. For free subscription to Srvlon News, 
write on your letterhead to Stylon Corp., Box 
341, Milford, Mass. 


For more information check the numbers below (they are keyed to the items 
described on the New Products and Publications pages) and send the coupon to: 
House & Home, Rm. 1960, Time & Life Building, Rockefeller Center, New York 20. 


Note: House & Home's servicing of this coupon expires Nov. 30, 1963 


directly, it is important that you mention the issue 
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New products 


. O Studebaker refrigerator-freezer 

. O Tappan 30" range 

Norcold two-door refrigerator 

G.E. disposer 

aire clothes dryer 

SS&E dishwasher 

Elkay Ala Carte sink 

Kitchen Maid Colonial-style cabinets 
Stanley mirrored closet doors 
Caradco interior doors 

Lightolier faceted pendant 

Moe filigree globe 

Habitat walnut frame pendant 
Natale mercury-vapor light 

Superior bathtub bay 

Lawson oval mirror medicine cabinet 
Standard Steel stall shower base 
Ventrola bath vent fan 

Hupp lamp-post heater 

Wiegand cabinet convector 

Day & Night forced-air furnace 
Radiant Systems electric heater 
Peerless compact cooling unit 
Greenlawn window-well cover 
Precision Mouldings milled moldings. 
Apex safety hat 

G.E. radio transmitter 

Manor House cupola 

. O Auth alarm system 


anna 
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If you contact manulacturers 
of House & Home in which you saw the item. 


Publications 
P1. O Playground equipment catalog 
P2. C] Intermatic automatic light controls 
P3. O Moe lighting catalog 
P4, C) Lightolier wall light fixtures 
PS. C] Benjamin lighting catalog 
P6. C] Prescolite Colonial-style lighting 
P7. O Regency decorated lavatory bowls 
P8. O Plan Hold filing systems 
P9. O Artcrest ceiling kits 
P10. C] Robbins & Myers electric heat 
P11. O Pickett Slide Rule templates 
P12. O ppra plywood construction booklet 
P13. O aint performance booklet 
P14. C] tor septic tanks 
P15. O McQuay utility fans 


Z-Brick brick facing 

iding glass doors 
Multi-Zoner zone heat control 
Cadre two-way radio 

Broan music communications system 
Amweld steel door frames 

G.E. surface-mounted wiriag 
Nutone electric food center 

Ida aluminum frame windows 
Crane convertible jet pumps 
Security residential locks 

Olsen infrared heaters 

Carey vapor barriers 

Simpson insulating board 

Shower Door sliding patio doors 
Deere, backhoe-loaders 

Sika aggregate retardants 

Frazer sliding windows 

34. C] FHA Mrs guide 
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Position 


T wish to enter a subscription to House & Home for O 1 year, $6; O 3 years, $12; O new; O renewal 


(U.S. and possessions and Canada only) 
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heats 0n... 
be sure ifs « 


YDRO]HERM 


Builders... SPECIFY 
HYDROTHERM 


When you need the best . . . at a price you can 
build on . . . specify Hydrotherm! 

Gas fired Hydrotherms will assure years of 
heating comfort for your homes, regardless of 
size or type. And the industry's widest choice 
of sizes (eleven — from 50,000 to 300,000 BTU/Hr 
input) gives you "custom" size selection. 

Hydrotherms pass through standard doors, take 
little floor space, are simple and easy to install. 
Uniquely engineered horizontal boiler sections 
mean maximum fuel savings. And Hydrotherms 
are guaranteed for 25 years. 


WRITE FOR BULLETIN 4HY-F100 722Ay / 


Also available: Packaged Hydrotherms, factory 
assembled with all hydronic accessories for even 
greater installation saving . . . and for heavy duty 
industrial applications (capacities from 360,000 
to 3,600,000 BTU/Hr) ask about Hydrotherm 
MULTI-TEMPS. 


BS 0 


Want more facts? Write today to: 


DROTHERM é 


Dept. HH-7 Northvale, N. J. 
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NE BOSTROM NO. 7 TRANSIT-LEVEL 
. BOSTROM ALUMINUM LEVELING RODS 


Engineering, Building and 
other Trades have long 
wanted an accurate, de- 
pendable and durable 
TRANSIT-LEVEL at a more 
reasonable price than the 

| $200.00 to $300.00 which 

! they now have to pay for 
an instrument to do some of 
their more exacting work. 

Our sixty-two years of ex- 
perience and method of 
production has enabled us 


to perfect and now offer 
you just such an instrument 


in the No. 7 BOSTROM. 

The precision workmanship and highest quality materials in 
this new instrument assures the user of accuracy in his work 
and a lifetime companion with proper care. 

Through many years of research and development we have also 
perfected an ALUMINUM Leveling Rod which is replacing, at less cost, 
many of the large, expensive wooden Rods. Their acceptance has been 
far beyond our expectations. 

Bostrom Levels are carried in stock by distributors from coast to 
coast. WRITE AT ONCE for complete descriptive literature and prices 
on these NEW products. We will also send you literature on our other 
IMPROVED Levels, and name of our distributor near you. 


BOSTROM-BRADY MFG. CO., Dept. HH 
526 STONEWALL ST. S.W., ATLANTA 3, GA. 


Tops for 


LEISURE 
HOMES 


Prefabs at 


Illustrated is The "Oslo"—a four 
bedroom, 750 square foot chalet 
which retails for $2,500.00—g9ives 
you a 40% mark up on cost. 


CARLOAD LUMBER PRICES 


TIMBERPANEL HOMES are precision manufactured of fine old 
growth British Columbia cedar. Floors are 2" thick with underlay- 
ray walls and roof 2" thick (or 4", optional) — partitions, 2" 
thick. 

Construction is simple, with all parts designed to fit precisely 
and provide fast, simple, erection. 

Available everywhere. 

Become an exclusive distributor in your area. 

Send for free booklet of homes and cottages, with price list. 
Write—Walter Lindal, President. 

TIMBERPANEL HOMES, Ltd. 

1501 Main St., Vancouver 4, B.C., Canada 

Please send me information booklet. 


Name 


Builder [ ] 
Address ... 


ADVERTISING INDEX | 


This advertisers index published by House & Home is a service to its 
readers. House & Home does not assume responsi ility to advertisers 
for errors or omissions in preparation of these listings. 
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-.. gives you new selling flexibility that's rare—and well done! The A LA CARTE easily 
installs 'most any place a home buyer wants. Sits on a counter, hangs on a free wall... . fits beneath 
or between cabinets, can be built in. And most important, it makes the perfect partner with Caloric's 
"slide-in" Compacto* range with the built-in look. You or your customers can take it from there 
this only begins to tap the A LA CARTE's "goes anywhere” versatility. What about the way it cooks? 
This second oven is not just a kitchen novelty... it's almost like adding an extra range to your 
homes. The A LA CARTE offers such ultra-new conveniences as Caloric's simple controls for low 
temperature cooking, as low as 140°. Plus the Cook and Keep-Warm oven system that holds food 
dinner ready for hours with no over-cooking. 
All this will spark lively interest in your homes. 
Be sure to include the A LA CARTE when you 
plan new kitchens ... surprise, delight, and 
attract more excited buyers! 


CALORIC CORPORATION, TOPTON, PA. 


With National Homes they add up to more 


ll sales, more profits for you. These facts, figures 
and features put you out front with National: 


Three leading lines of National Homes 
to meet every choice — the LUXURY, the CUSTOM, and 


the FUTURA, the completely sound-conditioned home. 


A full staff of National experts to assure you of the finest in home designs. 


The widest variety in L- T and U floor plans. 


Experienced National analysts to survey your ~ : D d h. 


market in detail — select homes that will BRL E 


give you maximum sales penetration. 


Profit-protecting cost methods — 


installed by National accountants. Plus new "mail-in" 


accounting systems for more compact operations. 


M 


| 3 1 Successful promotional activities by m uw 


National's outstanding marketing staff; activities that always work. 


Cedo 
| : V Sag 
es — » 

Increased traffic and sales through — 


National’s exclusive quality features and advantages: 


* Home-wide insulated "Thermo-Break" windows (no frost, no sweat) 
* Insulated warp-free Aluminum exterior doors (magnetic weather-sealed — no storms) 
+ Marble lavatories 


* Pre-finished, factory hung closet fronts and passage doors 


-conditioned homes. 
SiküMty:soundiconditiored homes Write for literature on NATIONAL HOMES 
NATIONAL HOMES CORPORATION e LAFAYETTE, INDIANA 


